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Evinrudes are already selling like hot 
cakes—This will be a big Evinrude summer 


The way in which sales have opened up 
makes it certain that more Evinrude De- 
tachable Rowboat and Canoe Motors will 
be sold this summer than ever before. 

The new 1915 features—Waterproof 
Magneto built into the flywheel—Maxim 
Silencer — Automatic Reverse — Weedless 
Propeller—are making the Evinrude sell 
even faster than it ever sold before. Some 
dealers who have already made sales are 
located miles from water, but their cus- 
tomers know that the Evinrude can be car- 
ried to lake, river or seashore as easily as a 
traveling bag. 

Our proposition to dealers is unusually 
interesting. Write for it today. 


EVINRUDE MOTOR COMPANY 


25 EVINRUDE BLOCK MILWAUKEE, WIS., U. S. A. 


Distributing Branches: 


New York, N. Y. 
Boston, Mass. 

San Francisco Cal. 
Portiand, Ore. 
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°°Tt Rings to Beat the Band.”’ 


HERE?’S real har- 

mony between the 

ring of The Iron- 
clad and the ring of 
dollars in the till—both 
ring for profit. 


The Ironclad sells on sight, 
rings on time and szays on time. 
It is well setin a substantial cast 
iron case—neatly designed and 


finished. 


People who want something 
different—something out-of- 
the-ordinary — will buy the 
Ironclad. With your name on 
the dials they become great 
‘‘home missionaries’’ for the 


Each clock comes in a showy in- 
dividual box, packed one dozen in 
display carton with show cards to 
boost sales. With an order for 24 
we print names on dials free. Order 
direct or through your wholesaler. 


In broken lots 87c each. In dozen lots, 84c each. In case lots of two aozen, &2c each. 
Less 2%, 10 days at your wholesaler’ s. 


Western Clock Co., (Westclox) 
La Salle, Illinois. 
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Business ls Good—Aadvertise 
and Get Your Share 


USINESS is good in most machine shops today. Large orders for war material are keeping 
many big plants working overtime with a full quota of help. That means scores of mechanics 
needing new tools or improved equipment. Do they know you sell what they want?  Per- 
haps the men who have always lived in your town do—but how about the hundreds of new 

men who have just come to 

town? It would be a good 
plan to advertise in your local 
papers to reach them. 









































Write us for electrotypes to il- 
lustrate the advertisements. Let 
us Know which 























Brown & Sharpe 


error / Precision Tools 
) you want to feature. You will 
get the electros by return mail 
—free. 


Mechanics know what B. & S. 
tools are for accuracy and ser- 
vice and in letting them Know 
you carry them you are in line 
for the business. Think this 
over. Here is a good chance to 
increase your tool sales. Let us 
Know your requirements. We 
will be prompt to meet them. 






































Remember— We Protect The Dealer 


Brown & Sharpe 
Mfg. Company 


Providence, R. I., U. $. A. 
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Coes Wrenches Give 
More Than They Take 


Every article you sell proves more or less 
of a success on a ‘ price-paid-for-service- 
given’ basis. Let us get this view of Coes 


Wrenches. 


We admit they cost 5% more than any makeshift 
wrench on the market. Furthermore, we feel that 
you will agree with us on the wisdom of selling 30% 
greater reserve service in a wrench for this extra 5%. 





Notice we said “reserve service.’ We mean just 
that. It is only under exceptional strain that the Coes 
Knife Handle Wrench, for example, really begins to 
prove its efficiency. It is then that the ten solid 
whole parts prove the value of simplicity in wrench 
construction. 


Order a trial assortment of Coes Wrenches from 
your jobber. | 





Coes Wrench Company 


Worcester Mass. 
AGENTS : 


J.C. McCARTY & CO., 29 Murray St., New York 
JOHN H. GRAHAM & CO., 113 Chambers St., New York 














10 Solid Whole 
Parts Only 
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The Guarantee of Excellence 
on Files 


Nicholson Files Keep 
The Register Ringing 


Every day sees new music composed to catch the public ear, 
but the old metallic ring of the cash register is still the sweetest 
music the merchant can hear. 

‘‘Nicholson”’ Files keep the bell ringing with a regularity that 
would do credit to a sharpshooter in a target gallery. 





,Arevyou getting your share of the tool trade? Expert workmen 

go to the store that sells standard goods. They know that a 

dealer who sells “Nicholson”’ Files has as much regard for their 

_ welfare as for his own. And when they want other things 
*t they go to the man who sold them “Nicholson”’ Files. 


| , Get our Catalog and “File Filosophy.”” They’ll show the way 
| toaconstant ringing of the register bell. Sent FREE on request. 





Nicholson File Company, Providence, R.1. 
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A New Utility Wrench 


You are sure to find the Billings & Spencer Adjustable 
Alligator Wrench profitable as an item of stock, for it 
meets auto needs, is an ideal house wrench, and makes 
an unusually powerful pipe wrench as well. 

The serrated angled jaw and sleeve of ample length 
permit of a powerful purchase with reserve strength for 
killing all over-strain. We have built the head of the new 
B & S Wrench thin for convenience’s sake. The com- 
plete tool is made of drop forgings. The serrated jaw 
and handle are of tool steel. 

Ask us for prices and catalogued details. 


Billings & Spencer Co. 


Hartford Conn. 


TRADE MARK 
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Trimo Superior Chain Wrenches 
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SIZES No.10 | No.11 | No.12 | No.13  No.14 | No.15 No. 16 ° 








Capacity, size pipe................... \ytolin. K%to2in. 4% to3in.| 3% to6in. 1 to 8in. 1% tol0in 2 to 12 in. 
EI eae aa aE 14 in. 21 in. 28 in. 38 in. 50 in. 60 in. 70 in. 
Weight of wrench, each.............. 13% Ibs. 51 Ibs.| 834 Ibs. 1634 lbs. 30 Ibs. 55 lbs. 80 Ibs. 
Length flat-link chain................ 914 in. 15 in. 21 in. 30 in. 38 in. 47in. 57% in. 


Length cable chain.................. 10in. 15%4in.) 21% in. 33 in. 40 in. 48 in. 57 in. 
Average breaking strain, flat-link chain.. 3,400 Ibs. 5,000 Ibs.| 9,000 Ibs. 12,000 Ibs. 15,000 Ibs. 16,000 Ibs., 24,000 Ibs. 
Average breaking strain, cable chain.... 2,400 lbs. 4,000 Ibs.| 6,000 Ibs. 10,000 Ibs. 12,000 Ibs. 15,000 Ibs. 20,000 Ibs. 








ALL TRIMO CHAIN WRENCH PARTS ARE INTERCHANGEABLE 


Ir'mo Chain Wrench—Its range of worx is as great as that of any tool of its kind. 
Both handle and jaws are drop-forged of szlected steel. 

The Handle—lIs designed in section to give the greatest strength with the least 
weight. : 

The Chains—Are made of the best material and tested as to strength. Unless 
otherwise specified the flat-link chain will always be sent. 

Points of Superiority—Lighter in weight. Stronger in action. To turn the pipe in 
the opposite direction it is nof necessary to remove the wrench and reverse it, but 
only to loosen the chain and place the jaws upon the opposite side of the pipe. The 
pocket into which the chain is placed being in the handle, makes this wrench the 
strongest, as the drawing stress is upon the handle instead of the jaws. 

Gold Medal—A No. 16 Trimo Chain Wrench stood for six months at the 
St. Louis Exposition with 1.650 pounds weight suspended from the end of the | 
handle. Awarded a Gold Medal. ; 


MADE BY 


Trimont Manufacturing Company 
55 to 71 Amory Street Roxbury, Mass. 
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Hack Saw Frame No. 50 


Adjustable to take 8 to 12-inch blades. 
The adjustable feature is obtained by the 


Can be sold at retail for use of a pin set in the edge of the long 
end of the frame. This construction 


2 5 C gives a rigid frame at any adjustment. 

@ The frame is light, but unusually strong, 
being made of the best cold rolled steel. 
[ ‘The handle has a rich mahogany finish 


Write for Samples and Prices and all metal parts are nickel plated. 
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Packed one in a box. 


| | Manufactured by 


UNION HARDWARE COMPANY 


Factory and Main Office at Torrington, Conn. New York Office, 99 Chambers St. 
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Every Business Executive 


interested in the business press of his field 

should attend the 1915 Convention of the 

Associated Advertising Clubs of the World 
at Chicago, June 20th to 24th 


This is not a conven- 
tion for advertising man- 
agers only. It will par- 
ticularly benefit those 
who are up to their 
elbows in business ad- 
ministration and who 
control the buying of 
advertising and printing, 
the direction of the sales 

‘force, the costs of man- 
ufacturing. 

Presidents, General 
Managers, Sales Mana- 
gers, all should be and 
many will be there. 

.~. Join them. Visit the 
representative American 
city. Get the ideas of the 


big men in business. Lis- 
ten to the addresses on 
business topics by dis- 
tinguished men; Presi- 
dent Woodrow Wilson, 
William Jennings Bryan, 
Arthur Brisbane, Henry 
Watterson, John H. 
Fahey and others. Par- 
ticipate in the depart- 
mental sessions and dis- 
cussions nearest your 
business. 

And don’t forget to 
bring the ladies along— 
a special committee of 
the Chicago ladies will 
see that they are enter- 
tained royally. 


For further information, Programme, Rates, etc., address 
Convention Bureau, Advertising Building, Chicago, III. 


HARDWARE AGE 


























% .. LOU piste eet oe ee ~~ e 7 


» ROR eR. 








" + i aaa wus 2c Ree Sy aie ee te Phi alte hua eh 
tee Shes : : x d 











May 27, 1915 HARDWARE AGE 11 


R’S NEW OPA 


for coal or wood 
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When business is good you can with little effort sell almost any kind of range, regardless of 
price, but when times are hard you face an altogether different proposition. It is then you look 
for something of unquestionable merit at a price that will suit the most economical. 


: This brings us to “FOSTER’S NEW OPAL.” illustrated on this page. The design speaks for 
itself. This range is made in 16, 18 and 20 inch oven sizes. All sizes can be furnished with Water 
Front, Oven Thermometer, Reservoir and “Armco” iron High Closet when desired. 


ETS Sh 


We guarantee: 


ist.—That with only 8 Ibs. of soft coal and in 40 minutes from lighting match, 
“FOSTER’S NEW OPAL” will bake two pans of biscults one after the other, 
cook a large meal and heat 12 quarts of water in the reservoir. 


2nd.—That “FOSTER’S NEW OPAL” with only 3 bu. of coal will do ali the 
cooking and baking for a large family for a whole week. 





i CE Riis pt ee Se ae 


Don’t force your customer to take an inferior substitute when you can secure for him the 
genuine “FOSTER’S NEW OPAL.” 
It will cost you a postal only to secure full information with quotation. Get it. 


| THE FOSTER STOVE CO., 0X7 
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HAVE THE ENDORSEMENT OF 


PROSPEROUS FARMERS «*» DEALERS <( 
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DEALER BROWN—“Good morning, Mr. A, you're in bright and 


early. How is everything out your way? 





MR. A—"Oh! I can’t complain. Things going along so so. Hay | yt 
and wheat are looking fine and coming on rapidly. If this cide | \ | \ 
continues and we get a good shower shortly we'll have a bumper \WN\ WG 






erpeeaage: =I tiie rn ie wid hs 





De vii \) 
hay crop. Don’t know how we'll manage to get it all cut and into lay, 


h . Hand > I he b and If : 

enter ems aig mma a aa UNLOADE RS, F ORKS. : 
DEALER BROWN—‘‘Why not buy a new Hay Unloading Outfit?” SLI NGS PY LLEYS | 

oS i ® 6 











| MR. A— = we have a pretty fair _— that we = been : 

| using for years, but its capacity is too small. Can't unload as fast AND ’ 
as we load and proce in. oe pe bought a new MYERS OUT- TRACKS — FIXTU RES. 
FIT last season, and he is delighted with it. Says ‘It is a wonder. i 

: Handles a large rack of hay or grain without fuss or friction in three PU M PS : 
or four drafts. Can use two forks or slings with it. Cuts his unload- P 
ing time in half and requires less help.” If you could sell me an FOR EVERY PURPOSE 


Outfit like his, I might be interested.” 
DEALER BROWN—“‘Fortunately for both of us, you have struck DOOR HANGERS AND a 


a — Store. ms op nape ERS suike tor tan cane — TR ACKS, 

Right here is a sample of the new A oe. —A Jim 

Dandy ry every fg ote — for itself in — construction, HAY RACK BRACKETS, 
patented features, design and finish. Has more good points than you 

f can count, and every one spells labor saved. The Heavy Malleable GATE HANGERS ETC. 
Frame, Extra Long Trucks, Big Rope Sheaves and Large Track Wheels 

revolving on Turned Steel Axles insure capacity. The Reversible and Swivel Carriage, Steel or Roller Bearings, 

Patented Double Locking Device and Large Open Mouth for Swinging Fork Pulley guarantee uniform service and 

easy operation. Back of all these features is the name MYERS which means QUALITY. Better let me send this : 

one out and put it up before you get into harvest, and include a couple Myers Forks or a set of Slings, and some 

Myers Pulleys and Fixtures, then there will be no spoiled hay this year.’ 


MR. A—‘‘Those are enthusiastic statements, but the reputation of Myers Hay Unloading Tools and this 
Unloader itself certainly back you up. If you can give me a complete MYERS OUTFIT now, load it into my wagon 
and I'll come in and settle after harvest.” 


MR. A (a few weeks later)—‘“‘Every pound of hay and grain under cover. Not a bit lost or spoiled. That 
new MYERS OUTFIT made good. It paid for itself several times over. Brown gets his check tonight.” 


The experience of Dealer Brown is similar to those of Myers Dealers everywhere for MYERS HAY TOOLS are 
so well known and advertised, and have given such excellent satisfaction for so many years that they are naturally 
first choice of hay makers—lIf you want information, prices and circulars, write us. 


F.E.MYERS & BRO“GHio” | 


ASHLAND PUMP AND HAY TOOL WORKS | 


ormnct MILWAUKEE, CEDAR RAPIDS, ST. LOUIS, HARRISBURG, ALBANY. : 
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‘Power Pumps 








Deming ‘‘Atlas’’ Power Pump for General Water Supply 
and Hydro Pneumatic Water Systems. 


“The farmer’s wife lifts entirely too much water in the 
performance of her household duties,” says President 
Cook of the Mississippi Normal College. 














Experiments show that in many cases she lifts and car- 
ries nearly one ton of water per day. Farmers are turn- 
ing their attention to this vital and important question, 
with the result that a strong demand for water systems 
is developing. We can supply the pumps, hand or 
power, for hydro-pneumatic systems, or can furnish the 


complete outfit as desired. 


The “Atlas” pump is a winner for such requirements. 
Write for “Special Bulletin on Water Systems.” 


The Deming Company, Salem, Ohio 


CHICAGO: Henion & Hubbell NEW YORK: Ralph B. Carter Co. 
PITTSBURGH: Harris Pump & Supply Co. BUFFALO: Root, Nealy Co. 


Other Agencies in All Principal Cities. 
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Price Books—Made on 
Lines Suggested by Rep- 
resentative Merchants 


[In order to meet all ideas on price books, we 
handle all kinds and sizes, loose-leaf or perma- 
nent binding, with brief cost records or minute 
detailed ruling. These books were made after 
a careful study of the needs of the large or 
small Merchant, the Jobber and the Retailer. 
The Binders of the Loose-Leaf Editions were 
selected after testing all the well-known makes, 
and for durability, workmanship and smooth 
operation cannot be excelled. 

The Permanent Leaf Editions represent the 
best in binding, paper and rulings. Bound in 
black grain, seal leather, reinforced with linen 
strips, printed on linen ledger paper. 


LOOSE LEAF 


Price Book E 2, 10!4x103%4 inches. 
Multiple Index, 630 Pages......... $15.00 


Price Book 1,. 10x10 inches. Flexible 
Leather Cover, 500 Pages, A-Z Index 12.50 
Price Book K, 4!4x7 inches. Flexible 
Leather Cover. Pocket Size, A-Z In- 
dex. Record parallel to hinge...... 2.00 


Price Book L, 414x7 inches. Very com- 
pact. Convenient as pocket price book 2.00 


Price Book M, 6x814 inches. For those 
who like a ring price book, but find 
ee ea ole 3.00 


Price Book G, 3x6 inches. For Vest 
Pocket. Headings across two pages 1.25 
Price Book H, 3x6 inches. Less de- 


tailed record than Book G. Complete 
I I rai crore aa er i a ie 1.25 


PERMANENT LEAF EDITIONS 
Price Book A, 4x7 inches. Goes into 


considerable detail. Arranged in ac- 
cordance with views of many experi- 
enced hardware men............6--. 1.00 


Price Book B, 4x7 inches. Less de- 
tailed than A. Provides for clear and 
concise record of prices............ 1.00 


Price Book D, 514x8 inches. For desk 
or store use and salesmen on the road _ 1.50 
Price Book E, 7x10 inches. Multiple 
Index, 350 pages, each page large 
enough for complete detailed record. 6.00 


Price Book F, 814x111 inches. Mul- 
tiple Index, 500 pages. Largest and 
most complete of our permanent leaf 

















































HARDWARE AGE BOOK DEPT. 


239 WEST 39th STREET, NEW YORK CITY 










Hatl 





Hatl 


May 27, 1915 HARDWARE AGE 15 


= 













WIRE CLOTHS 
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Wire goods for. 
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Wickwire Wire Cloth? 
None Better 


“T’ll back this Wickwire ‘Premier’ wire cloth 
against so-called galvanized cloths or any of the 
steel wire cloths on the market. Of course it isn't 
as good or as lasting as ‘Wickwire Bronze,’ but it’s 
a Wickwire product and that’s a biblical assurance 
to me. It’s much heavier, fully 50%, than the 
standard grades and is galvanized by the hot process 
before weaving. 


‘| was through their plant in Cortland, N. Y., 
last year and | saw how carefully they make their 
wire products. They own ore mines, blast fur- 
naces, and have their own Open Hearth Steel Plant, 
Rod Mill and Wire Mill. They control every step 
in the manufacture of their product and you can 
take my word for it that nothing but the best ever 
gets past. 


“ MECOK we AL Fey AS 





Mihbbbbbe tittle 


“Yes, sir, Wickwire products come as near being 
perfect as anything | know.”’ 


Suppose you handle it? Ask your Jobber for 
prices. 


Wickwire Brothers, Ine. 
Cortland, New York 
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Exactly Meets 


A Great Consumer Need 


There has always been a need for making the burning 
of rubbish safe as well as thorough and sanitary. You can 
satisfy this need with the 














Rubbish 
Burner 




















It is made of moderately heavy gauge steel with per- 
forations only 9/32 of an inch diameter—so small that no 
piece of burning material can escape. The draught is not 
affected and complete incineration of the rubbish is readily 


accomplished at all times. 
Endorsed by leading Fire Insurance Companies. 


Order soon—get the full particulars from us at once. 
Write now. 


Clinton Wire Cloth Company 


CLINTON, MASS. 
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cA Perfect Letter Box for the Man ho Prizes 
the Appearance of His Home 


Over fifty per cent. of the homes served by Uncle Sam’s 
mail carriers are without a suitable mail receptacle. Their owners 
have been waiting for The IN-VU, 
the mail box that is ornamental 
and serviceable and will stand the 








Protected Mail—Seen *€St of time. 
from front or either side ee 


Architects specify The IN-VU for | Of Styles to match any wood or brick 
new homes. finish. It is constructed of plate glass 
Write for price list and booklet and select kiln-dried wood and is 


illustrating in colors its exceptional 


ornamental possibilities. assembled with nickel-plated brass 
pivots, top and magazine clasp, all 























Special Discounts to Dealers 
non-rustible. 








Letters 


The IN-VU MANUFACTURING Co. {2 
ROCHESTER, N. Y. 
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Place It Where It Can Be Seen 


man 


AAA 


HHiII 


|| 


Place this cabinet with its array of 
Forstner Auger Bits where your carpenter 
and woodworking customers can see it, 
then sit back or rather stand alive and 
watch them stop and bite. 

Forstner Bits bore their way through 
hard, knotty, cross-grained wood, leaving 
a smooth hole and polished surface. They 
are the only bits not dependent on a center 
or level to guide them. They cut from 
the outer rim, the entire surface is at work 
all the time; no jagged ends. You can 
use them as gouges, or chisels; you can 
do scolloping, fancy scroll twist columns, 
newels, ribbon mould- 
ing, etc. 

Let us send you de- 
tails on this free display 


cabinet. 
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~The Progressive Manufacturing Co. 
Torrington, Conn., U. S. A. 
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-See-That-Twist 








Here’s the “Quick-Twist” your customers are looking for. 
It is this unique feature which accounts for the unprecedented 
reception which has been accorded the new 





| “Detroit” 
Quick Twist Drills 


“See our Exhibit at the Panama-Pacific Exposition.”’ 


from coast to coast. 


Unbiased and enthusiastic articles relating the unusual performances of this re- 
markable drill are appearing in the most conservative technical journals pub- 
é lished. 
Phat Wideawake machinists everywhere are reading them NOW. 
If there ever was a Self-selling product the “Detroit” Quick Twist Drill is the 
one— 
—and there will never be a better time than TODAY. 
Let your customers prove the “Quick-Twust” superiority AT 


OUR RISK. White for “Try-out” order—and reprint of 
article which appeared in “Machinery” for MAY. 


DETROIT TWIST DRILL CO. 


€ Originators of the “Quick-Twist” Drill 
718-730 Fort St., Detroit, Michigan 


633 Market St., Philadelphia. 414 First Avenue, Pittsburgh. 30 Church St., New York. 
518 Camp St., New Orleans, La. 86 Marietta St., Atlanta, Ga. 9 So. Broad St., Atlanta, Ga. 
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WILLIAMS’ “AGRIPPA” TOOL HOLDERS 


‘‘The Holders That Hold” 








aoues 






Patented In the U. S. A. Pat- 
—_— applied for in other coun- 
ries 


-The advantages of 
**AGRIPPA”’ Threading-Tool 
“Holders are easily 
understood 


With Lockable-Spring 
Head 


The Superintendent and the Practical Man. 





Supt.—How is that “AGRIPPA” Turning-tool Holder Workman—Yes, and another good thing about it is the 
you’ve got there working out, John? square cutter all ground to standard size. It’s of Alloy 
Workman.—That’s not the Turning-tool, that’s one of Steel, Special for threading. The cutters are cheap and 
their new Threading-tool Holders that the Williams handy, and to get any special form is just a matter of a 
demonstrator left here yesterday. I did happen to little grinding—no expensive stock of cutters necessary 
use it on a Ttirning job because I had it handy, and it to keep on hand. - 
takes a square cutter, but it’s built more especially for Supt.—Why not use them regularly for Turning wor 
Threading, and it’s a dandy: for either. when Threading jobs are slack, and keep down your sup- 
. ply of ~*Turning-tools? 
Supt.—I don’t see it has anything on any other tool, Workman—Sure, that’s just what we ought to do, that 
has it? Lockable-Spring Head is a fine thing for Turning work, 
Workman—Sure it has, let me show you, You see that too, and of course it has the same Cam Lock that works 
nut, it’s tight now and the tool’s rigid. Now, | give it so well on the others; we’d simply use the regular square 
ust a slight turn, and it’s a spring tool, ready for the bits of Self-Hardening or High Speed steel, whatever is 
nest sort of finishing cut—sort of a now you see it, now handy. 
you don’t, eh? Supt.—It’s plain to see now that every one of these 
Supt.—I see, sort of a Lockable-Spring Head—that IS ‘“‘AGRIPPA” Tool Holders is a positive economy, and I 
good! . guess you can’t do better than to use them right along. 
Western Office and Warehouse J. H. WILLIAMS & CO. PE on ay 
40 So. Clinton St., 57 Richards Street Block 18, Machinery Palace. 
Il wil us. 
ooraeee. BROOKLYN NEW YORK ee ee ey ee 


Write for our new Catalogue—just out—showing a complete line of Drop-Forged Tools. 
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WOOD SCREWS 
MACHINE SCREWS 
STOVE BOLTS 


Largest Stock and Greatest Assortment 


Screw Co. 


Western Depot : 
69 East Lake St.,Chicago, Ill. 


American 
PROVIDENCE, R. I. 




































































A New Sales 
Argument for 
our Box-Strapping 


Every reel of DE HAVEN’S ROLDSAFE BOX 
STRAPPING is now—and has been since the first 


BRAKE, at no extra charge. 


The idea itself is the valuable thing. It’s so 
simple you wonder that no one ever thought of it 


before. 


As the reel unwinds the Guide and Brake keep 
the strapping from uncoiling after the length has 
been cut, thus preventing accidents from projecting 
ends and eliminating the customary waste of tape 
twisted to uselessness. 





The device is also valuable as a support to the reel frame. 
Our proposition is just this: sell box strapping plus safety plus economy at the price of 


box strapping alone. 


The De Haven Mfg.Co. _ Brooklyn, N.Y. 





of last May—provided with a REEL GUIDE AND: 
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Your Customers Know 








Screw Products 


Consumers in all parts of 
the country know them and 
have known them for years. 
They know them for what 
they actually are—durable, 
dependable products made 
from the highest quality mate- 
rial by thorough, competent 
machinists. 


By supplying your customers 
with Corbin Screw Products you 
are not only safeguarding your 
own best interests, but also theirs. 


Satisfied customers mean per- 
manent patronage and that is 
what Corbin Screw Products 
assure. Follow the lines of the 
greatest profit by meeting a 
firmly established demand. 


Let us furnish you with price- 
lists, discounts and catalogs on 


Wood Screws 

Machine Screws 

Jack, Safety and Ladder 
Chains 


Furnace Chains 
Stove Bolts and Rods 
Escutcheon and Hinge 


Pins 
Special Screws milled from 
the solid bar 


Corbin Brakes 


Corbin-Brown Speedom- 
eters. 


THE CORBIN 


SCREW CORPORATION 


The American Hardware Corporation 


NEW anvrant CONN. 


Branches: New York Chicago Philadelrhia 











Lanley» 
‘Tools 












BACK OF BODY 


No. 14-B 


Carpenters 
Steel 
Squares 


Stanley Steel Squares are made with the 
same careful attention to detail and the same 
high quality of material and workmanship as 
distinguishes all STANLEY TOOLS. 


Every square is weldless, or, in other words, 
made from one piece of steel, and all four 
edges are machined. Particular attention 1s 
called to the finish of all numbers and the 
depth and accuracy of the graduation. 


Special care has been given to the simplify- 
ing of all tables used, so that the workman can 
get the measurements he desires with ease and 
rapidity. 

They can be furnished in a number of dif- 
ferent styles and the variety of finishes offered 
include Royal Copper, Blued, Nickel Plated, 
Galvanized and Polished. All Royal Copper 
and Blued finished Squares have white enamel 
figures and graduations. 


Each Square is packed in an anti-rust wrap- 
per and this stamp STANLEY appears on the 


NEW BRITAIN 
faceofallnumbers. “CoNN 


Yoh 


STANLEY RuLe & LEvet Co. 


New Baitain, Conn. U.S.A. 
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Give It 
the Place 
of Honor 


The Handy Sand Paper Package is the 


“it” we speak of. A dozen assorted 
sheets of wearable flint paper packaged 
for convenience and salably priced at 
a nickel. | 


The size of the package is 53@”"x45%”. 
We’ve printed the price and our trade- 
mark in red as an eye-catcher. 


So, if you want your incoming and out- 
going houseowners, carpenters and 
painters to stop and look and buy, give 
the Handy Sand Paper Package the 
prominence it deserves. 


If your “place of honor” is by the door, 
give that good position to the Handy 
Sand Paper Package. Let it prove re- 
sultful. 


Order from your jobber or write us— 
at once. 
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. The new kind 
a HT of 

(] Expansion 
Bolt 

[ ' used in the 

[ 1] Wool: orth Building 
[ - New York 

i and in the most 
| up-to-date building 
f_'. construction gen- 
, erally. 

if + Ankyra is the only 


device that can be suc- 
- cessfully used in retain- 
fil | ing hardware on_ sheet 
[ metal frames, sashes, etc., 
c | without reinforcement. 
: Holds screws with a bull- 
dog grip in hollow tile, laths- 
and - plaster, expanded metal 
laths, metal window sashes and 
frames, and in concrete walls. 
The nut is an integral part of the Bolt. 
The screws can’t work loose, but they can 
be taken out and replaced at will, without los- 
ing Bolt. Ankyra is a permanent screw-hold. 
It is the screw-hold with a thousand uses. In- 
j sures safety of fixtures. The most efficient and 
economical fastener made. 
Every architect, builder, plumber, steam-fitter 
and electrician should know its great value in their 
work. Investigate today. Fill out coupon and 


FREE“ 


ie 
\ a 
O47 


ANKYRA a 
MFG. CO. .*~ ,ANKyRa 









=— see ee ™ 


send for samples 


and booklet 


& 
i i X% 149 
Philadelphia S fs - 7s 
- ” Philadelphia 
A’ 


o 2? Please send without cost or 
#? obligation to me, samples and 
9% booklet describing Ankyra. 

4 
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Combination 
Screw Plates 


for Automobile and General 


Repair Work 





The Combination Sets shown here are about 
the handiest ever devised. The cutting sizes are 
duplicated in both Automobile (S. A. E.) and 
United States Standard threads. 


So—in the same neat and handy cabinet you 
have the whole outfit both for regular work and 
for automobile repairs and save expensive dupli- 
cation of die stocks and tap wrenches. 


Every cutting size of each standard thread 
has its own collet—doing away with bother- 
some interchanging and adjusting of dies. 





The taps and dies are the famous “Little 
Giant”—unexcelled. 

A Bit Brace Die Holder is also provided for 
convenience in merely running over a slightly 
battered thread without removing the bolt or 
screw from its place. 

The demand for these assortments has been 
very decided, which leads us to believe that they 
would be an excellent proposition for you to 
handle—NOW. 

Write for the booklet “Tools for the Automo- 
bile” and prices. 


Greenfield Tap and Die Corporation 


Wells Brothers Company, Division 
Greenfield, Massachusetts 


New York Philadelphia 
38 North Sixth St. 


28 Warren St. 


Chicago 
13 South Clinton St. 


In Canada, Wells Brothers Company of Canada, Ltd., Galt, Ontario. 


Visitors to Panama-Pacific Exposition are invited to visit our exhibit—Block 26, Ave. D, Manufacturers’ Building. 








I Og tO a ta te tl. Mota 











IT TAKES THE BACKBONE OF A 
S!I-MONDS SAW To DO 
THIS BOYS 










= SS 


ie aS ‘Gn ; \ “It's worth its weight 
Key in diamonds— 
Se > It never can be broken 
a —for 


Simonds Mfg. 


The trade-mark it is Si-monds. 


It doth not shake. 

It doth not break. 

It always lighter work doth make 
That Si-monds Saw!” 


And the carpenter said: 
‘‘If you want saws that cut like diamonds 
Ask for saws that are branded Simonds.”’ 


Saws for every use—from the band to the cross-cut, and 
Copyright 1915 by just the saws for home or shop use. 
Co. Write. us for particulars on how you can build up your 


Simp e Saw-horse took a Si-monds 


Tried for weeks to shake it; 
Then he cried all thru the town: 
‘‘Forsooth, I ne er can break it!” 


“It runneth true,” the = yestinc a sImonps 
Saw-horse cried: 


SAW = 





We will furnish you upon request with single or double business with Si-monds Saws. 


colump cuts like this for your advertising. 


SIMONDS MANUFACTURING COMPANY ,&} 


“The Saw Makers” 


FITCHBURG, MASS. - . ‘ 


5 Factories—I1 Branches 
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Here’s the Carborundum File 3 
It’s One of the Handiest Abra- we 
sive Tools We Know of 2 





















You can 
sell it — sell 
it quick to the 
farmer, gardener 
or caretaker for 
sharpening mower sec- 
tions, or lawn mower knives; 
for edging spades, hoes, etc. 
For sharpening almost any edge 
farm or garden tool. It's a tapered four- 
ay r ae sided shaft of Carborundum fitted with 
satan Ee EE | wood handle — just the right, handy size— 
—a tC right grit for all-around work—cuts fast and clean, 
shows long life. @ And don't forget these 
customers are also in the market for the new farm 
grinder and Carborundum Niagara Scythe Stones. 








Write for prices, discounts, trade helps. 





The Garvorundum Company, Ningara Falls, N. Y. 





























Here is a Plastering Trowel that will 
capture the Trowel trade in your town. 

The Steel is the highest grade crucible 
steel obtainable. The blade has that flex- 
ibility about it that makes plastering easy. 
The workmanship is A No. 1. It is hand- 
made, blocked and, taper ground. The 
mounting is light — of the finest malleable 
stock-—no buckling. 

Special attention is called to the Handle. 
It has our Patent Evertight Fastener (Pat- 
ented December 15, 1903). It is the natural 
Grete AS clear grained wood—no varnish or paint 
used to hide defects. We guarantee this 
| fastener not to work loose. Sizes 10 to 13 
TRADE MARK, inches. 

You'll find it a steady, profitable seller. 
Send for our New Catalog and Prices. 


Geo. H. Bishop & Co. 


LAWRENCEBURG, IND. 
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METAL CEILINGS 


Re-Pressed Beads and Die-Cut Nail Holes 


for Architect, Contractor, Builder and Owner 








Save Time—‘‘Corco”’ Ceilings may be applied about | /3 faster than 
the ordinary kind. ) 


Save Money— When work is done quickly, more jobs may be handled : 
with same number of men. ) 


Time is money and Time and Money saved is Economy. 


A satisfied customer is always a good advertisement. ‘‘Corco’ 
Ceiling users are all satisfied and they tell inquirers so. ‘Corco” 
Ceilings are therefore easy to sell. 


If you are not handling them, write our nearest office. 


WHEELING CORRUGATING COMPANY, Warezine W.Va 


BRANCH OFFICES AND STORES: 
NEW YORK CHICAGO PHILADELPHIA 
ST. LOUIS KANSAS CITY CHATTANOOGA 














“es 
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Op er . 
NEW HEAR, Whatever Your Sheet Steel Requirements— 


x 8 It Will Pay You to “TIE TO THE INLAND” 


Quality, uniformity and accuracy of gauge and size — are thus 
assured. Promptness and an all-round desire to serve—mark all 


our dealings. 














While we cannot yet supply galvanized sheets to mew customers, 
we are taking care of our contract customers—whatever our loss. 


But we are shipping a tremendous tonnage of new business in 


INLAND Painted Roofing and Siding 


of All Forms, Sizes and Patterns 


Let us figure on your immediate and near-future requirements 
in all kinds of sheets except galvanized. 


“= INLAND STEEL COMPANY 7“ 


First National Bank Bid¢§., Chicago 
Works Indiana Harbor, Ind. and Chicago Heights, Ii. 
Branch Offices- SLLOUIS-ST.PAUL- MILWAUKEE- DENVER-DALLAS 


- 
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| The High Cost of Living 


It is not a question of 


CAN I AFFORD TO BUY A GOOD 
WRINGER? 


but 
CAN I AFFORD NOT TO BUY ONE? 


Wringing Clothes the Old Way Without a 
Wringer Breaks the Fine Threads, Tears the 
Fabric and Increases Your Dry Goods Bills. 


Lovell’s 5 Year 
Ball Bearing Enclosed Gear 
Clothes Wringer 


Will cost your Customer 
LESS THAN 2 CENTS PER WEEK 


Lovell Manufacturing Company 
ERIE = - a PA. 
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HURRAH LLL 


“ONE MINUTE” 


The World’s Greatest Washing Machine 
SELLS ITSELF 


Nets the dealer good profits and makes satisfied customers 


— 


Gilli 





The One Minute Power or Electric Bench Washing Machine with 
Swinging Wringer is a complete laundry in itself. 
Let us tell you how we invite the prospects to your store. 


Write us for 
our illus- 
trated cata- 
logue giving 
full particu- 
lars and illus- 
trationsin 
colors of our 


Hand Power |: 
Engine jj, 
Power and 
Electric 
: wre Power 
Aes Washers. 





ONE MINUTE MFG. CO. : : Box A, Newton, Iowa 
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650.000 (azdauz- 
ROYAL IRONS SOLD f= 


economical. The average fuel ex- 
pense for the weekly ironing is less 
than two cents. 











It is handsome in appearance—but 
more important than that—it is 
sturdily constructed of the strongest 
materials. It lasts a lifetime. 


It retails at a price easily within 
reach of the average home—a price 
that no other iron can touch—and at 
the same time duplicate the superior 
quality of the Royal. 

And yet despite its low 
price, the Royal offers the 


dealer a big margin of 
profit—60 % 


It is made by the largest and oldest 
manufacturers of self-heating irons 
of the liquid fuel type in the world. 
A concern that knows the value of 
advertising—and co-operates with the 
merchant by providing him with a 
strong line of dealer helps. 





Write us today for full 
description of iron and 
selling helps. 


Royal Iron Mfg. Co. 


517 Wayne Street 
BIG PRAIRIE, O. ee 

















Your Customers Will Be Asking For This 


Here’s a sale to every customer of yours 
who has a lawn, small or large. The 
“ENTERPRISE” Sprinkler is the most effec- 
tive means of keeping grass green and luxuri- 
ous even in hottest weather, and is an 
exceedingly decorative and attractive feature 
because of its fountain-like, whirling cascade 
effect. , 

The man who buys an “ENTERPRISE” 
Lawn Sprinkler gets a sprinkler giving a 
uniform sprinkling—no pools form. This is 
accomplished by the arm of the sprinkler being 
curved to just the right degree to throw the 
water evenly over the largest area. 


“ENTERPRISE” 


Lawn Sprinkler 


stands all the use and abuse to which a lawn 
sprinkler is subjected without getting out of 
= rj order or becoming damaged. It is practically 
) " accident proof. 

The “EN TERPRISE” meg a ow base—can’t upset. By means of a cord the Sprinkler can be 
moved to any part of lawn without it being necessary to turn off the water. 

This Sprinkler can’t clog up with dirt. It’s easily taken apart and cleaned. It’s strong and durable 
—giving a long life of hard service. 

Right now’s the time to prepare for the coming Summer demand. Don’t miss a single sale by 
being unprepared. 


The Enterprise Mfg. Co. of Pa., Philadelphia, U.S. A. 
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Now sells for 
10° 
The Osborn Fly-Swatter—tempered steel wire 


—won’t tangle or kink—lasts through several seasons. 


There’s Nothing “Just as Good” 


Display holder with every dozen 






Ok ee eS 














THE OsBoRN MANUFACTURING Company BRUSHES. BROOMS, FOUN- 


CLEVELAND MILWAUKEE SAN FRANCISCO NEW YORK CITY 
5401 Hamilton Ave. So. Water & Ferry Sts. 61 First St. 204 Centre. St. WA RE S P ECIALTI ES. 
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1. A guarantee with every 
set. 

2. Each customer an ad- 
vertiser. 

3. No ‘“‘dead-stock.”’ 


4. Each sale returns a 
profit. 


5. Interchangeable steel 
sockets permit a small 
stock, yet insure com- 
plete service. 

FAULTLESS CASTERS 
Never drop out. 

7. Never refuse to turn. 

8. Write for your copy of 

: Catalog “F.’’ 

To-day! 


FAULTLESS CASTER CO. 
Evansville, Indiana, U. S. A. 


> 




















‘*FAULTLESS”’ 





—of course! 
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Verfecr 
FLY TRAP 


To say that there is a demand for 
the Perfect Fly Trap would be to 
under-state our point. More than 
a demand exists if we are to believe 
the selling records that have shown 
a big yearly increase in sales by 
jobbers and dealers everywhere. 
Hence, we add this: there is a heavy 
and constantly growing necessity 
for The Perfect Fly Traps. People 
can't and thus won’t do without 
them, because they are the only 
things that will successfully catch 
and kill flies without muss or dan- 
ger of one kind or another. 


A post card will suffice to make 
known to us your interest in The 
Perfect Fly Trap. We hope to hold 
that interest by practical demon- 
strations of quick sales. 


Insist on getting the fly trap that 
made St. Louis famous. 


Made in U. S. A. 


Ludlow-Saylor Wire Co, 


St. Louis, M 




















Brass Bound 


Price 
Cards 


Time Savers 
Energy Savers 
Money Savers 


HERE are nine 

styles, all with 
heavy cardboard 
body, linen bond 
facing and brass 
edging for protec- 
tion. 10 per cent. 
discount on orders 
for 2 doz. cards— 
send for descriptive 
circular and sample 
card. 


Hardware Age 
Book Dept. 


239 West Thirty-ninth Street 
New York 
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Black Silk 
On Top 


Black Silk Stove Polish is carefully made 
from good materials. The result is that our 
polish is “on top” when quality is the chief 
consideration. 





5 lb. cans for dealers’ use and domestic 
packages to retail. Black Silk /ron Enamel 
and Metal Polish in the same class. 


Your jobber will supply you 


Black Silk Stove Polish Works 
Sterling, lilinois 
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Sell the Line That Sells Best 


The A. B. C. is the easiest line of Power Washers 
to sell, because most widely and favorably known. 
A style and price to suit everyone. Complete satis- 
faction guaranteed—no ‘“come-backs” or adjust- 
ments. 

The A. B. C. Line Practically sells itself. No 
extra heip or large floor space required. This is an 
ideal profit-making line that fits in with any Hard- 
ware, Implement, or House Furnishing Goods Store, 
or Department. 


A. B.C. 


Line of Power Washers 


5 A. B. C. Power Washer 


Original Plat- 
form Type Power 
Washer with Slid- 
ing Power Wring- 
er. Still a great 
favorite. All- 
Steel Frame; Ad- 
jvustable Height 
Platform. Made 
for one or two 
Rinse Tubs. Also 
with two separate, distinct Wash Tubs for larger re- 
quirements. No exposed mechanism. Operated by 
Gasoline Engine, or any convenient power. 


Alco 
Electric Washer 


The leading Washer of its 
type. No mechanism on lid. 
Requires small space. Four . 
Position, Swinging Electric 
Wringer. All-Steel Base. 
Adjustable Height  Plat- 
form. Extension Platform 
for Rinse Tub. Ball Bear- 
ings. 








Liberty Bell 
Electric Washer 


Stave Leg Type of Power 
Washer. New, simple, ap- 
proved principle of con- 
struction. Three Position, 
Swinging Electric Wringer. 
Sliding Automatic Dolly. 
No exposed mechanism. 


Progress 
Power Washer 


Most compact 
Platform Type 
Washer. THree Posi- 
tion, Swinging Power 
W ringer. All-Steel 
Frame. Adjustable 
Height Platform. Ex- 
tension Platform for 
Rinse Tub. No ex- 
posed gears. Oper- 
ated by Gasoline En- 
gine, or any power. 

Our National Magazine and Agricultural Paper Advertising 
is pulling an increasing number of inquiries. Hvery inquiry 
from your territory is referred to you. Local ‘‘Selling Helps’’ 
such as Illustrated Circulars, Lantern Slides, Electros, etc., 


furnished FREE. ‘‘A.B.C. Co-operation is the Life of Your 


Trade.’ 
rite <5 for full information, and SPECIAL PROPOSI- 


Altorfer Bros. Co. 


FACTORIES AT 
Roanoke and Peoria, IIl. 


Executive Offices, Dept. 246 
ROANOKE, ILL. 
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As you walk from your home to your store, or drive 
in the country, observe carefully the many homes ana , 
private grounds which would be beautified bv the erection ee ee 
of Waukegan-Cyclone Ornamental Lawn Fence. 


LO ee ee Mb TEE yy Mis thy > 


When you drive in the country, count the many rickety wooden farm gates which ought to be replaced by 
Victor Rust Proof Gates. 

You will be surprised at the amount of business near at hand. Why not go after this business which is 
rightfully yours? Give us the names of these prospects, let us send them our catalog and special printed 
matter, and refer them to you, so you and your clerks may close the sale. 

Your farmer trade demands the New Victor Hot Galvanized Farm Gate because you sell it under the 
strongest guarantee of durability ever put on any gate. Victor Lead-Zinc Hot Galvanizing is guaranteed to 
prove rust resisting four times longer than any electric galvanizing used on any gate. The New Cyclone 


Sadek es hens of vow Victor combines various other features of convenience and strength which 






































prospects and 5we will help will appeal to your farmer customers on sight. 
you get the business. ur 
selling helps to dealers are CYCLONE FENCE COMPANY 
effective. Write for full in- Wavkegen. Mlinois 
formation on this money-mak- a ;, 
ing line i  —( te Oe # 
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These I rellises 


remind us of a story that a hardware dealer 
once told us. He said that he used to refuse 
to stock garden wire work because he couldn't 
see enough business in it. Soon he began to 
feel a lusty pull at his end of the deal. Upon 
investigation he found that his customers had 
been reading the advertisements of E-celsior 
Rust Proof Products in their favorite maga- 
zines. ‘These people told him all about the 
Excelsior Line — how the large smooth wires 
with clamped joints made for strength—how 
the process of heavy galvanizing supplied a 
permanent rust - proofing. “Why,” this hard- 
ware man said, “I just had to order up—and 
mighty quick, too.” 
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This incident is several years old. The moral 
is all the more plain because we are advertising 
in a. still bigger way to-day. Write 

us if your jobber can’t supply Excel- 

sior Rust-Proof Products. 


Wnght Wire Co. 


WORCESTER, MASS. 
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DOUBLE OP AL WIRE 
ZINC COATED SCREEN CLOTH | 


~ ow eae Yi 


— 


Galvanized After Weaving : White Satin Finish 
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There is only one OPAL Wire Screen Cloth. This is a trade 
name and trade mark, used exclusively by us for many years as 
applied to and descriptive of our own superior Zinc Coated 
product, and is so registered in the U.S. Patent Office. 


i 

A 
ASABE 
Hi Cin 


Buyers should guard against being misled by other makes of 
screen cloth represented as ‘‘Opal Finish,’’ or ‘‘an Opal cloth, 
or similar expression involving the use of our trade name. 


Get the genuine OPAL. There is nothing ‘‘just as good,’ as 
thousands of dealers will confirm. 





Look for the Name on the Label ——_—_—_——— : 
A it 
Wie | 2¥8LE THicK zinc CORTE |) 
HE ties, Wt Tin FINISH 
He | RA Galvanizey agTeR WEAY 
| i WADas “ann Q 


WIDTHS 
18 to 48 in. 


12, 14 and 16 
MESH 





NEW YORK WIRE CLOTH CO. 


233 Broadway, New York Works: York, Pa. 

















iz", Food for thought’ 


Our proposition to dealers ought to set you think- 
\ ing if you are after big game in the profit line. 
¥, Drop us a postal to-day and let us tell you how 
to increase your ammunition business by selling 


ROBIN HooD 
AMMUNITION 
**KICK MINUS—SPEED PLUS—PROFITS MULTIPLIED’? 













































R. H. is a trade winner because it makes good. 
Our ‘‘progressive burning’’ smokeless powders 
help fill the gunner’s game bag and make 
permanent customers. 


R. H. shot shells and metallics 
are loaded with Robin Hood 


smokeless powders, or with 
any Standard nitro powders. 


ROBIN HOOD AMMUNITION CoO., 
G STREET, SWANTON, VT. 
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Study These Ideal Sad Iron Conditions 
IDEAL Why? 


On top of them all— ist. IT IS NOT A 
NEEDLE - POINT 


2nd. It produces bet- 
ter combustion than 
any other iron made. 


3rd. It is the sim- 
plest iron made. 


4th. It is the most 
attractive iron made. 


5th. It will last six 
to ten times longer 
than any needle-point 
iron on earth. 


6th. We sell it 
through dealers only. 


7th. We guarantee it 
to give satisfaction. 


8th. But four years 
old, yet 100.000 more 
than satisfied users. 


9th. It is the iron 
that will stand your 
test. 


10th. Absolutely safe 
and reliable. A child 
can operate it. 


llth. The tron is 
always clean. Can be 
used anywhere. 


12th. Write us fer 
prices or ask your 
jobber. 





There are One Million worn-out needle-point sad irons in scrap pile 


NEW FEATURE 


An absolute tight metal cap on tank — no packing of any 
aA mr = — the only one of its kind 


The Ideal Sad Iron Mfg. Co. 
Cleveland, Ohio 


Made in Canada by 
The Taylor-Forbes Co., Guelph, Ont. 


Horse-Shoe Brand 
Wringers 


Warranted as to quality 
Warranted to give satisfaction 
Warranted as to price 











Plain 
Bearings 
and 
Steel Ball 


Bearings 


Enclosed 
Cog 
Wheels 





Size of Rolls 


10x 1% inches 
11x1% inches 


Steel Ball Bearings 


No. 360E 
No. 361E 


Plain Bearings 
No. 340E 
No. 341E 


WE MAKE THE LARGEST VARIETY OF 
WRINGERS IN THE WORLD 


Send for our new Price List 


The American Wringer Co. 


NEW YORK CITY, U.S.A 


| 

















Rubber 
Headed Nails 


are used as bumpers on pianos, closet 
seats, and to receive the thrusts of 
drawers, also to prevent noise and 
marring to such as they are attached. 

Stem Tips, made in thirteen sizes, 
especially designed for chair legs and 
prevent the scratching of floors. Ab- 
solutely noiseless. 

We make a large variety of rub- 
ber specialties. Send for catalog 
and prices. 


ELASTIC TIP CO. 


370 Atlantic Avenue, Boston, Mass. 





























The “Almetal” Steam Washer 


(for family use) 


is guaranteed to wash more clothes, in less time, with 
less effort and wash them cleaner than any other hand 
operated washer, regardless of price. 


The “Almetal” is a washing machine, water heater and 
laundry stove, all in one. It burns wood, coal or gas. 


The “Almetal’” washes by the vacuum-suction principle, 
and keeps the water boiling while washing. No other 
washing machine does this. It forces a continuous 
stream of boiling water and steam through the clothes, 
removing every particle of dirt. 


The ‘‘Almetal’’ will wash and boil 16 
shirts, or equivalent, in 10 minutes. 


The ‘‘Almetal’’ will wash anything 
from the finest lace to the coarsest 
cloth without the least possibility 
~ of damage to the goods. 

— The ‘‘Almetal” is all 
metal; rust proof, rot 
proof, leak proof—no 
hoops to fall off, 
can’t swell, shrink 
or fall to pieces. 





The ‘‘Almetal’’ takes very 
little room, no clumsy 
wooden tub. Easily moved 
from place to place. Wash- 
ing can be done in the cel- 
lar. yard or house. The 
“‘Almetal’’ can also be used 
aS a water heater, laundry 
stove, fruit steamer. stock 
food cooker, etc. (Boiler 
holds 18 gallons. ) 


Write for our liberal terms 
which will prove to you that it 
is the most profitable and satis- 
factory washer to handle. It 
retails for $15.00 with 
galvanized boiler and 
$20.00 with copper boiler. 


THE ALMETAL MANUFACTURING CO. 


Manufacturers and Distributors 


7227-29 Manchester Ave. St. Louis, Mo., U.S. A. 
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Made in U. S. A. 
The Perfect Fly Trap 


gets this fellow 
LUDLOW-SAYLOR WIRE COMPANY 


St. Louis, Missouri 


















THIS MARK OF 


THE BE sre” 


inW] ” HARDWARE: 


Our Illustrated @talogue 
describes over A40Varticles 


0 
WIRE HARDWARE 
KITCHEN WIRE HARDWARE 
anOWIRE SPECIALTIES 


Have You A Copy? 
A> Postal will 


——y 


THE WIRE GOODS COMPANY 


WORCESTER. MASSACHUSETTS 
U.S.A. 
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31 Years Not Beaten 


“Steel Gem” Casters for thirty- 
one years have held the lead. 
Old hardware men will tell you 
that. 


They are built of all steel. They 
are roller bearing and revolve at 
a touch. 


They sell well and give good 
satisfaction—always. 


Get our prices. 


M. B. SCHENCK CO. 


MERIDEN CONN. 














Try This Paper Baler 
ORD N A ae 


IT WILL SAVE YOU MONEY 


It is not good business to give away or burn waste paper. 
Bale it. Sell it. Get a good price for it. It’s worth 30c. 
to $1.00 a hundred and there’s always a ready market. Why 
waste room and take chances of a ruinous fire by having heaps 
ot waste lying around when for the price of a few tons of 
waste you can get the 


Used in , 15 See SS 
Uncle 
Sam’s 
Post 
Offices 


» 










A fire-proof vault for waste- 
paper. ‘Deposit waste each day, 
compress by a turn of the wheel 
—when bale is complete remove 
and sell. Quickly pays for itself 
and besides it lowers your insur- 
ance and eliminates fire risk. 
Takes up less room than a pile 
of waste on the floor—and turns 
waste into profit. The Schick is 
strongest, most compact, easiest 
operate—any boy can use it. 
anteed and sold on 

10 DAYS FREE TRIAL 

Order one today. Try it 10 days 
free—at our risk. We’ll take it off 
your hands if you’re willing to let it 

Ask us for full details now: also 
nformation about how and where to 
sell waste at best prices. Just fill out 
and mail coupon below. 


THE DAVENPORT MFG. CO. 
Dept. H, Davenport, lowa 





SOOO OOO 00 0080 OOOO OH OH OOOO 0-0-8: 0--O-@ 

? The Davenport Mfg. Co., babe cseadescsccséaa 

$ Dept. H, Davenport, Ia. 

? I am interested in Schick Baler Free Trial Offer. 

? full details. 

. . 
Dn: “a cbe sande waed's o60e Cbs se veatebeddecebecieeeteedss 
TOTES EP OT ee ee ye ee 
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Standard Machinists’ 
Swivel Jaw BenchVise 


Made with tempered steel jaws—check 
faced. The back jaw can be swiveled at 
will to fit irregular and taper work. 

Our absolute guarantee against defects 
of any kind protects both dealer and cus- 
tomer. 

A full line of vises is described and illus- 
trated in Catalog 31. Get it before selecting 
your next stock. 


ATHOL MACHINE Co. Bs Athol, Massachusetts 




















They Come Back 
ae them Cary’s Universal 
Box Strap 


It is the only Strap 
in existence that can 
be absolutely depended 
upon to run true to 
width and gauge and 
uniformly soft an- 
nealed so that it has 
great tensile strength 
: and yet the 
nails will drive 


— ‘Just What I Want!” 


. Our Strap is om ‘ : : 
“ at’s what every man says the moment he spies 
the standard for qual Acme Corrugated Joint Fasteners. He's sure to see 









ss 








ity, full weight and full them if you put the Attractive Display Card we send 
measure. you in a prominent place. 
Every reel warranted A C : t d b t 
to contain 300 feet. All cme orruga e asteners 
are equipped with our 
make permanently tight joints in Screens, Doors, Sash, 
Patent Metal Hanger. Frames, etc. Ready sellers at 15 and 10 cents per 


Ox. 
Two sizes: Junior Assortment, contains 50 boxes 
of 100 fasteners each, and Acme’ Regular Assortment 


| Manufacturers also of Flat and Twisted Wire of 100 boxes, or 10,000 fasteners. 


Box Straps, Box Fasteners, Clasps, Seals, Cor- an Wage Sentes ‘ 
rugated Joint Fasteners, Hinges and Hasps, etc. Pres your nearest Jobber to supply you, or write 


CARY’S Everlasting FLEXIBLE STEEL MAT 


Write us for Catalog and Prices and learn what 
good profit there oy in handling the Cary lines 


Cary Manufacturing Company 


Manhattan Bridge Plaza Brooklyn, N. Y. 























SMITH & EGGE Mr. c MANUFACTURED BY 


saeco Smith & Egge Mfg. Co. 


BRIDGEPORT, CONN., U. S. A. 


we 


Send for This SIX TUBE REVOLVING DRIVE PUNCH will perforate a hele 
through paper or leather, nearly the full length of the tube, at any point on the 


Puts the crus material you desire to cut, which is a feat that cannot be executed with the ordi- 
h nary punch. 
Hole where The “SEMCO” is made of Cold Rolled Steel, reed prarene the tubes from 
. Special Drawn Carbon Steel Rod, and each one finely tempere 
— want it Packed in individual paper boxes and one dozen in a container box. 


““SEMCO”’ signifies QUALITY, BEING THE ABBREVIATION FOR THE SMITH & EGGE MFG. CO. 
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ORDER . STANLEY | No. 3000 
“Twinrold” Self-Tightening 


COILED DOUBLE—Pat. Sept. 26, 1911 & Nov. 5, 1912 


BOX STRAPPING 


THE STANLEY WORKS, 
NEW BRITAIN CONN. 
100 Lafayette sores 73 East Lake Street 
NEW YOR CHICAGO 
i poee 83. Also Front Cover. 














itt he (jriginal (;REEN RIVE 
ee ey The Onginal GEES KIER 
PATER he a sie a SCREW PLATE 
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The Accuracy 
of Union Rules 


is obtained by means of improved ma- 





; ™ Simplicity and ease of adjustment are the distinguish- 
wena lees ‘se medialis aor ing features of the “GREEN RIVER” Die. 
tions are C mag and clean-cut—therefore It is all done from the face of the Die and without 
readable. Union rules are tempered and removing the Die from the Stock. 

: The cup-head screw on the right acts as a hinge, hold- 
neat in appearance. There are lengths ‘et the Die tadieds contin. | 
and styles to suit the wants of your The size is regulated by the taper-head screw on the 
trade. left; driving it farther down opens the Die to a larger 

diameter; backing it out closes the Die to a smaller 
Write for particulars and prices. diameter. 


The whole Die and guide 
when in use is clamped 
firmly in the Stock. 


Wiley & Russell 
Mfg. Co. Div. 


Greenfield Tap & Die Cor- 
poration, New York, 2 
Warren St.; Philadeiphia, 
38 No. 6th St.; Chicago, 
545 Washington Bivd. 


UNION CALIPER CO. 


ORANGE, MASS. 
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Tubular Rivets and Bifurcated Rivet 


Packed in CARTONS, Assorted } 
Lengths 50 and 100 Rivets to 


Box. 12 Boxes to Carton 


TUITTIGT 


SLOTTED CLINCH AND TUBULAR RIVETS FOR MANUFACTURERS 


AUTOMATIC MACHINES FOR SETTING TUBULAR 
OUTSIDE PRONG AND SLOTTED CLINCH RIVETS 


| JUDSON L. THOMSON MFG. CO., Waltham, Mass. 
CARTON ASSORTED RIVETS Chicago Branch: 316 North Michigan Ave. 
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|Parker’s Double Swivel Vise 


appeals to Tool Makers instantly. Operator is saved the usual 
bother of removing the work from the vise jaws. It can be 
swiveled on base or turned in barrel, without even touching the 
Vise Screw or Lever, and is held in position by a turn of the 
tightening studs. 

Made with Parker’s Solid Steel Bar Slide Strengthener—a 
Patented Feature found on no other vise. The Tool Steel Jaw 
Faces are removable and renewable. 


Send for No. 5 Vise Catalog. 
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Always a big seller. 


PATENTED JAN, 2, 1906 


N. Y. Salesroom, 32 Warren St. 
Factories, Meriden, Conn. 


The Charles Parker Company 








‘““EL-WEL-CO.-TI’’ 


(electric welded cow tie) 





Is the best cow tie on the market 
—is superior in weld, appear- 
ance and strength—and is guar- 
anteed not to break. Made in 
Ohio pattern, two __ toggles, 
straight link, any length. 


Note the difference between our 
toggles and those offered as “‘just 
as good.” 


~ Bargain Clothes 
Line Sells to the 
‘ Average Class 


We mean just this: 99% of your busi- 


~——— 





ness comes from the “common people,” 
so called. They demand low-in-price 


articles. 


As far as good material and careful 
workmanship is concerned you'll not 


Made full size to gauge—if 
marked 2/0 or 3/0, you may be 
sure that’s what they are. You 
will not get a size smaller as in 
some other makes. 








find a better article than our Bargain 
Clothes Line. Best of all, it gets hot 
on the trail of competition. 


Sold by all jobbers, but for 
your own protection insist on 
“EL-WEL-CO-TI’’; refuse to ac- 
cept substitutes. : 


Early orders get early trade. Lay in 


your supply at once. 


RO'ES MILLS 


FALL RIVER - MASS. STANDARD CHAIN CO. 


Pittsburgh 


























When You Need Men 


consult the Opportunity Exchange of the Hardware Age 
—men—the right kind—are always open for opportuni- 
ties to advance themselves. Do you want the ambitious 
kind—the kind that can do things? 


50 words at one dollar per insertion will put you in touch 
with such men. 


THE HARDWARE AGE 


Opportunity 
239 West 39th Street :: New York 


Exchange Dept. 
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| 
RE FX HE SPEED Mere Speed More Power 1 
FL BO T SAVES GAS ! REFLEX 
For The Motorcycle OSTER Makes Hill Climbing Easy FOR THE FORD 


Trade 


Attached to the manifold, the Speed Booster automatically sup- 





BABY REFLEX ; plies the right amount of air for - yey a a sane! Ford Special Reflex 
necessity on every car  be- 
i —— of bo _ a in I 
= asoline, increased speed an 
' poe prevention, but it gives 
i = — greater oe | 
which means more satisfac- 
Pt ane a tion, comfort and riding ena | Porcelain only $.75 
rice $1.25 porc. $1. , 
50 Went Wineit hen feet OR AT YOUR ( The Plug for Fords 
You’ll Sell BABY REFLEX , $2.50 Post Pa‘d DEALERS |! Best in Actual Service 
DE Al ERS: WHY NOT BOOST YOUR SALES AND PROFITS WITH THE SPEED 
+ BOOSTER AND REFLEX SPARK PLUGS? 
THE REFLEX IGNITION COMPANY, 211 HIGH AVENUE, CLEVELAND, OHIO 














different shaped muzzle than the pointed 
snouted Collie. And so it goes. 


But a dealer cannot stock a different 
style of muzzle for every breed of dog. 
We have solved this problem with the 


66 . 99 a 
[fORPLLS PRESERVING JARS 
Sr 
Adjustable Wire Muzzle | | FOR MILK! 


Can be regulated to any required length and shape by a 








simple adjustment. You are selling mason jars to the 
Write for circular and prices. housewife; why not sell her husband 
WALTER B. STEVENS & SON Travis Milk Bottles ? 
114 Chambers Street NEW YORK, N. Y. 


Every farmer and every dairyman 
is a likely prospect for these uniform 
and sanitary milk containers. 


Big volume sales—big percentage 
profits. 


Write for particulars to-day. 


TRAVIS GLASS CO. 


CLARKSBURG, W. VA. 








_ 
——- 





























No.1 70 NEY Carrier 


Lightest draft Fork Carrier made. 7-in. Roller 
Searing Sheaves. Wide mouth permits the lift- ' 
ing pulley to carry near track. Made extra 
strong. Big seller. Good profit. 





We make the largest line of Haying Tools in 
the world. Send for New Catalog. 


The Ney Mfg. Company 
Canton, Ohio 
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Can Be 


Re-Sharpened 
indefinitely 


To be specific, the Bartlett All 
Steel Scythe can be resharpened 
until the blade is worn out com- 
pletely. For the Bartlett blade is 
one solid piece of high-grade tool 
steel, tempered by a process ex- 
clusively our own, and hardened 
to a nicety by a worker with 30 
years’ experience. 














Priest's | 
Clippers | 


We have the biggest ff 
clipper proposition of- | 
fered to the trade. It’s il 
a proposition that pays | 
and pays big—because 








The reinforced drop forged shank 
is another feature worth mention- 
ing, because you'll never see it on 
any but a Bartlett All Steel 
Scythe. 





Dealers! Write at once for our 
proposition. Our Guarantee helps 
your sales. 





it satisfies. 
Our proposition is 
that you stock Priest’s 


ig Write. Bartlett All Steel 
American Shearer Mfg. | | Scythe Co. 


Company | 
315 Main St., Nashua, N. H. 








Hi Wiebusch & Hilger, N. Y. 





Geneva New York 






















ing profits by raking prices, || | GGet Your Share of 
but it doesn’t forbid increas- 

ing sales by selling a bet- Star Heel 
Plate Profits 


ter lme. More sales mean 
bigger profits—you give 
more and get more when 












you sell Pe STAR 
ILS oe Star Heel Plates are rapid-fire 
Vv sellers. They give quick turn- 
STAD” overs, big profits. 





as \ 2%. 
SMUD é Star Heel Plates have been 


3 nationally advertised for years. 


“STA 


MIX: Jobbers everywhere are reap- 
; “< ing big profits with Star Heel 


Plates. 


“STAR 


PALIN 


Why not get your share?’ 


ORDER NOW 


If you wish to investigate fur- 
Made in seven sizes . ° 
Nos. 0 to 6 ther before ordering send for 
(These {illustrations are catalogue and samples. 
% size) 





Made a little different— 
a little better than others, 
cost no more, sell easier and 
oftener. Our catalog shows 
a long line of profit makers 
—pumps of special desigr 
construction and adapta- 
bility. 














Star Heel Plate Company 


LOUIS SACKS, Prop. 
Newark Pe New Jersey 





HAYES PUMP & PLANTER CO. 


ey % 7 are 
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Kindly send me Catalog of Foster 
Bros. Brand Butcher Tools. 


hould Meat-Men 
uy their [ools 


ut-of- Town? 


OOKING at the question from any angle you wish—the upbuilding of 
local trade as a boost to the community—the assurance of good 
service to the butcher—or from the standpoint of your own profits 

—is it not the duty of the meat-men in your town to buy their tools at 
home? Is it not your place to encourage this local trade? 




















Let us consider the service-to-him and profit-to-you side of the question. 
We offer you as a product of people who have developed the field from 
its infancy, Foster Bros. Brand butcher knives, cleavers, splitters and steels. 
We offer you besides Quality, a widely known and advertised line. The 
dealer-helps that go with this service are also yours. 


We are interested in knowing how you feel about this question. Why 
not write us a friendly letter on the subject? Mail the coupon anyway— 
today. 


JOHN CHATILLON & SONS 


(Scale Makers Since 1835) 
85-93 Cliff St., New York City 


| Sole Distributors of Foster Bros. and Chatillon Co. Products. 
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Metropolitan Metal Shingles 
Attract Preferred Trade 


For a moderate priced Metal Shingle, artistic in appearance, and 
with the effect of individual Metal Shingles or Tile, Metropolitan 
Metal Shingles meet the requirements to the best advantage. 


GOTHIC 

Style ‘‘F”’ 
Cheaper than the best grade of cedar 
shingles. Can be laid more quickly and 
last longer. Fire, water, lightning and 
storm proof. 


OLD MISSION TILE 
Style ‘‘E”’ 
Stamped in continuous sheets, each sheet 
containing six individual shingles 1tox14 
inches. Size of continuous sections 
14x55 inches. 


YOUR CUSTOMERS WILL APPRECIATE THESE DESIGNS 


“ITEIOCK 93 
METAL SHINGLES 


save money at the start and in the long run. The 
different designs are adapted to the various styles 
of building construction and make an ideal roof 
for all classes of homes and for churches, schools 
and public buildings. 





Cleat Used to 
Fasten End Lap 





Style B Style C 

FIRE STAMPED 

WATER FROM 
AND FULL WEIGHT 
LIGHTNING IC. AND I. X. 
PROOF TERNE PLATES 
covering a roof and painted, cannot be distinguished 
from the real clay tile, will wear as long and is not 

affected by heat or cold. 


ROOF TILE : STARTER OR EAVES TILE 





Their superior quality, attractive designs and 
enduring service assure satisfaction wherever used. 









Our new general catalog, which will be the handsomest and most complete ever issued, will soon 
be ready for distribution. 








SEND FOR YOUR COPY TODAY 











MILWAUKEE CORRUGATING CO. 


Branch at Kansas City, Mo. MILWAUKEE, WIS. 
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Goods of known quality, backed 
by a known organization are in- 
variably the easiest goods to sell. 


One Firm 


COVERS 
THE CONTINENT 


One Service 











ANVILLE 
SERVICE 


For over half a century the 
name Johns-Manville has stood as 
a guarantee for products of proven 


woumeo, excellence. 
+ 3171 


One Guarantee 








J-M TIRENEW 


Sure Sales 
Liberal Profits 


Quick Turnover 


A stock of J-M Tirenew 
quickly converts itself into 
cash. It attracts the 
buyer from two angles— 
one their pocketbook and 
the other their pride. 

Every application of 
J-M Tirenew adds to the 
life of the tire and at the 
same time restores the 
clean, fresh “smart” look 
that adds so much to the 
appearance of the car. 

J-M Tirenew is a com- 
pound of pure Para Rub- 
ber in liquid state. It is 
applied with a brush and 
spreads. evenly and 
smoothly. It penetrates 
cracks and cuts, thus pre- 
venting the absorption of 
oil and water, the common 
cause of tire decay. 

Used regularly by large taxicab corpora- 
tions and by thousands of careful car owners 
everywhere. Sold in cans: 12 0Z., I quart, 
1% gallon and 1 gallon. 

Write nearest Branch at once for our 
proposition to the hardware trade. 








J-M NON-BURN 
BRAKE LINING 





Uphold Your Reputation— 
Sell Reliable Brake Lining 


Poor brake lining jeopardizes the reputa- 
tion of the dealer because it jeopardizes the 
safety of the car owner to whom he sells it. 

It’s a risk both ways. 

J-M Non-Burn is reliable brake lining. 

It is non-burning, non-deteriorating, last- 
ingly efficient. 

It possesses unyielding, relentless gripping 
power. 

It is backed by many years’ experience in 
the manufacture of brake linings for heavy 
industrial service where the requirements are 
much more severe. That is why we can 
offer the automobile trade a lining that gives 
the greatest assurance of safety, service and 
satisfaction. 

Packed in cartons containing pieces cut to 
correct size for all popular makes of cars. 

Write nearest Branch at once for our 
proposition to the hardware trade. 


3118 












































3046 
Akr Boston Columbus yo goles Minneapolis retaburgh 
— - oo ee i ff 
tlanta ayton s ag 
Baltimore Cincinnati en Memphis New York pectlend, Withee: Barre 
Birraingham Cleveland Detroit Milwaukee aha Se. Louis 
THE CANADIAN H. W. JOHNS-MANVILLE CO., LIMITED Toronte Montreal Winnipeg Vancouver 
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T MORE BUSINESS 


The demand for paint is growing every day—because the 
uses of paint are multiplying daily--that means paint users 

are increasing also. The way for you to turn this increasing 
demand into bankable profit is to get ready to supply it. The 
moment you get the sale of 


Nionarch Paint 100% Pure 


“The paint the people want” 











you are ready for more paint business—and you'll get it, too—we propose 
to help you. 

After the first sale the paint will bring the buyers back for more, and 
from that moment on you will begin to “cash in” a continually increasing 
profit on the “quality” we put in the paint. Get our plan to bring buyers 
into your store. 

The worth of our product and service is indivitual and you should write 


—<<s) for our proposition. 
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Corbin Friction Catches 
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No. 01819—1% x % inch. No. 01820 —2 x % inch. 
No. 01822—23 x % inch. 


These are the lightest, neatest and best friction catches on the markez for commodes, 
cabinets, bookcases, closets, wardrobes or any light door where a heavy lock is not 
wanted or needed. 


CORBIN CABINET LOCK CO. 


THE AMERICAN HARDWARE CORPORATION, Successor 


| NEW BRITAIN, CONN., U.S. A. 
. | RBIR NEW YORK CHICAGO PHILADELPHIA CORBIN 


Australian Representative: W. Hermon Slade & Co., Camden Buildings, 418 George St., Sydney, Australia. 
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HELLER’S PIVOT DOOR CABINETS 


Display always in sight. 
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Our No. 607 Pivot Door Cabinet, with display boards covered 
with spotless white enamel cloth. Rather Classy, eh! 


THE SHELVING WITH BRAINS 
MONTPELIER, OHIO 


SEND FOR CATALOG No. 24 
W. C. HELLER & CO. 
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Joplin Wants a Wholesale Hardware House 








The production of the Joplin zinc and lead mines 


will be $20,000,000 this year—more than the annual 
gold production of Alaska. Joplin miners are all 
Americans. 











Joplin is the center of a wonderful agricultural 
and horticultural area—the famous Ozark uplift— 
its climate rivals the finest—I2 open working months. 








Joplin has abundant cheap electric power gen- 
erated by the Ozark streams—two great natural gas 
pipe lines—it is only 20 miles from the coal fields. 











Joplin is the center of a territory rich in many 
kinds of natural wealth that is fast being developed. 
200,000 prosperous people live within 30 -miles of 


Joplin. 





Ifa 


Joplin is in Jasper county, the fourth largest wheat producer in Missouri. 
wall were built around Joplin within a radius of 100 miles every known necessity of 
man could be produced therein. 


Secretary Commercial Club Joplin, Missouri 
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Here are the three 
types of Parker Ex- 


features which make 
them appeal _ so 
strongly to users. 





(Patent-.d July 1, 1913) 


Lag Screw Type 
Made of Malleable Iron 


The Reversibly Directed Projections 


The reversibly directed projections, found 

only on Parker Expansion Shields, represent 
the greatest single improvement yet made on 
Expansion Bolts. They absolutely prevent 
the Shield from turning in the hole—the one 
great trouble with all Expansion Bolts. 
The accompanying illustration will give you 
a good idea of how the projections do this. 
An enthusiastic user says: ‘“‘They work like 
a ratchet.”’ 


The Steel Spring-Band 


The steel spring-band, which holds together 
the halves of Parker Expansion Shields, is 
another noteworthy improvement. 

Because of its flexibility, the spring-band 
permits the free and full expansion of the 
Shield, doing away with the trouble likely to 
be experienced with wires, clamps and other 
fastenings. 





(Patented July 1, 1913) 


Machine Bolt Type 
Made of Malleable Iron 


The Interlocking Nuts 


A feature which both dealers and users high- 
ly appreciate. 

The Nuts have, on their outside, little pins 
which lock into openings in the Shield, pre- 
venting the Shield from coming apart and 
thus eliminating re-assembling. 


The Ribbed Surface 


The outside of all other Machine Bolt Type 
Expansion Shields is perfectly smooth, ren- 
dering them liable to turning in the hole. 
The outside of Parker’s, however, is ribbed 
over its entire length, and, these ribs, to- 
gether with the reversibly directed projec- 
tions, not only prevent the Shield from turn- 
ing in the hole. but enable it to obtain a 
much better and more substantial grip. 





(Patented July 1, 1913—June 9, 1914) 


Screw Anchor 
Made of Comrosition Metal 


The Extra Heavy End 


Parker Screw Anchors are made extra heavy 
at the ends because tests, made by unbiased 
engineers, proved conclusively that it makes 
for increased holding power. 


The Breakable Connections 


Down at the base, our Anchor is joined 
by two breakable connections which prevent 
the Anchor from taking a cork-screw twist 
when subjected to the torsion produced by 
the entering screw—a trouble common to all 
other Anchors. 
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Announcing 


PARKER 


Expansion Bolts 


The Only Expansion Bolts 
Which Cannot Turn in the Hole 





You men who sell Expansion Bolts may not 
fully appreciate the features which make 
“Parker” the preferred Expansion Bolts. 


But the men who buy and use them—Plumb- 
ers, Steam Fitters, Contractors, Electricians, 
Iron Workers, Sheet Metal Workers, etc.— 
they’re the ones who will. 


They’ve been waiting a long time for a really 
good Expansion Bolt which couldn’t turn in 
the hole—the one great trouble with all Ex- 
pansion Bolts—and Parker's was designed to 
meet their need. 


And, after all, the customer is the one to 
satisfy. You know that old one about a sat- 
isfied customer being your best advertisement. 
When you sell your customer 


PARKER 


Expansion Bolts 


you do more than satisfy him. You make a 
friend of him. 


At the same time you make a good profit. 
And when we say “good,” we mean what you 
mean. 


This is the opening ad of an extensive cam- 
paign to interest you in an article possessing 
big possibilities. Subsequent ads will deal 
with the manner in which we intend to help 
you make it one of the best paying proposi- 
tions in your store. 


If you happen to be one of those who haven't 
bothered with Expansion Bolts because there 
wasn’t enough in it for you, write us. Our 
proposition will interest you. 








Parker Supply Company 


Manufacturers 


518 West 45th St., New York 
Jobbers 


If you have not yet received full details of our 
proposition, write us. 


We believe it is the best (no other word is so ade-. 


quate ) proposition ever offered to you by a manu fac- 
turer of Expansion Bolts. 
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Wheres [ hat 
First Order? 


We've been yelling our heads off during the past 
several weeks about a proposition whereby you could 
get a handsome display model free of all charge with 
your first order for National Storm and Screen Door 
Sets. 


We ve harped on the advantages of buying directly 
from the National factory—of getting rock-bottom 
prices and sky-high quality, which combination you 
couldn't get in buying thru middlemen. 


And still we don’t hear from you as an individual. 
Orders are coming in with every mail from representa- 
tive hardware men everywhere. The season is well 
under way already, so get that first order to us at once. 


NATIONAL MFG. COMPANY 


STERLING, ILLINOIS 
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A. GUNN HAYDON—HARDWARE 
MERCHANT 


Some Profitable Pointers from Him and His Store 
RIVERS A. PETERSON 

















The motor truck has helped to increase separator sales. 
GUNN HAYDON is what his appearance in- 
A dicates—a forceful, clean-minded and keen- 
® minded man who does things. Determination 
‘is written in his features, accomplishment in his 
ibusiness history. The fact that he came to Louis- 
ville, Kentucky, from a farm and began work for 
the Belknap Hardware and Manufacturing Com- 
pany at $10 a month is probably of no more interest 
than the fact that he recently purchased an auto- 
mobile; but the one shows determination and the 
other suggests accomplishment. 

Determination enabled Mr. Haydon to rise from 
the humble position in which he began to that of 
traveling salesman for the same house. Afterward 
he entered the retail business in Texas. Four and 
one-half years ago he purchased the business in 
Rushville, Indiana, that he now operates. The town 
has a population of 5,000, and is situated in a farm- 
ing community. Last year Mr. Haydon’s sales were 
21, times the sales of the man from whom he pur 
chased the store—the volume of business has been 
more than doubled in this time. There are definite 
reasons for this increase and those reasons will 


The two men in the picture are Mr. Haydon’s salesmen 


AT 


be found woven into any story of this merchant, 
his store and his methods. 


Store Building Less Than Sixteen Feet Wide 


Many hardware men tell you that the ideal build- 
ing for a hardware store is forty feet wide. They 
add that if their building was that wide, they 
would have those nice displays that HARDWARE AGE 
tells about. Gunn Haydon does not waste time com- 
plaining about the things he cannot remedy. His 
store building is fifteen and one-half feet wide by 
one hundred and sixty-five feet deep. This building 
offers a problem in store arrangement and that 
problem has been solved very satisfactorily. 

There are only three show cases in the store. 
These are placed at the front in the center, and 
open display counters are arranged behind them. 
The aisles are on both sides of these stands, so 
that the customer makes his selections from the 
glass front wall cases or from the samples fastened 
to the shelf boxes. The customer does not have to 
inquire the price of any article—everything is 
marked in plain figures. 
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Gunn Haydon believes in “fixing things up.” So 
thoroughly does he believe in it that since purchas- 
ing this business he has re-equipped the building. 
His fixtures are principally home-made. They are 
useful and practical, original and valuable. 


How Store Kinks Declare Dividends 


The proprietor and two salesmen (salesmen, not 
clerks) are taking care of a volume of trade that 

















The price list on the other side is protected by a sheet 
of mica 


would require at least one more man if the store 
was the average one. That is how Gunn Haydon’s 
store kinks declare dividends—they save time. 
Time is money to the merchant in the small town 
just as truly as to the dealer in the city. Store 
kinks that save time save labor, save money. 

Here is just a simple instance: A customer en- 
ters the average store and asks for a screw “about 
so long, and not too big.” The salesman goes to 
the screw case, if there is one, or to the shelving, 
and opens boxes until the screw is found that fits 
the dimensions indicated. Then'the customer asks 
the price and the salesman either goes to find the 
screw list and figure the price or he guesses that 
that size is worth ‘‘about so much a dozen.” 

That way of selling goods takes unnecessary time, 
and Gunn Haydon saves that time with a strip of 
board 8 inches wide and 18 inches long. A photo- 
graph of one side of that board is shown herewith. 
On the board is a sample of every size of screw 
carried in stock. The sizes are marked along the 
edges of the board. On the opposite side of the 
board is the screw list with the prices figured out. 
This board is fitted with small screw eyes and 
hangs upright on the shelving in the screw section. 
It may be seen in place in the picture which shows 
the nail scale. 


How Time Is Saved in Selling Rope 
They measure rope without using tape lines or 
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rules in this store. That should interest the dealer 
who finds his employes using a new tape for this 
purpose just because he does not happen to see the 
one that is generally used. Mr. Haydon has his 
floor marked every third foot from the rope rack. 
If a man asks for seventy-five feet of rope it can 
be delivered to him just as fast as the salesman 
can walk that distance, cut the rope and roll it up. 

The rope rack is unusual in many respects. It 
occupies a space that is unused in most stores. It 
must be seen by everyone who comes into the store. 
The rack is boxed in at the floor so that there is no 
temptation to sweep dirt through the holes in the 
floor—that means cleaner rope. Fifteen sizes are 
handled in a space 2 feet wide and 6 inches deep. 
Note the bottom of the rope rack closely. Between 
the first and second boards are pieces of screen 
door springs. These springs are arranged so that 
pressure is exerted on one side of the rope, holding 
it in place. That makes knot-tieing unnecessary. 
Wooden pulleys are placed on an axle at the top of 
the rack. The rope is drawn over these so that it 
never hangs. 

What will 75 feet of 14-inch manila cost? The 
customer wants to know. He does not care for the 
cost by the pound because he does not know what 
75 feet will weigh. Can you tell him? Gunn Hay- 
don’s salesmen can. A card hangs above the rope 
rack and gives the price by the pound or by the foot. 


Auto Accessories a New Line 


The picture of the rope rack indicates that auto- 
mobile accessories are carried. This is a new line 
with the firm, and the stock represents an invest- 
ment of $1,000. “You may tell them,” Mr. Hay- 
don is speaking, “that our experience with acces- 
sories has been very satisfactory. Our sales in 
this line have been more than $500 during the past 
30 days. It is a good line for the hardware man to 
handle.” We believe Mr. Haydon knows. 


One Hundred and Twenty-two Sizes of Drills and Bits 
in Small Space 


One of the stock arrangements that is particu- 
larly interesting is the way in which the drill and 
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Mr. Haydon challenges anyone to produce a better rope 
arrangement 


auger bits are shown. These will be noted in one 
of the divisions in the picture showing the too! 
section. The ordinary bits are placed in sloping 
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trays divided according to the requirements. The 
lowest tray is 36 inches wide, 16 inches high and 
2 inches deep, divided into two sections. One of 
these sections is divided into 19 compartments, in 
which bit stock drills are kept. A similar number 
of compartments in the upper-half is used for 
14-inch shank drills. 

The general dimensions of the second tray are 
the same as the first, but the center division is 
placed obliquely. Thus the length of the stock com- 

















His first position paid $10 a month 


partments vary, the lower half ranging from 5 to 
8 inches while the upper section varies from 7 to 
10 inches. This tray contains fifty stock compart- 
ments. Straight shank drills are kept in the lower 
section and wood drills in the upper. 

The third tray is 12 inches high, other dimen- 
sions being the same as the lower trays. This 
tray is divided into 17 compartments, which are 
used for the Irwin auger bits. Snell pattern bits 
are placed in the top tray, which is a duplicate of 
the third. 

The reserve stock is carried behind the trays. 
The tray divisions are made of double strength 
glass. Only one of these has ever been broken. 
Ship and car bits are carried, as will be noted in 
the picture. Sixteen “penny” casing nails hold the 
bits in position at the top. 


Sloping Shelving Increases Plane Display Room 


The feature of the second shelving section is the 
manner in which the planes are shown on sloping 
shelving. This method enables the firm to show a 
larger number of planes more effectively than the 
old way of placing the planes parallel with the back 
of the case. 

The firm aims to carry a complete stock of 
wrenches in the third shelving section, and the 
same is true of the section devoted to oilers. By 
making the sales from the case less time is required 
to effect a sale than by the old way of showing the 
sample at one place and delivering the article from 
another. 

Carrying the Scale to the Nail Bin 


Is it more economical to carry nails to the scale 
or to carry the scale to the nail bin? This ques- 
tion is solved in a very unusual way at the Haydon 
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Hardware Company. The nail bins are built into 
the shelving. The 35 bins are really large drawers, 
15 inches wide and 30 inches deep, fitted with sash 
rollers which run on steel track. The bins are 
directly underneath the shelving ledge, and this 
ledge is cut into sections and hinged so that the 
bins may be filled from the top. Five-inch bar sash 
lifts are used for drawer pulls and the hinged front 
is secured with spring flush bolts. 

The scale is on an unusual truck, which is sup- 
ported on one side by hangers running on O N T 
barn door rail, and on the other by rubber-tired 
wheels. Thus the scale truck may be pushed along 
the shelving until it is in front of the bin from 
which the nails are to be taken. 

In filling an order for nails the drawer is pulled 
out until it is over the scoop. The nail claw hangs 
in place on the truck and it is used to drag the nails 
out of the drawer into the scoop. The scale is set 
for the desired number of pounds. At the left of 
the scale is a rack for seven sizes of paper bags. 
A bag of the proper size is placed on the shelf 
which the top of this rack forms and the nails are 
poured into it. A ball of cord is kept in the bag 
rack and is at hand if the package is to be tied. 


Saves Time and Display Room 


At first glance this equipment looks like a lazy 
man’s affair, and yet when you stop to consider that 
the floor space a nail bin would require is saved, 
and that it would require more steps to carry the 
nails to the scale than to carry the scale to the nails, 
and that the wastage from nails dropped on the floor 
and nails given in overweight is reduced to the 
minimum, the Haydon nail plan begins to appear 
more attractive. 


Those Homely, Effective Silent Salesmen 


There is nothing ornamental about the display 
stands used in the center of this store. They were 
designed to show and stock the maximum quantity 
of goods rather than for appearance. One of these 
stands is used for seasonable goods. Mr. Haydon 
says: “The display of seasonable articles on this. 
stand is mighty fine. It has sold us lots of goods. 
Tell them that.” 

And then he stopped beside the stand that is 
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A gasoline engine connected to a power washer, a churn . 
and a grinder helps increase the sale of these goods 


shown in the foreground of the picture which shows . 
the center of the store. That display is out of the 
ordinary. A complete line of blacksmith goods is. 
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Carpenter tools are arranged with a view to serving the trade as quickly as possible 


rarely found on display in a hardware store, and 
more rarely priced to meet mail order competition. 
This stand is the best business builder of all. Mr. 
Haydon says: “‘We_now get a fine business on black- 
smith vises and similar goods. It is trade that used 
to go to the mail order houses. We did not know 
so many of them were bought. Our prices were too 
high. Then we got lined-up right. Now we meet 
the mail order price and we do a big volume of 





business. It is profitable trade and more hardware 
men could get it if they would.” 


Pipe Racks 


One feature in connection with the center display 
stands is the use of several racks made of pipe and 
fastened to the stands. One of these contains an 
assortment of bolt cutters while on another bridle 
bits and spring balances are shown. It is the aim 








This building is fifteen and one-half feet wide 
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This display of blacksmiths’ equipment has diverted hundreds of dollars from mail order houses to Haydon’s store 


in the Haydon store to display just as much mer- 
chandise as possible, and although the equipment 
for accomplishing this is invariably home-built it 
serves the purpose admirably. 


Increasing Washing Machine Sales 


This year Mr. Haydon decided that he was not 
selling as many power washers as he should. It 
was decided that the display question had some- 
thing to do with this. Here is the way it was 
handled: In the back of the store a 1%-horse- 











power gasoline engine was installed, a shaft line 
run and pulleys and belt supplied to connect the 
shaft with the engine, a churn, a platform washer 
and a grinder. Now all of these articles may be 
demonstrated effectively. The engine was placed 
during the month of February. During the first 
three months of the year the company sold ten 
platform washers and several engines. 

Mr. Haydon was asked how the desire for these 
goods was created. He replied: “Oh, we did not do 
anything out of the ordinary. We advertised in 


This nail weighing plan is not a lazy man’s fad. It saves time, steps and space 
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the newspaper and we talked the equipment to the 
people who came in. The display aroused interest, 
and when a farmer is in the front of the store we 
start the engine going, and, of course, he comes 
back to watch it, and that gives us a chance to show 
the outfit.” 

It is such simple methods as these that increase 
the business of this firm. Their records for this 
year show that sales for the first three months are 
$2,000 more than for the same period last year. 


The Motor Truck and Separator Sales 


The agency for a well-known make of separators 
was obtained this year. That made it necessary to 
get into the country more frequently and more 
quickly. The motor truck that is shown is a re- 
built Ford. The work was done by the merchant 
and his men and the expense was nominal. With 
this truck, deliveries have been made fifteen miles 
from the store. When a separator prospect is 
located, one of the machines is placed in the truck 
and carried to the prospect’s home for a demon- 
stration. The company is averaging five separator 
sales a month. 


A Store Without Clerks 


An incident noted while visiting this store is 
worthy of mention. A woman came in and asked 


Hardware Age 


one of the salesmen if she might leave a package 
there for a few moments. The salesman was en- 
gaged at the moment and was unable to turn his 
head to see the person addressing him, but without 
hesitation replied: “Certainly, Mrs. — ” The 
customer could scarcely understand how the sales- 
man knew her well enough to recognize her voice 
and mentioned the occurrence a number of times. 
That she was pleased was very evident. 

This is not related as a space filler. It shows, in 
a way, the type of men that Gunn Haydon employs; 
men who study their trade and their products. Men 
who give service, who build business with good-will. 
The firm employs no clerks, but there are two excel- 
lent salesmen there. 

And that brings us to the final word from Gunn 
Haydon to his fellow hardware merchants. The 
work of making pictures, taking measurements and 
gathering data was finished. Then we asked the 
final question: “Mr. Haydon, to what do you at- 
tribute your success?” and Gunn Haydon answered: 

“I would say that my maintaining a complete 
stock has helped, displaying the goods effectively 
has been important and good service has been most 
important of all. With service I include my em- 
ployment of good men. That is the only kind I 
employ. I don’t believe in cheap men—they are too 
expensive. Tell them that.” 








ARGUMENTS IN SELLING A REFRIGERATOR 


By J. ROY EGAN 


T is well for a salesman to bear in mind that 

people who buy refrigerators usually have means, 
and that convincing arguments as to the points of 
advantage will usually appeal to them more than 
the question of price. It is easier to sell refrigera- 
tors to-day than it was ten years ago. Manufac- 
turers have been conducting an aggressive adver- 
tising campaign, and the public is fairly well 
informed on the points of the better known makes. 

The modern housewife is looking more to sani- 
tary features possibly than anything else, and 
manufacturers have devoted much attention to this 
point. Food chambers are now generally made of 
a material which is readily cleaned and in some 
cases is removable for cleaning and airing. The 
principles of refrigeration are also better under- 
stood and the consequent saving of ice in the modern 
scientifically planned article is a factor which al- 
ways appeals to a possible purchaser. 

A salesman should carefully point out every fea- 
ture of his line and should demonstrate to the best 
of his ability wherever it is possible. It is a good 
idea to keep one refrigerator for demonstration 
purposes where the light is good. Every available 
part should be opened up and the inner construction 
shown as far as practicable. If he is an effective 
demonstrator, he will have a great deal in his favor 
when it comes to selling such articles as refriger- 
ators, kitchen cabinets or stoves. 

The following features in regard to a refrigerator 
should be carefully explained during the course of 
a sale. One of the first purposes of the manufac- 
turer is to produce good insulation. The cold ob- 
tained by means of the melting ice is maintained 
by whatever insulation material is used. This is 
one of the first points to be covered. A salesman 
should spare no pains in explaining the principles 
of insulation as simply as possible, or else mis- 
understanding is likely to arise. It is aston- 
ishing how muéh public ignorance prevails re- 
garding such matters as how cold or heat are 


produced, and the real nature of the devices in 
use. Many men and very few women ever stop to 
consider such a question. They regard a refriger- 
ator as little more than a receptacle for holding ice. 
When these people come to buy a refrigerator they 
are largely dependent upon the reputation of the 
article, the recommendations of friends, or else they 
take the word of the salesman. 

A refrigerator, to be efficient, should attain as 
well as maintain a temperature sufficiently low to 
retard the action of mold, yeast and bacteria. The 
best refrigerators are those which will attain the 
lowest temperature, and in which the air circulates 
most freely. Low temperature and dryness are the 
two factors required. The ice produces the low 
temperature, the insulation maintains it, and the 
proper circulation of the air produces the dryness. 
The refrigerator cannot be chilled if the ice is kept 
from melting. To place it in a cold cellar to prevent 
the ice from melting simply delays the process. 
There is a wrong impression that the best place to 
keep a refrigerator is in the cellar. As a matter 
of fact the only advantage of the cellar is that there 
is little heated air there. This is usually offset by 
dampness and the lack of good circulation. The 
idea is not to keep cold in, but to keep heat out. 
Cold is simply the absence of heat. 

To say that this or that material has been used 
for insulation may mean very little to the average 
woman, but if the salesman states clearly and hon- 
estly all the facts in a way that can be understood 
he should be able to make his arguments thoroughly 
understood. If a salesman shows indifference or 
apparent ignorance, thinking that his customer 
knows nothing about the points in question, he is 
making a fatal mistake. 

The name and nature of the insulating materials 
in use could be pointed out—cork, mineral wool, 
asbestos, fiber, hairfelt and the like. Dead air is 
regarded as the best known non-conductor of heat. 
It is usually found in the air cells of the materials 
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used. Part of the value, thereicre, of the insulating 
depends on its porosity. There are materials good 
from an experimental point of view that are not 
serviceable in actual practice, mostly because they 
eventually absorb moisture. 

The proper use and care of a refrigerator are 
important and should be carefully explained by the 
salesman. If ice melts too rapidly, as in cases where 
small pieces are used, the ice is practically wasted 
and poor results are obtained. It should also be 
remembered that every article of food and recep- 
tacle placed in a refrigerator means additional heat. 
A metal ined compartment should be used for the 
ice, and should be kept nearly filled for best results, 
otherwise the user is likely te complain of ineffi- 
ciency, although the trouble is not due to the article 
but to the ignorance of the user. 

In some refrigerators the ice compartment is at 
one side, in others again, over the entire top. The 
cold is carried to the bottom of the box, falling 
underneath the ice before it rises. It then travels 
to the top of the box before passing over the ice and 
becomes chilled again. This shows the advantage 
of having the openings sufficiently large at both top 
and bottom to permit of a free passage of air. 

The arrangement of a refrigerator from the 
standpoint of circulation is a matter of figures ba-ed 
on certain physical laws, and if the purchaser is to 
get best results he should understand the working 


Kimbrough’s ‘‘Temptation ”’ 
Tables 


R. KIMBROUGH, of the Kimbrough Hardware 
Company, Muncie, Ind., calls them “Tempta- 
tion” tables and the term is a good one for many 
articles of merchandise can be arranged on them 
in a way that will tempt customers. 

This firm uses eight tables like the ones shown in 
the accompanying picture. The tops are 3 ft. 
square and the tables 31 in. high. The advantage 
of making the tables uniform in size is that they 
lend themselves readily to various arrangements. 
At times several are placed together forming a 
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arrangements of the article he buys and the reason 
for doing certain things. 

No refrigerator, no matter how well made, will 
overcome all the drawbacks attendant upon it when 
in use, or offset the defects due to misuse. 

As for the sanitary features, the lining is one of 
the strong talking points. Many good linings are 
made. The points of chief interest are the absence 
of joints, cracks or crevices where bacteria can 
lodge. There should be no places that cannot be 
thoroughly cleaned. Food chambers are, therefore, 
usually lined with a smooth, hard material that will 
neither rust nor warp. There must be no chance 
of leakage. Although metal is required for the lin- 
ing of the ice compartment, paint is not regarded 
as the best material for the purpose. 

Further, as to the sanitary facilities, point out 
that the drain pipe should receive every care and 
attention. There should be no opportunity for 
ground or foul air to enter it. It should also be 
pointed out to the purchaser that the pipe should be 
easily accessible and can be removed for cleansing. 

As I said in the opening paragraph, price ts not 
usually the mest important consideration to pur- 
chasers of refrigerators. A salesman can point out 
that it costs money to build a first-class article, and 
that a cheap article cannot be made to embody all 
the important points outlined. Get your price. 


—Canada Furniture Journal. 


long table; sometimes four are arranged in a 
square or they are placed separately as shown, 
according to the merchandise that is to be dis- 
played. 

One feature that differentiates the “Temptation” 
tables from those often used by retailers is their 
covering. Crépe paper is used to advantage in the 
Kimbrough store, the colors varying according to 
the merchandise that is to be displayed. This adds 
very much to the attractiveness of the merchan- 
dise that is shown. 

Mr. Kimbrough states that he regards tables of 
this size more useful than any other kind that the 
dealer may use. 

















Kimbrough’s “Temptation” tables display everything from lawn mowers to garden implements 








SEEDS MORE THAN A PROFITABLE 
SIDE-LINE 


wim way 


Ohio Merchant Gives Information That Will Help Dealers Who Are 
| Thinking of Adding a Seed Department 

















Interior view of the hardware store of Clem L. Kimmel & Son, Dayton, Ohio, showing seed bins on the left 


ANY hardware merchants have attempted to 

Mi handle farm, garden and lawn seed, but only 

a comparatively few of them have been suc- 

cessful with this special line. Drug store competi- 

tion has been one stumbling block, especially in the 
South and in certain sections of the West. 

Too often the failure of a new enterprise may be 
attributed to the general practice of following in 
the footsteps of a competitor, and not inaugurating 
original ideas. 

Clem L. Kimmel & Son, Dayton, Ohio, have been 
handling different kinds of seed for several years, 
and have found the business so profitable that it is 
now no longer a side-line with them, but constitutes 
the mainstay of their trade. In a recent interview 
with Clem L. Kimmel he very kindly gave a repre- 
sentative of HARDWARE AGE some _ interesting 
pointers as to how to make the business a success. 

The handling of seed on a commission basis was 
put down as one of the reasons why hardware mer- 
chants had made a failure of the business. This is 
the plan of the drug stores, who are unwilling to 
take a chance and make purchases outright. The 
profit on commission seed is comparatively small, 
averaging only about 33 1/3 per cent on package 
seed. In other words, a package of seed costs the 
dealer from 3 to 3% cents, which he sells for 5 
cents, while if he purchased the seed outright the 
same package would only cost about 11% cents, and 
the vast difference in the profit should more than 
make up for any losses in having to destroy seed 
that is carried over. However, it must not be pre- 
sumed that the profits on heavier seeds, such as 
peas, beans, sweet corn, etc., which are carried in 
bulk, are as great. In fact, 50 per cent. is con- 
sidered a fair profit for these, when sold in small 
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quantities, and where large quantities are purchased 
the business can be profitably handled on a 25 per 
cent. margin. 

Assuming that the hardware dealer decides to 
purchase his stock outright, an absolutely essential 
feature of the proposition is to be sure that the firm 
from which he purchases his seed can be depended 
on to furnish fresh seed that will germinate. Only 
a very few varieties of seed can be carried over 
from one season to another, and the merchant 
should post himself on this point. In the past a few 
seed houses mixed their old seed in with the fresh, 
but fortunately this practice is fast disappearing, 
and by dealing only with a reputable firm, even if 
higher prices are paid, the hardware merchant can 
now feel sure that he is furnishing his customers 
honest goods. 

The question of stocks to be ordered is governed 
entirely by the different conditions existing, each 
case presenting a problem in itself. A hardware 
dealer in the suburbs of a large city would probably 
have a call for lawn and flower seed, while a country 
merchant would only sell a small quantity of these, 
but would have a good demand for garden seed. 
The safest plan the first year would be to buy spar- 
ingly, and to keep close tab of stocks on hand, or- 
dering by telegraph when occasion demanded it. 
The first year’s record should prove a valuable guide 
for the next season’s operations. 

The active selling season for garden and flower 
seeds commences in the South about February l, 
and in the North around March 1, and continues 
until about the middle of June. Hardware mer- 
chants who have had experience in the business 
state that seed for the next year’s season can be 
bought to a much better advantage early in the 
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summer. Better prices can be obtained as naturally 
the seed houses are better able to gauge their future 
requirements during the harvesting season. 

Onion sets can be added to the regular line of 
seeds, and these need not be carried in stock, as 
field seed houses are generally willing to submit 
samples from which orders can be taken, although 
the margin of profit is smaller when the business 
is handled in this manner. 


The seed business also opens the way for the sale- 


of a number of specialties such as lawn fertilizers, 
lawn mowers and rollers, spraying machines, etc., 
which carry a larger margin of profit than the 
regular run of hardware goods. Purchases of gar- 
den tools, household goods and other lines that are 
regularly carried by a hardware store, are fre- 
quently made by a customer who simply steps in to 
buy a small lot of seed. Attractive and inexpensive 
window displays can be made during the spring 
season, an example of which is shown by the ac- 
companying illustration. 

If properly handled the seed business should be 
the most profitable side-line a hardware merchant 
could add, but, as before stated, caution should be 

















The successful seed department of Clem L. Kimmel & 
Son, creates a market for the articles shown in their 
window display reproduced above 


exercised the first season in buying a stock, as the 
dealer is very apt to overstock, with a consequent 
loss instead of a profit. 


INVENTORY SHEET THAT ASSISTS THE MERCHANT 


agreeable tasks at best, are frequently ren- 
dered more tedious by the lack of forms 
with which to facilitate the work. 

The old inventory method, and many merchants 
still use it, was to purchase a cheap book in which 
to list the stock. These books are generally too 
small to allow space for necessary descriptions and 
numbers; are improperly ruled, and restrict the 
actual recording of quantities to one or two men 
and prevent the possibility of listing all goods of a 
certain class closely together in order to enable 
the merchant to ascertain his investment in any 
particular department. 

The old form of inventory book is usually of 
cheap paper and often becomes badly soiled or 
torn before invoicing has been completed. Numbers 
and descriptions are written without any definite 
order being followed and important information is 
frequently omitted, thereby increasing the work 
of the men who do the pricing. 


oo G inventory and pricing the articles, dis- 


Any Form of Inventory Sheet Better Than Book 


These drawbacks are fully realized by many re- 
tailers and they have begun to use inventory sheets. 
In most cases the sheets are prepared by the local 
printer to meet the ideas of the merchant, though 
standard forms may be purchased through whole- 
salers. While any form of inventory sheet has 
decided advantages over the old method of using 
a book, some forms are very much better than 
others. 

In connection with this article two inventory 
sheet forms are reproduced. One is a standard 
form that is used by many merchants. It has its 
advantages over the inventory book, but for all 
practical purposes the second form, which is used 
by the Stebbins Hardware Company, Chicago, is 
as superior to the first as the first is to the book. 


Improved Sheet Requires Complete Information 


Differences between the rulings on the two sheets 
first attract attention. The old form has few col- 
umns. There is a space for the quantity, and for 
checking this, a comparatively wide space is left 
for the description and name of the article. The 
rulings for pricing follow. 


In using this form no regular order of calling 
is followed, with the result that sometimes the 
number and sometimes the name of the article is 
called first. Frequently important information will 
be omitted. 

In using the second form a regular order must 
be followed and this is of material assistance to 
those who extend and price. 


Quantity Placed Next to Price 


Attention is directed particularly to the location 
of the column containing the quantities. In old 
forms this is the first information written down 
and the price is the last. This practice makes the 
work of extending more difficult and increases the 
possibilities of making érrors in extensions. The 
improved form locates the quantity column next 
to the list price column and overcomes the objec- 
tion just mentioned. 

Another feature of the improved form that is 
worthy of mention is a column for indicating 
whether an article is priced by the dozen, gross, 
hundreds, thousands, or singly. This is informa- 
tion that is frequently omitted when inventory is 
taken and causes extra work and delays for those 
who do the extending. 


Dividjng Stock into Departments 


The importance of dividing stock into depart- 
ments is becoming more apparent to hardware men. 
This is done easily with the inventory sheet. For 
instance, builders’ hardware stock may be carried 
in four divisions of the store. Inventorying pro- 
ceeds in the usual manner, but all builders’ hard- 
ware stock is listed on separate sheets so that when 
invoicing is finally completed it is only necessary 
to group all the sheets containing builders’ hard- 
ware stock. At Stebbins’ this is done with all stock 
and it is possible to ascertain from any inventory 
the amount invested in any class of goods. 

Binders are provided to hold the sheets while 
the inventory is carried on. In this way the num- 
ber of men who “write” stock is only limited by 
the number of binders. These binders are dis- 
tributed in the morning with a supply of new 
sheets. Each sheet is given a temporary number 
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Fig. 1—Old form used by the Stebbins Hardware Company 


and is checked when the binder is turned in at 
night to ascertain that no sheets have been lost 
during the day. All the sheets that have been filled 
during the day are sent to the pricing department 
and this part of the work is begun at once, in- 
stead of waiting, as was the custom, until the list- 
ing of stock had been completed. When the pricing 
and extending have been completed the sheets are 
grouped into departments and are then given a page 
number. 
Instructions to Stock Takers 

A typewritten list of rules is pasted in each 
binder that is used by the stock takers. These 
rules are as follows: 

First call the name of the article, then the fac- 
tory number, then the size and last the quantity. 

Always leave a line for discount between articles 
made hy different manufacturers. 

Be sure to give correct manufacturers’ numbers 
on each article. 


Call the goods the way they are priced, i. e., if 
goods are sold by the dozen call your quantities 
in dozens; if priced by hundreds or thousands call 
in those quantities. 

When starting a new department turn to next 
page. 

Fill in all blanks at top of page. Departments are 
as follows: 1, Tools; 2, Cutlery; 3, General Hard- 
ware; 4, Builders’ Hardware; 5, Paint; 6, Elec- 
trical Goods. 


Stebbins Hardware Company Endorses Improved Form 


The two forms that are illustrated have been used 
by the Stebbins Hardware Company. The im- 
proved form was adopted to overcome the objections 
that have been mentioned and has proved very 
satisfactory. The firm has used the improved form 
for two years and considers it the best that the 
hardware man can have. Both sheets are the same 
size. 
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Fig. 2—Improved inventory. sheet form 
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How to Sell Automobile Accessories 
OU are either selling automobile accessories And now we are ready for another forward move. 


now, or you will be soon—if you remain in The retail salesmen in hardware stores are the men 
the hardware business. The trade in this in- who will sell these accessories—that means you. 
dustry has been drifting steadily through hardware ‘The Man Behind The Counter” proposes to give 
Today there are few who will deny that you selling information on various accessories. He 
has gone to men who know, men who specialize not 
This interests you—vitally. You earn your salary only the accessory line but single articles in the 
by selling goods. If a new line is to become part of accessory line. The same proposition has been put 
the stock you are to sell you must be very much to all of these men—“‘Imagine yourself behind the 
interested. counter in a retail store waiting on the owner of a 
car.”” The answers that have been received are not 
It Pays in This Case only interesting, they are valuable. The retail 
salesmen who want bigger jobs and better salaries 

HARDWARE AGE has been giving your employer in- will read these articles. 
formation regarding accessories for several vears. And now we want to go further than this. We 
It has told of merchants who were successful with want salesmen to write us their automobile acces- 
the line; has reproduced their show windows and sory experiences. We want vou to select accessories 
told of their selling plans. Every week HARDWARE that you wish to have discussed and to ask for a 
AGE has published descriptions of new products that selling talk on them. We want vou to make the 
were being marketed for the automobile owner. most of these articles on accessories. Make every 


channels. 
the hardware man is the logical distributor. 


Follow the Leader 





HARDWARE AGE has been the leader in this respect issue of HARDWARE AGE worth more than the year’s 
just as it is the leader in all hardware respects. subscription price! 
: . Y e os : N/ = ane ~ ‘ 
How to Sell Vulcanizers to Motorists 
BY ROBERT B. DUNLAP 
Sales Manage) of the C. A: Shaler Compa Y. 
sik age eeseccn vourself behind the counter in a retai! now I am seiling vulcanizers to hardware dealers to 
hardware store. You are waiting on a car __ sell over their counters. I have some pretty definite 


owner. How would vou go about it to sell him a_ ideas of how it should be done. 
vulcanizer ?”’ In the first place let me say that vulcanizers oc- 
That’s the proposition “The Man Behind The cupy a unique position among automobile acces- 
Counter” has put up to me. sories for three reasons. 
Well, I used to sell goods over the counter and First: Vulcanizers, unlike pumps, speedometers, 
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windshields, horns, etc., etc., are never part of any 
car’s equipment. Therefore, a large percentage of 
the car owners coming into the store are good pros- 
pects. 

Second: On nearly every line of accessories, the 
local garage men are competitors of the hardware 
store. This competition can best be counteracted by 
attracting the motorist with some specialty that is 
not featured by the garages. | 

Nothing answers this purpose as well as vulcaniz- 
ers. Garage men will not push the sale of vulcan- 
izers. They invariably purchase a vulcanizing plant 
for their own use, but they don’t want to sell them 
to their customers. Their attitude towards vulcan- 
izers for private use has been aptly compared to the 
attitude of barbers toward safety razors. 

Third: There is not the demand for vulcanizers 
on the part of automobilists that there is for other 
accessories. Does this seem like a queer statement 
for me to make? It’s the truth. 


Two Kinds of Men Behind the Counter 


There are certain accessories without which a 
man cannot drive his car. The man behind the coun- 
ter never has to ask the motorist if he is in need of 
them. Take atire pump for instance. If a motorist 
needs one he asks for it. It takes no salesmanship 
to sell him one. Any clerk can wait on him. With 
a vulcanizer jt is an entirely different proposition. 
It is not an essential in enabling a man to drive his 
car. 

And right here I want to say that there are two 
kinds of “men behind the counter”—the clerk and 
the salesman. The clerk is a machine; often a very 
good machine. 

If a customer’s mind is all made up on what ar- 
ticle he wants before he goes into the store, the 
clerk can supply him with that article in a very 
business-like manner. He greets the customer with 
“What can I do for you today?” or “Was there some- 
thing you wanted?” Thereby he focuses the cus- 
tomer’s mind on the one:article he came in to buy. 
The clerk knows the stock from A to Z and gets the 
article into the customer’s hands with the least pos- 
sible lost motion and confusion. In fact, the cus- 
tomer has his hand in his pocket, the purchase is 
paid for, and the package wrapped up with such 
despatch that he is out of the store before he has 
even had a chance to think of what it was that his 
wife told him a week before that she wanted him to 
get for the car. Oh, of course, the clerk says “Any- 
thing else?” before he lets the customer go. But 
can you think of anything he could say that would 
be less suggestive of further purchase? That’s a 
clerk. 


How Suggestive Salesmanship Works 


But the man behind the counter who is a sales- 
man is of an entirely different type. He greets the 
customer with a pleasant “Good Morning,” or “How 
do you do, Mr. Smith,” if he happens to know the 
customer’s name. While he is just as quick as the 
clerk, he endeavors to make the customer feel that 
his presence in the store is a pleasure to both the 
salesman and the firm. He explains the good fea- 
tures of the article in question and if possible shows 
the customer samples of other brands that possess 
additional advantageous features, and which, inci- 
dentally, will show a larger profit to the firm. After 
the sale is made, he doesn’t force the customer out 
of the store by challenging him to think of some- 
thing else he wants, with a remark like “Anything 
else today ?” 

He makes casual remarks regarding other acces- 
sories. If the purchaser is an old customer the real 
salesman will know what make of car he is driving 


Hardware Age 


and whether it is a 1915 model or a 1910 boat that 
is nearly ready to emit its last wheeze, and hence 
will know in what accessories he is likely to be in- 
terested. This is where a big opportunity comes in 
to sell the motorist a vulcanizer. 


Apply the Point to Vulcanizers 


How many car owners are there who don’t have 
tire trouble? What is a more natural remark, or 
one that will interest the customer more, than ““How 
are your tires holding up?” “Had any punctures 
lately ?” 

This tends not only to hold the customer in the 
store, but usually starts a stream of conversation 
on a topic in which the motorist is vitally interested. 


Concentrate on Simplicity 


You have got him started now, Mr. Man Behind 
the Counter. Show him the various types of vul- 
canizers. Let him see their extreme simplicity. 
Tell him how he can repair a tube puncture perma- 
nently for less than five cents. Tell him that if he 
will keep the cuts in his casings vulcanized he will 
keep the sand, dirt and water from getting to the 
fabric and rotting it. Let him understand clearly 
that rotting of the fabric causes 85 per cent. of his 
blow-outs and that a vulcanizer is the remedy. 

Make it plain to him that all there is to the propo- 
sition is cleaning the part to be vulcanized, cement- 
ing it, putting in the crude rubber and fastening the 
hot vulcanizer to the tire. 


Feature the Economy 


Explain to him that the small gasoline vulcanizers 
can be carried in the tool box for roadside emer- 
gencies, but that he wants an outfit that will do lar- 
ger work right in his garage. Show him that an 
electric vulcanizer is the simplest of all, that it will 
work from the lighting current in his garage at a 
cost of less than a cent an hour. Show him that it 
will increase the life of his tires and cut down his 
tire repair bill to almost nothing. If his car is 
standing out in front, take a couple of the vulcan- 
izers out there and show him just how they fit on to 
the tire. That’s the way to sell a vulcanizer to a 
motorist. That’s the salesman. 

Clerks are clerks. They draw clerks’ pay. There 
are hundreds of boys, even, looking for such jobs. 
In a few months they are just as valuable to a firm 
as those who have been at it for years and are still 
clerks. 


Try It on Vulcanizers 


Salesmen—well, that’s another story. A firm 
holds on to a real salesman like grim death, and is 
willing to pay him a good salary to keep him in its 
employ. He is a real jewel, largely on account of 
his scarcity. 

In the auto supply department of a retail hard- 
ware store I can’t think of any other one thing that 
is so likely to distinguish a salesman from a clerk 
as the number of vulcanizer sales that an employe 
has made during the year. 


THE UNIVERSAL METAL FENCE POST COMPANY, Cin- 
cinnati, Ohio, has been incorporated with $5,000 capital 
stock to market a patented metal fence post. As 
arrangements have been made to manufacture this post 
under contract, no machinery of any kind will be re- 
quired. L. K. Slaback and George G. McGlaughlin are 
the principal incorporators of the company. 


THE KENNEDY VALVE MFG. COMPANY has recently 
occupied new quarters at 81 John street, within a few 
doors of where it was formerly located before moving 
to 57 Beekman street, 17 years ago. The company will 
continue to carry stock in New York. 
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FLORIDA HARDWARE MEN HOLD 
SUCCESSFUL CONVENTION 


tire citizenship of St. Petersburg, and the 
unanimous expression that their eighth 
annual convention had been the “greatest ever,” 
“splendid,” and “a big success,” the retail hard- 
ware dealers of Florida adjourned after a three 
days’ assemblage. 
Ocala will be the meeting place of the hardware 
merchants of Florida next year, in May, the precise 
date to be decided later. Not only will a state con- 


W resolutions of hearty thanks for the en- 





G. S. Meserve, president 


vention be held there, but an exhibit of products 
from the manufacturers all over the country will be 
shown, with an expert demonstrator in charge to 
illustrate all the latest utensils and implements and 
to give the Florida merchants instructions in the 
best modes of selling merchandise. 

President G. S. Meserve, of St. Augustine, was re- 
elected to head the association another year; D. E. 
McKiver, of Ocala, was elected vice-president; W. H. 
DeCamara, of West Palm Beach, second vice-presi- 
dent; D. L. Thomas, of Tampa, treasurer, and W. F. 
Rehbaum, of Clearwater, secretary. Mr. Thomas, 
of Tampa, has been treasurer of the association for 
eight years. Mr. Rehbaum succeeds G. E. Noblit, 
of Tarpon Springs, as secretary. Mr. Noblit has 
been secretary during the past two years. 

At the second and third sessions it was decided 
that Secretary G. E. Noblit of the organization 
should inform the legislators at Tallahassee of the 
association’s endorsement of a bill, entitled ““An Act 
to Provide for the Organization and Management 
of a Mutual Fire Insurance Association in the 
State of Florida.” 

Mr. Noblit’s verbal report on the growth of the 
association disclosed the fact that the Florida Re- 
tail Hardware Association now has 165 active and 
honorary members. During the past year 20 hard- 
ware men have been enrolled as new members. 

The morning session opened at 10 o’clock with a 
special announcement coming from the management 
of the Rex theater, which invited the hardware men 
to attend the show at the conclusion of the after- 
noon session. The invitation was accepted. 

Secretary Noblit reported on business conditions 
of the organization, stating they had been very good 
during the past year. 

F. H. Young, chairman of the executive commit- 
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tee, and President G. S. Meserve, each told of the 
beneficial experiences of attending the National 
Hardware Association convention, which was held 
at Indianapolis, Ind., in May, 1914. 

M. L. Corey, National secretary and editor of the 
National Hardware Bulletin, spoke along the lines 
of making better hardware merchants and citizens. 
Mr. Corey’s speech was very interesting. He stated 
that the Florida Association had an exceptionally 
bright and intelligent collection of men enrolled as 
members and that they were above the average. 
Mr. Corey said the association had the largest mem- 
bership of any state in the union, in proportion to 
the hardware merchants in the various states. 

The National secretary made it plain that he 
classed Florida hardware men among the leading 
merchants of their line throughout the country, be- 
cause of the many obstacles they have overcome 
and because they had made the association what it 
is today. Credit was given to Secretary Noblit for 
his untiring efforts in always working for the bet- 
terment of the organization. 

Mr. Corey’s talk was followed by a general dis- 
cussion of new business. 

Mr. Corey again took the floor and delivered a 
most beneficial talk on business conditions as they 
exist today. Mr. Corey pointed out the danger of 
some of the pending bills now before Congress. He 
told the merchants of the cost and price of index 
cards and explained the Price and Service Bureau 
maintained by the National Association, at Argos, 
Ind., headquarters of the organization. 

The delegates were then addressed by Mr. Archi- 
bald; who talked on a cash-basis business. Mr. 

















D. L. Thomas, treasurer 


Archibald explained the difficulty encountered by 
the operation of a credit system. Following Mr. 
Archibald’s speech the motion was then passed to 
instruct Secretary Noblit to wire legislators at the 
state capital in regard to the association’s endorse- 
ment of the Mutual Fire Insurance bill. 

W. P. Lewis, secretary of the Mutual Hardware 
Insurance Company, of Pennsylvania, addressed the 
meeting on the subject of hardware insurance and 
explained the meaning of various clauses contained 
in insurance policies. 

The session closed with the question-box queries. 
Mr. Corey presided over the question box and 
answered and explained in detail all queries of the 
delegates. 
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Rather Dry 


MISSIONARY once went out to preach to some 

Savages on a lonely island. They were some of 
the old-fashioned kind of savages, who thought a white 
man a heaven-sent delicacy for a feast. 

When the missionary arrived preparations were at 
once made for cooking him, but he told them he was 
quite sure they would not find him nice eating. But 
they knew better, they said, and they were quite sure 
he would be delicious. At last he said, to convince 
them he would not be good to eat, he would cut off a 
slice of his leg for them to taste. His suggestion was 
received with wild enthusiasm. So he cut off a slice 
and passed it round. They all had one bite and quickly 
passed it on, and all made the same complaint—it was 
not “juicy enough.” It was not likely to be very juicy, 
for the missionary had a cork leg. He was allowed to 
live and preach to them.—E «xchange. 


Briefly Put 


N English professor, traveling through the hills, 

noted various quaint expressions. For instance, 
after a long ride the professor sought provisions at a 
mountain hut. 

“What d’ yo’-all want?” called out a woman. 

“Madam,” said the professor, “can we get corn bread 
here? We’d like to buy some of you.” 

“Corn bread? Corn bread, did yo’ say?” Then she 
chuckled to herself, and her manner grew amiable. 
“Why, if corn bread’s all yo’ want, come right in, for 
that’s just what I hain’t got nothing else on hand but.” 
—Boston Herald. 


The Cool of Night 


HE summer night is stirring languidly: 
The lazy crescent moon is pillowed deep 
In clouds, while candle stars go glimmering; from out 
The West a gentle wind is come to fan 
Away the smell of sun-steamed fields, and lay 
A cooling hand upon the fevered pulse 
Of earth. The drowsy grasses nod their heads; 
The great trees stretch their aching limbs, and sigh 
In deep content. 
—Egmont H. Arens in Collier’s. 


Poor Boy 


FFICE BOY: “Please, sir, can’t I go for my dinner 
now? It is long past my time, and I am awful 
hungry.” 

Employer: “Hungry! Well, 1 wonder if anybody 
ever saw such a greedy fellow! Here you have been 
licking envelopes and postage stamps all the forenoon, 
and yet you complain of being hungry.” 

Collapse of office boy. 


A Wise Idea 


N Italian fruit seller became yreatly annoyed at 

people stopping at his stand and trying his fruit by 
feeling of it; so he placed the following sign in front: 
“Tf you must pincha da fruit, pincha da cocoanut.”’— 
Exchange. 


Good Reason 


AMMA: Bobby, if you saw a man starving, would 
you give him a piece of your pie? 
Bobby: No’m. You said a person shouldn’t eat pie 
on an empty stomach.—Ewchange. 


A Funny Addition Sum 


H°% many apples did Adam and Eve eat? 

Some say Eve 8 and Adam 2—a total of 10 only. 

Now we figure the thing out far differently: Eve 8 
and Adam 8 also—total 16. 

We think the above figures are entirely wrong. 

If Eve 8 and Adam 82, certainly the total will be 90. 

Scientific men, however, on the strength of the theory 
that the antediluvians were a race of giants, reason 
something like this: Eve 81 and Adam 82—total 163. 

Wrong again. What could be clearer than if Eve 81 
and Adam 812 the total was 893? 

I believe the following to be the true solution: Eve 
814 Adam and Adam 8124 Eve—8938. 

Still another calculation is as follows: If Eve 814 
Adam, Adam 81242 oblige Eve—total 82,056.—Ex- 
change. 


Tool-Chest Dialogue 


éé¢TT is ‘plane’ that I love you,” he began. 
“Ts that on the ‘level’?” she asked. 

“Haven’t I always been on the ‘square’ with you?” 

“But you have many ‘vises,’” she remonstrated. 

“Not a ‘bit’ of it,” he asserted. 

“What made you ‘brace’ up?” she queried coquet- 
tishly. 

“The fact that I ‘saw’ you,” he replied, with a bow. 

“T ought to ‘hammer’ you for that,” she answered 
saucily. 

“Come and sit by me on the ‘bench,’” he urged. 

“Suppose the other should ‘file’ in?” she murmured. 
“You shouldn’t let your arms ‘compass’ me.” 

“T know a preacher who is a good ‘joiner,’” he sug- 
gested, and they rushed off for the license.—Ew«change. 


Appraised 
ALLERS were at the door and Bobbie was told to 
show them into the parlor. He did so, and while 
his mother was fixing herself up, he sat there rather 
embarrassed. Presently, seeing the visitors glancing 
around the room, he said: 
“Well, what do you think of our stuff, anyway?’— 
Boston Transcript. 


Consistency 
IRED Mother (to restless child): “Now you sit 
still. I’ve brought you ten miles to enjoy this en- 
tertainment, and you shall enjoy it, if I have to pull 
every hair out of your head!”—Ewchange. 


Fifty-Fifty 
66 ALF the world doesn’t know how the other half 
lives.” 
“That’s the half that minds its own business, proba- 
bly.”—Eachange. 


A Powerful Sermon 


¢¢D RUDDERS and sistahs,” said the old colored 

preacher, “I’se gwine to preach a pawahful ser- 
mon dis maunin’. I’se gwine to define de undefinable, 
I’se gwine to explain de unexplainable, an’ I’se gwine 
to unscrew de unscrutable.”—Ewxchange. 


The Hardware Man 


ABE—tThere is a man who calls a spade a spade. 
Steve—What is he? An author or a reformer? 
Gabe—Neither. He’s a hardware dealer.—Cincin- 
nati Enquirer. 
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THE JUNE GROOM—A BUSINESS 
PRODUCER 


Long Neglected, He Now Becomes a Valued Prospect of the 
Hardware Man 























yATS off to a new business-builder—the June 

H Groom! As a matter of fact he is not par- 

ticularly new, he has simply been neglected. 
We have heard much of his charming life-partner, 
we have read columns describing what she wore 
and who came in before her and who came in behind 
her. But of the groom—well about all we knew 
was that he was there—he had to be. 

We hardware men have bowed at the shrine of 
the June Bride. We have written advertisements, 
personal letters and poetry to her. That is all 
right, but we have been overlooking the mainspring 
of the whole works, the biggest business-builder of 
the summer social season—the June Groom. 

We have come to recognize as inevitable the fact 
that in springtime the young man’s fancy turns 
longingly toward light housekeeping. Every trem- 
bling sufferer who perspires a proposal builds busi- 
ness for the hardware man, no matter whether he 
bumps his knees on the hardwood floor before the 
old plush sofa or selects a more romantic carpet of 
green in the dark corner of some park. 

Of course the hardware man is not behind the 
scenes during those painfully ecstatic moments but 
he is there just the same and he enters intimately 
into the affair as soon as the matrimonial aspirants 
begin to figure how to beat the high cost of living 
and loving. 

The Showers of Showers 

The hardware man’s interest in the June Groom 
depends somewhat upon the social standing of that 
neglected gentleman. If the groom and his gift 
producer are sufficiently popular to “make” the 
Sunday papers a month or so before the wedding 
date the hardware man begins to cash in on youth’s 
temerity before even the frailest illusion of love’s 
young dream has been shattered. 

The hardware man gets in on the showers—pro- 
vided they are not the lingerie variety. Mav and 
early June is the shower season—especially the 
kitchen shower variety—and the salesman must be 
prepared to convince the disgruntled dame who 
didn’t want an invitation that a ten-cent can- 
opener will be the very thing, and with equal af- 
fability unload the aluminum roasters on those 
who love the bride-to-be more, or their pocketbooks 
less. 
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The Selling Suggestions of a Shower Table 


The red umbrella hanging in front of the haber- 
dasher’s on cloudy days reminds us that the friend 
who borrowed our shower-stick forgot to leave his 
name. The red umbrella is a suggestive salesman 
and can be used in the hardware store. The shower 
season is upon us. Nearly every day for the next 
month or so somebody is going to give some flus- 
tered bride a shower. 

Customers are going to come nosing around hard- 
ware stores hungry for suggestions that will solve 
their gift problem, and the shower table will help. 
The shower table is one of the kitchen kind with 
trimmings. It should be covered with attractive 
crépe paper and should display the goods that are 
appropriate gifts for a kitchen shower. A Jap- 
anese umbrella could be hung over it, and a show 
card suggestion will bring every woman who comes 
into the store to that table and the goods with their 
plain prices will do the rest. 


Get the Spugs Out of Winter Quarters 


The business-producing ability of the June Groom 
is by no means limited to showers. Those square 
envelopes, with the leading jeweler’s name embossed 
on the back, fairly rain upon us at this season. 
Those rains make the gift crop sure, and the hard- 
ware man can be in on the harvest if he will. 

The Spugs are the best harvesters for the hard- 
ware man. They work just as well in midsummer 
as in December and the hardware man needs them, 
for the gifts he sells are of the useful class. 

They tell us that the whole world loves a lover, 
even the tootsie-wootsie kind. The hardware man 
should, at any rate, and in addition he should wish 
that all the lovers would have church weddings and 
issue many invitations. It is good business—for 
the June Groom and the merchant. 

The window display is the way to couple church 
weddings with prosperity. There is no limit to 
what the trimmer can do. He may stage anything 
from a doll wedding to the real thing right in his 
window and profit accordingly. It is well to keep 
your gift suggestions before the trade, and the 
show window is the real way. 


Angling for the Addled Adventurer 


And then after the fireworks are over, after the 
wedding trip has been made and Mr. June Groom 
becomes just a plain married man, then he is at his 
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A June Bride window that got the June Groom’s cash for the Mitchell-Powers Hardware Company 


best as far as the hardware man is concerned. 

In spite of all the work that the Spugs have 
done, there are many things that the June Groom’s 
wife needs before she begins to do the very thing 
she has always vowed she would never do—cook. 

The ways of angling for the trade that the June 
Groom has unintentionally built are many and good. 
Newspaper space can be devoted to household spe- 
cialties during the honeymoon months. Engraved 
invitations to call on the hardware man (with the 
enclosed card entitling the June Groom to ten per 
cent. discount for cash) can be sent, and many other 


plans tried, that have been used successfully before. 

One excellent way would be a window similar to 
the one trimmed for the Mitchell-Powers Hardware 
Company, Bristol, Va., that is shown here. The 
trimmer mixed gifts with necessities so that he 
appealed both to the newlyweds and the people who 
had received invitations from the about-to-be-weds. 
The goods were attractively arranged, and the show 
cards, one of which showed some of the assistant 
manager’s poetry, added to the interest. 

Here’s to the June Groom! May he raise a large 
bank account and pay his hardware bills promptly. 


LETTER COLLECTED $5,000 IN TWO MONTHS 


he order to curtail long time credit abuses as far 
as possible, the Tarentum Hardware Company, 
Tarentum, Pa., has evolved a plan which has met 
with great success. This plan was announced by 
the circular letter which is reproduced herewith. 
The company mailed this letter to all customers 
having open accounts on the books on January l, 
and unpaid February 15. The letter is as follows: 


Important Announcement to the Public 
Dear Sir: 

After twenty-seven years’ experience with the re- 
tailing of merchandise on a supposed cash and credit 
system that has been in existence since the beginning 
of the retail business, we have decided that the old 
method of making the cash customer pay the same as 
the credit customer, who always pays at a future time, 
thereby costing the merchant extra to handle the book- 
keeping end of the transaction, has been wrong, and 
making both the cash and good credit customers pay 
for lost accounts through too liberal credit to persons 
who never pay, we have decided to do our part to reduce 
the high cost of living in this vicinity, by giving “cash 
with order customers” 5 per cent. discount on all pur- 
chases, and all persons who wish the favor of a charge 
account will have to pay the price of goods as marked, 
with the privilege of 2 per cent. discount, if paid before 
the tenth of the following month, and at face of invoice 
after the tenth of the following month up to the end of 
month, after which date interest will be charged for the 
accommodation at the rate of 6 per cent. per annum or 


% per cent. per month, and further credit discontinued 
until account is paid. 

The abuse of credit has become such a high cost of 
doing business that nearly all the merchants of the com- 
munity have more book accounts than stock, and are 
almost on the verge of bankruptcy for no other cause 
than the abuse of credit, extended by them, to their 
trade, and the fact that they have to pay the banks 6 
per cent. interest to get the cash to meet their obliga- 
tions, while they in return do not get interest upon their 
outstanding accounts and are fortunate if they get 80 
per cent. of their accounts at face value. This is wrong 
and any sensible thinking person knows it, and he also 
knows that he has to pay this interest and the lost ac- 
counts, if he buys at that type of store, or the merchant 
could not last in business very long. 

We consider you among the sensible and broad-minded 
people of this community, and for this reason we are 
sending this announcement to you, knowing that you 
want to save all unnecessary expense in your dealings 
and will view our position in the light of a movement in 
the right direction, and the only correct one to treat all 
classes of trade upon an equality, for then you can save 
5 per cent. by paying cash at time of purchase or 2 per 
cent. before the tenth of following month or pay full 
price until end of month and if you then need further 
time, you should pay the same as we do to the banks if 
we are forced to go there in order to be able to carry 
your account. 

We buy our merchandise upon these terms and we 
are going to sell them at prices that the merchant, who 
cannot discount his bills, will not be able to make you, 








Pate eee 


i SO ES RR 


SPS Ohi «that ee 
SR ae alent 











SO RE RRS 








May 27, 1915 


because he not only is forced to borrow money from the 
banks, but allows his accounts to run until he has to 
pay the long price and very often has to pay interest 
on overdue accounts. 

The catalog houses get enough money out of our com- 
munity each year to keep a dozen stores busy, and why? 
Because they get cash in advance and have the use of 
same, in Many cases, as long as 30 days before the 
goods are delivered, and before they are required to pay 
for same, when shipments are direct from factory, and 
which is the case in over 50 per cent. of their sales on 
heavy articles. 

The fact that they have no lost accounts, together 
with the advantage of factory shipments, enables them 
to sell at very low prices on some lines of goods while 
on others they make a large profit and in many in- 
stances at prices higher than home merchants, but they 
do not give you the service given you by your home 
merchants or the advantage of seeing the goods before 
you purchase, which is quite an item in many lines of 
merchandise. 

We are in a position to meet any fair competition as 
to price, if we are placed upon the same basis as to 
shipments from factory and cash with order, and if we 
are called upon to extend the favor of credit, then we 
must have compensation for this favor to at least the 
amount extra that it costs us to extend this credit, and 
we expect to be able to show you that we can save our 
customers on all their purchases, and we hope to be 
favored with your patronage in the future as we have 
in the past, but on the terms herein stated. 


Tool Window with Special Feature 


A window display with a single special 
price feature strongly emphasized by a well- 
prepared show window card was trimmed recently 
for the Schoedinger-Marr Company, Columbus, 
Ohio. The special price inducements to tool buyers 
were adjustable pliers, offered at 19 cents each. 
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All accounts now standing on our books will have in- 
terest added after April 1, 1915, and to avoid this, it 
will be necessary to pay same before this date to have 
credit extended in the future. 

Thanking you for past favors and trusting your 
sound business judgment will enable us to share your 
business in the future, we are, 

Yours very respectfully, 


TARENTUM HARDWARE COMPANY. 


T. O. Jones, secretary and treasurer of the Taren- 
tum Hardware Company, says in a recent letter to 
HARDWARE AGE: “The results have far surpassed 
our expectations and we have heard very few kicks, 
while we have received praise from our trade. We 
consider it the best move we have ever made. 

“The 5 per cent. off for cash seems to bring us 
new customers, as well as to turn our former charge 
customers from credit to cash. It is a new depart- 
ure and it will require some time to get everybody 
to realize that we mean to collect interest on over- 
due accounts, and cut off credit until old accounts 
have been paid. We have received payments since 
February 15 to April 18 of 295 accounts, amounting 
to $5,000, which certainly was some result, in view 
of the fact that we have had not less than 2,000 idle 
men in the town since January 1 and other fac- 
tories have not been working at more than 60 per 
cent. of their capacity.” 


The window was filled with a great variety of tools 
of interest to the mechanic. Saws, wrenches, tapes, 
sharpening stones, emery wheels, chisels, planes, 
auger bits and many others were displayed. A wax 
figure dressed as a mechanic stood at one side of 
the window and added to the attractiveness of the 
display. White and black cloth were used for deco- 
rative effect. 
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Tool window display featuring adjustable pliers at 19 eae shown by the Schoedinger-Marr Compuny, Columbus, 
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An attractive window display of things electric 


the store. Experience teaches that in the face 

of the violent competition of today, it brings 
most of the possible customers to the store. But 
the decorative feature of a properly dressed win- 
dow, if carried out consistently with the newspaper 
advertising, can be made a power to also bring cus- 
tomers into the store. 

The value of the advertising power of the show 
window is proved by the increased rental of stores 
with good display possibilities. On prominent thor- 
oughfares rentals, considering space, are high. The 
value of transient traffic, producing business by 
show window advertising makes it so. Some stores 
of large dimensions bring comparatively small 
rentals, while smaller, less pretentious places with 
good display possibilities are in demand and of 
greater value. 


ie is claimed that advertising brings people to 


Words Not Always Effective 


This has only been so since the wonderful money- 
making benefits of good show windows were re- 
vealed. Advertising is lifeless unless decorated 
with attractive illustrations. It is to some extent 
dead. It lacks soul. But good window display ad- 
vertising is animated with artistic life and forms 
a business announcement of direct force. One 
glance tells more without trouble and exertion than 
columns of print. It is often said that words can- 
not portray the splendor of many articles. They 
must be seen to be appreciated. So it is with adver- 
tising. Words cannot always adequately describe 
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the object. It is here that the well-dressed window 
acts as a strong business maker. 


Wire Your Home Display 


A seasonable display, easy to install, is shown in 
the photograph. This is one of the monthly window 
trimming suggestions which is offered by the So- 
ciety for Electrical Development to their clients. 

A large panel card, embellished with spring flow- 
ers and foliage, has the inscription: “Wire Your 
Home for Electric Service. It Insures Cool Comfort 
all Summer-long.” This is fastened to the back- 
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Card lettered with a Soennecken pen. The illustration 
is taken from a HARDWARE AGE advertisement of the 
Enterprise Mfg. Company of Pa., Philadelphia 
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Combination brush and pen lettering and an illustration 
taken from a HARDWARE AGE advertisement of Henry 
Disston & Sons, Inc., Philadelphia, Pa. 


ground or hung from the ceiling with fine wire. 
Smaller cards read: “Cook with it,” “Clean with it,” 
“Light with it,” “Iron with it,” “Wash with it.” 
At one end of the display an electric range is placed, 
and at the other end a washing-machine. A unit of 
lamp cartons and lamps on pedestals and glass 
shelves is used as a centerpiece. Cooking devices 
of various kinds and electric irons are arranged in 
the foreground. An electric fan in the middle, an 
electric cleaner in each corner and a “Do It Elec- 
trically” sign complete the display. 

The large card for this display might read: “A 
Do It Electrically Week,” and the smaller ones: 
“Monday, Wash’—“‘“Tuesday, Iron’—‘‘Wednesday, 
Visiting Day” (Have an Electric Lunch)—‘“Thurs- 
day, Sew’—‘“Friday, Clean’”—‘Saturday, Bake’— 
“Sunday, Rest.” Ribbons should run from these 
cards to the devices to be used for the various pur- 


poses. 
Show Cards 


The “Cherry Stoner” card was made throughout 
with the Soennecken pen. The trowel card shows a 
combination of pen and brush lettering. Both of 
these cards are quarter sheets made on a white 
background with black lettering. 


Holley-Mason Hardware Com- 
pany’s Fire 


ee Holley-Mason Hardware Company, Spokane, 

Wash., had a rather serious fire in their 
warehouse building, Saturday afternoon, May 8. 
It entirely gutted the portion of the building 
used as a tinshop, where were manufactured 
Air Tight Queen Heating Stoves and other such 
material. There was also some water damage, as 
that warehouse took care of the company’s entire 
bar iron and steel stock, pipe, fence, woodstock, etc. 
Fortunately, the fire occurred on a Saturday after- 
noon, so that the company was able to throw a full 
crew into the place Sunday morning, which enabled 
them to begin business the following Tuesday 
morning, as they say, the same as ever, with abso- 
lutely no interference to their trade. The loss will 
be comparatively small, only running to about 
$25,000 to $30,000, including the loss to the build- 
ing, the latter requiring a new roof and new floors 
in some places. 

It was also fortunate that the principal loss was 
on winter season goods, such as sleds, air-tight 
heaters, ice plows, etc., which were stored in that 
warehouse. 
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Hardware Clerks’ Association 
Smoker 


HE Hardware Clerks’ Association of New York, 
on Friday evening, May 28, will hold a 
“smoker” and “get-together” meeting at its rooms 
in Chelsea Hall, 248 West Fourteenth street. This 
is to enable the members to become better ac- 
quainted, and to get as many additional members 
as possible. 

The object of the association is the advancement, 
education and betterment of clerks and salesmen 
employed in retail establishments dealing in hard- 
ware and kindred lines. To promote efficiency 
among employes, there will be business talks, lec- 
tures and demonstrations from time to time at the 
regular or special meetings. 

The officers of this association are S. A. March- 
feld, president; C. B. Simmons, vice-president; 
H. A. May, secretary, and A. M. Gerard, treasurer. 

The board of governors consists of M. C. Leibert, 
of M. C. Leibert Company; J. M. Hoghland, Dia- 
mond Expansion Bolt Company; W. E. Bunker, The 
Peck, Stow & Wilcox Company; W. C. Fiedler, 
Yale & Towne Mfg. Company; W. L. Vetter, Mas- 
bach Hardware Company; R. B. Hasbrouck, H. W. 
Johns-Manville Company; P. Mode, American Steel 
& Wire Company; L. Weltner, Welsbach Gas Lamp 
Company; J. Berkowitz, Knickerbocker Oil Com- 
pany; H. S. Adamsbaum, Em-Em Selling Com- 
pany, and J. A. Irwin, James A. Irwin & Company. 


Accessory Jobbers Form National 
Association 


y :  teteds twenty jobbers of automobile accessories 

and sundries, from nearly as many cities, met 
at the Union League Club, Chicago, IIl., on Tues- 
day, May 11, and formed a permanent, national 
organization which is known as the National Asso- 
ciation of Automobile Accessory Jobbers. At this 
meeting a. constitution and by-laws was adopted, 
and the following officers elected: T. M. Brooks, 
president; S. B. Dean, vice-president. The di- 
rectors are as follows: Charles E. Faeth, chairman; 
William L. Ferrier, H. P. Andrae, A. R. Thomp- 
son and W. W. Low. 

The purpose of the organization is to remove 
many of the evils with which this business is con- 
fronted, to adjust slow and bad accounts, and, where 
possible, to put the business in legitimate channels, 
protecting the legitimate jobber in all fair ways. 
It was decided to meet quarterly, and the next 
meeting will be held at the Union League Club, 
Chicago, Ill.,.Wednesday, July 21, 1915. 


Illinois Retailers Form County 
Organization 


5 em retail hardware dealers of Iroquois County, 
Ill., have organized a county association to be 
known as the Retail Hardware Dealers’ Association 
of Iroquois County. 

The objects are: To unite its members in a social 
and fraternal society for their sole benefit and not 
for pecuniary profit; the promotion of brotherly 
and social relations between its members; mutual 
protection, and to assist each other in business. 

The officers elected are: J. G. Holch, Gilman, 
president; E. B. Jones, Thawville, secretary, and 
Robt. Brown, Iroquois, vice-president. 
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Respect ‘‘ Made in U.S. A.’ 


HE American people are reading with 
4 i humiliation reports coming to this 
country from foreign countries that 
manufacturers of merchandise who call 
themselves Americans have been guilty of 
substituting cotton for wool, using shoddy 
and imitation in place of genuine, and paper 
to take the place of leather in the manufac- 
ture of boots and shoes, practicing tricks 
that bring the blush of shame to reputable 
manufacturers everywhere. It is particu- 
larly regrettable to find that there are those 
who are willing for the sake of a small extra 
profit to put in jeopardy the reputation of 
the American manufacturer by hiding be- 
hind the status of contraband goods in time 
of war. Such a course amounts to real dis- 
loyalty at a time when representative Ameri- 
can manufacturers whose dealings have been 
uniformly marked by honesty and integrity 
are working as never before to establish 
trade relations abroad. We are glad to be 
able to say that no complaints of the sort 
have been made concerning the quality of 
American hardware that has gone to foreign 
countries. 


The comments below which appeared in 
the Dry Goods Economist have our hearty 
endorsement: 

“Those few manufacturers who in filling 
contracts with foreign Governments have 
shipped goods which are manifestly inferior 
to samples are doing incalculable injury to 
every other American manufacturer and to 
this country as a whole. They should be 
made to realize this. ) 

“Are the manufacturers of textiles and 
boots and shoes in this country less broad- 
minded or less far-sighted than the pro- 
ducers of shrapnel, shells and other muni- 
tions of war? It would seem so, in the light 
of the reports from Paris as to the failure of 
certain plants in the former lines to deliver 
goods according to sample. 

“The reports in question state that boots 
furnished to the French Government proved 
to be of such inferior quality that the soldiers 
tore them into strips, and that 200,000 pairs 
of socks purchased from American mills 
were found to be 30 per cent. wool and 70 
per cent. cotton, instead of the mixture being 
the other way around. 

“Unfortunately, there is no reason to 
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doubt these statements. On the contrary, 
sufficient evidences of dishonesty on the part 
of American textile concerns in connection 
with the earlier purchases of war supplies 
by the French and British Governments were 
brought to our attention to warrant the 
note of warning to the domestic mills sound- 
ed by the E’conomist at that time. As to the 
complaints regarding the quality of the 
boots, long before the war we ourselves had 
heard serious criticisms from the other side 
as to the difference between samples and 
goods in certain cases. : 

“The present conditions, it should be ob- 
served, are all the more remarkable, in view 
of the published reports as to the exception- 
ally high qualities of the shells supplied by 
American concerns. 

“During our Civil War the attitude of far 
too many concerns in regard to the filling of 
contracts placed by our own Government 
was, decidedly unpatriotic. Even more rep- 
rehensible, however, is any chicanery or un- 
fairness in filling the orders obtained from 
a foreign Power. For it means setting every 
one of that country’s consumers against 
American products of all kinds and of all 
makes, honest merchandise and unreliable 
goods being alike condemned. 

“Those of our manufacturers who are de- 
sirous of winning and holding export trade 
ought to make an effort to find out which of 
our concerns have been guilty of delivering 
inferior goods to foreign Governments. Then 
they should unite in bringing the offenders 
into the limelight, where they can be known 
for what they have done. For of what use 
is it to strive to popularize the phrase ‘Made 
in U. S. A.’ the world over as a standard of 
quality, if we are going to allow the presence 
of traitors in our own camp? 

“In short, those short-sighted, narrow- 
minded manufacturers, who cannot see that 
in cheating the foreigner they are injuring 
the industry of which they form a part, must 
be made to reform or quit. They are just 
the kind of fellows who, if this country gets 
into a muss, will try to skin their own Gov- 
ernment and their fellow-citizens. We want 
no more ‘embalmed’ beef or shoddy uniforms 
here, and we want no such goods shipped 
abroad to besmirch the Honor of ‘Made in 
U. S. A.’ merchandise. The wooden-nutmeg 
manufacturer is in the small minority today. 
He must be driven out altogether!” 
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Spelter and Galvanized Steel 
Products 


HE spectacular advance in the price of 
spelter has not affected the cost of gal- 
vanized steel products as much as might 

have been expected. Spelter has lately been 
selling at practically three prices, compared 
with the low point of last October, and at 
very nearly double the maximum price ever 
reached prior to this year; but galvanized 
steel products have not reached record prices 
by any means. Of the three prominent gal- 
vanized products, wire, pipe and sheets, the 
advance in spelter bears much the most 
heavily upon sheets, as the steel is relatively 
thin and the thickness of the coating is 
therefore proportionately great. Even this 
week’s advance in galvanized sheets places 
the price of No. 28 gauge at only 3.60 cents. 
In the two general steel market advances of 
1909 and 1912 respectively, galvanized sheets 
advanced to 3.50 cents, while in 1907 the 
price was fairly uniform at 3.75 cents, these 
historic high points being respectively $2 a 
ton lower and $3 a ton higher than the pres- 
ent market. One reason why galvanized 
sheets are not still higher is that black sheets 
are extremely low, being at 1.80 cents, 
whereas in 1907 they advanced to 2.60 cents, 
in 1909 to 2.40 cents, and on the 1912 move- 
ment to 2.35 cents. The present spread 
between black and galvanized sheets, 1.80 
cents, or $36 a net ton, is the greatest that 
has obtained in 20 years or more. 


According to the ordinary trade rules gal- 
vanized sheets at 3.60 cents are still too low 
in proportion to the market price of spelter. 
Average prices in the late months of last 
year, before the great spelter advance may 
be taken at about 1.85 cents for black sheets, 
2.85 cents for galvanized and 5 cents for 
spelter. One familiar rule is to allow an 
increase of $1 a ton in the spread between 
black and galvanized sheets for every 30 
cents per 100 pounds that spelter advances. 
According to this rule an advance of 9 cents 
in spelter, from 5 cents to 14 cents, would 
call for an increase of $30 a ton in the $20 
spread; whereby if black sheets were 1.80 
cents galvanized sheets should be no less 
than 4.30 cents. It is evident, however, that 
this rule is more likely to be followed by the 
market when an advance in spelter is keep- 
ing company with advancing prices and 


increasing demand in all commodities. 
Advances in galvanized sheets in the past 
have been due in part to increased demand, 
the advance in spelter being partly incidental. 


It is quite certain that the price of gal- 
vanized sheets is not being kept down at this 
time by the sheet mills having large quan- 
tities of spelter in stock or on contract at 
prices much below the present. It is known, 
indeed, that throughout the recent rise in 
spelter the majority of the independent, mills, 
if not all, had greater obligations in gal- 
vanized sheet contracts than they had 
spelter with which to fill them. Some of the 
mills were filling contracts at large losses 
when they felt themselves unable to advance 
their selling prices because the sheets they 
were furnishing on contracts were - being 
offered in the open market in competition 
with them. The experience will no doubt 
lessen the eagerness of the sheet mills in 
future to make large contracts with jobbers. 


During the rise of spelter in the past few 
months there has been a difference of opinion 
among buyers as to the genuineness and 
probable permanence of the advance. The 
brass manufacturers appear to have become 
alive to the situation early, and to have 
bought brass special spelter very freely for 
long periods ahead. The galvanizing indus- 
tries, on the other hand, found difficulty in 
taking the advance seriously. The differ- 
ence in viewpoint was probably due in large 
part to differences in environment. The 
brass mills were enjoying an excellent trade 
and selling their product far ahead, while 
the galvanizing industries were suffering 
severely from the depression, and it was 
naturally more difficult for them to realize 
that any other industry was prosperous. 
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The statistical fact, however, is that spelter 


exports of the United States, from practi- 
cally zero befgre the war, increased so rapidly 
that in the seven modnths, from September to 
March inclusive, they averaged an annual 
rate of about 170,000 net tons a year, which 
is almost one-half the 346,676 tons the 
United States produced in 1913, although 
that production was the record. Naturally 
such a large additional trade could not be 
thrust upon the United States without the 
market feeling its effects. It is surprising, 
however, that the 64,000 tons of unsold 
stocks reported as in the hands of producers 
at the middle of last year should have been 
absorbed so quickly. 
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Growth of the F. W. Heitmann 


Company’s Business 


foe 1855, F. W. Heitmann was a partner in the 
firm of Allen & Heitmann, who established 
their business on the same site that the present 
concern now occupies. Later this firm was suc- 

















F. W. Heitmann, founder of the business 


ceeded, because of the retirement of Mr. Allen, by 
Fox & Heitmann, who so continued until 1876, when 
the firm became the F. W. Heitmann Company. 

The founder, F. W. Heitmann, died in 1889, when 
the present manager and son, F. A. Heitmann took 
charge, and later, in order to perpetuate the firm 
name, incorporated the business in 1903, having 
since conducted its affairs upon the same high busi- 
ness principles that were its foundation during his 
father’s business career. 

















F. A. Heitmann, president of the F. W. Heitmann 
Company 


In 1865, Houston was a town of about 6,000 peo- 
ple, and the principal goods sold were imported 
from Germany, Belgium and England, which were 
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shipped to Galveston in sailing vessels, then re- 
loaded in smaller vessels and brought to Houston 
through what is now known as the ship channel. 

The Heitmann trade was derived from all over 
the South, and central Texas, extending long dis- 
tances, the goods being transported from Houston 
principally by ox teams that came usually in trains 
of five or six for safety against the depredations of 
the Indians, who were numerous and hostile in 
those days. 

As the country has grown the firm has developed, 
having kept pace with the trend of the times. It 
is claimed to be the first concern in that territory to 
publish a printed catalog in 1871, and the first to 
publish an illustrated catalog in Texas. 

The business was first started as an iron and 
heavy hardware store, but additions have been made 
to the stock from time to time, until now the mer- 
chandise comprises not only most everything in 
heavy hardware but a general line of shelf hard- 
ware, including full assortments of builders’ hard- 
ware. 

The business is conducted now by F. A. Heitmann, 
the president, aided by a board of directors, com- 
posed of F. Fourcade, who has had a continuous and 
active service since 1874, and H. A. Neumann, who 
has been actively associated in the business for 
twenty-five years, together with James W. Dittmar, 
who has been there for twenty years. 


Newark Retail Hardware Men 
Listen to Plane Lecture 


HE members of the retail association of hard- 
ware men, Newark, N. J., held their regular 
monthly meeting at the Down Town Club in the 
Kinney Building, Newark, Thursday night, May 20. 
Instead of transacting business according to the 
customary routine, the meeting was at once turned 
over to Murray Sargent of Sargent & Co., New 
Haven, who explained very intelligently in detail the 
innumerable points in the manufacture and use of 
carpenters’ wood, iron and steel planes. 

He had there a complete exhibit of planes of the 
different varieties, showing the line together with 
various scrapers and similar tools. These were 
mounted loosely on several sample boards and placed 
on tables, to be handled and examined at will, by 
the audience, both before and after the talk of an 
hour and a half. 

The line covered bench and block planes, the prin- 
cipal styles being smooth, jack, fore and jointer 
planes of the bench type. 

Samples of wood, hard and soft, were shown 
worked into moldings, using some of these planes 
made for that particular purpose, one of which is 
obtainable with from say 15 to 50 different plane 
irons or cutters, by means of which to produce al- 
most any wood molding at will. 

Other varieties including adjustable rabbet, fillet- 
ster, dado, circular router and scraper planes were 
explained; all of which considerably increased the 
stock of knowledge along this line, not only of the 
merchants present, but many salesmen and clerks 
whose business it is to handle such lines of tools. 

After the address a collation was served to the 
large company present. 


The Acrobats of Politics 


N the crowded Assembly Chamber where Martin had © 


fought many a hard fight and where he had won 
a State reputation, Martin was sworn in at 10:30 
o’clock last night by Supreme Court Justice Trenchard, 
with Governor Fielder standing at his side and with 
every member of the Assembly on his feet.—Jersey 


Journal. 
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The Problem of the Parcel Post—Extra Session of Congress Probable— 
Pan-American Conference in Session 
By W. L. CROUNSE 


WASHINGTON, May 24, 1915. 

FLOOD of light has been shed upon the mysti- 
A fying problem as to how the Postoffice De- 

partment is able to figure that the parcel post 
is not losing money by a carefully prepared state- 
ment emanating from a committee of conservative 
railroad men appointed to protect the interests of 
the roads in the long-standing controversy with the 
Postoffice Department regarding pay for carrying 
the mails. If a retail merchant could run his busi- 
ness as the Government appears to be operating the 
parcel post, by selling his goods for cash and let- 
ting his creditors whistle for their money, the trade 
would soon be full of plutocrats. 

No opponents of parcel post fought the proposi- 
tion any more consistently, logically or energetically 
than the hardware retailers, and no organization 
got in any more telling blows than the National Re- 
tail Hardware Association, whose chief contentions 
were, first, that the Government could not afford a 
service that any of the advocates of the system 
would be satisfied with, and, second, that the big 
mail order houses would rake off the lion’s share of 
the money the Government would lose at the pro- 
posed rates. 


Anti-Parcel Post Campaign Justified 


Now, look at the results. The Bristow report has 
confirmed practically every argument put forward 
by M. L. Corey and his able lieutenants, and one of 
the big mail order houses has already cut a $20,000,- 
000 melon. Twenty million dollars! Isn’t it an odd 
coincidence that this should be the exact amount of 
the estimated postal deficit for the current fiscal 
year? It looks as though the Government would 
have had a handsome surplus instead of a shortage, 
if Congress had not so obligingly handed over the 
postal revenues to the catalog octopus. A melon 
for the mail order houses is a lemon for Uncle Sam! 

But read the explanation which President Ralph 
Peters, of the Long Island Railroad, and chairman 
of the Special Committee on Railway Mail Pay, 
gives of the way the Government avoids a $50,000,- 
000 deficit on account of the parcel post by compel- 


ling the railroads to handle the merchandise of the 


catalog houses for nothing. Mr. Peters says: 
“The parcel post has had a tremendous growth. 
Yet despite such tremendous increment in mail traf- 


fic, the Postoffice Department has adhered to the old 
practice of weighing the mails and readjusting the 
pay of the railroads only at four-year intervals, thus 
obtaining the transportation of a considerable vol- 
ume of mail during the intervening years without 
payment. 

“These ‘quadrennial weighings’ are not made 
simultaneously. The country is divided into four 
sections and a weighing is held in one of these sec- 
tions each spring. Since the inauguration of the 
parcel post the mails have been weighed in only 
two out of the four sections. In the other two sec- 
tions. the parcel post is being carried without pay, 
save for certain arbitrary allowances, conferring in- 
creases averaging three to four per cent in mail 
pay, which Congress authorized the Postmaster- 
General to make, in his discretion. 

“These arbitrary allowances have been much 
more than offset by the increases in the weight 
limits and scope of the parcel post which have since 
been made without any accompanying compensation 
to the railroads handling the increased traffic. 


How the Department Beat the Railroads 


“For instance, in the territory embracing all the 
states from New York to Virginia, inclusive, and 
reaching as far west as Pittsburgh and Buffalo, the 
heaviest mail traffic in the country is handled. The 
mails were weighed in this section in the spring of 
1913. The parcel post had then only been estab- 
lished a few weeks and the original weight limit of 
11 pounds was in effect. On July 1, 1913, the rail- 
roads in this section received an adjustment in pay 
to correspond with the results of that weighing. 

“Six weeks after this adjustment of pay went into 
effect, the Postmaster-General increased the weight 
limit of the parcel post to 20 pounds per package, 
and reduced the postage rates. On January 1, 1914, 
the weight limit was again advanced to 50 pounds 
in the first and second zones, where the bulk of the 
traffic is handled. Books and catalogs have been 
admitted to the parcel post, and an immense mail 
traffic has been built up in them. Senator Bris- 
tow’s Parcel Post Committee recently reported to 
Congress that one great mail order house is saving 
$1,000,000 a year on its catalogs alone through ship- 
ping them by parcel post. The Postoffice Depart- 
ment has also used every endeavor to expand the 
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parcel post as a commercial freight service, and has 
even acted as intermediary for the sale and’ dis- 
tribution of farm products through this channel. 
. “For all the great increases in the volume of the, 
parcel post that has been effected by these vatious 
means since July 1, 1913, the railroads in the ter- 
ritory described have not received one cent of com- 
pensation, nor will they, under the ‘quadrennial 
weighing’ system, until July 1, 1917. 

“It is a conservative estimate that, taking the 
country as a whole, the railroads today are carrying 
fully 50 per cent. of the parcel post without pay- 
ment, and this represents a commercial freight and 
express service worth millions of dollars per year 
which the Government is requiring the railroads to 
render for nothing.” 

Is it any wonder the impression is rapidly gain- 
ing ground that the whole parcel post business has 
assumed the proportions of a national scandal, de- 
manding a searching Congressional investigation? 
Isn’t it a bit startling that while one mail-order 
house is dividing up $20,000,000 among its stock- 
holders, poor old Uncle Sam has a cash balance of 
only $14,101,239? 

Let every retailer write to his Congressman sup- 
porting the proposition for an internal revenue tax 
on parcel post packages to help piece out the Treas- 
ury shortage! 


Extra Session of Congress Probable 


News of great importance has just reached Wash- 
ington in the form of a telegraphic interview with 
Representative Claud Kitchin, Democratic leader of 
the House of Representatives and Chairman of the 
Ways and Means Committee. Mr. Kitchin says that 
he expects Congress to be called in extra session 
in the fall to “take care of the revenue problem.” 
He adds that there is a greatly decreased national 
income, “due to fewer imports on account of the 
European war” and that “the income tax returns 
will show a falling off because business men are 
naturally feeling to some extent the effects of the 
war.” 

Experienced observers in Washington have felt 
for some time that Congress would be called to- 
gether before the regular meeting day next Decem- 
ber. Next to President Wilson himself, Mr. Kitch- 
in is the best authority on the subject, for the rea- 
son that, as chairman of the Ways and Means Com- 
mittee, he will have to frame the proposed revenue 
legislation, and is closely studying the situation. 


Trade Commission Begins Hearings 

The Federal Trade Commission has begun a se- 
ries of informal conferences at its headquarters in 
this city with business men who have problems, 
more or less serious, upon which they desire the 
opinions of the Commissioners. During the past 
week half a score of manufacturers, merchants and 
others have conferred with Chairman Davies and 
his associates and all have expressed themselves as 
greatly pleased with the opportunity to talk over 
business questions with such high authorities and 
under such favorable circumstances. In all cases 
these conferences have been as confidential and in- 
formal as a retail merchant’s chat with the cashier 
of his local bank, and in most cases the advice given 
by the Commissioners, while in all respects reliable 
and of great practical value, has been wholly un- 
official. 

The Trade Commission will next week make a 
formal beginning of its projected investigation 
concerning the advisability of permitting combina- 
tions of American manufacturers and exporters for 
the extension of our foreign trade. Public hearings 
will be held at the Chamber of Commerce in Boston, 
Mass., on June 1 and 2 and at the New York Cus- 
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tom House on June 3, 4, and 5. A large number of 
well-known business men engaged in the production 
and sale of goods for export have been invited to 
attendthe hearings and give their views as to the 
necessity for combinations and the scope and char- 
acter of the special legislation which Congress must 
enact to exempt such organizations from the opera- 
tion of the anti-trust laws. 


Pan-American Conference in Session 


The Pan-American Financial Conference assem- 
bled here today no less than 57 foreign delegates 
representing eighteen of the twenty Latin-American 
Republics—Hayti and Mexico alone having no dele- 
gates—being present. More than one hundred 
American bankers and business men have been in- 
vited by the Secretary of the Treasury to meet and 
confer with the distinguished Latin-Americans who 
are here as the guests of the Government. The 
American delegates will be divided into eighteen 
committees, each of which will be assigned to con- 
fer with the delegates representing one of the 
Latin-American Republics, and in this manner the 
peculiar problems of each country with respect to 
its financial and trade relations with the United 
States will be discussed and measures for their im- 
provement considered. 

The delegates, after devoting the present week to 
the discussion of various commercial problems in 
Washington, will start May 31 on a tour of inspec- 
tion of the principal manufacturing plants of the 
East and Middle West for the purpose of securing 
first-hand information as to recent industrial de- 
velopment in the United States. 


Collapse of Industrial Relations Commission 


The United States Commission on Industrial Re- 
lations, which has been holding a three weeks’ ses- 
sion in Washington, has about finished its work and 
will soon begin the preparation of its final report, 
which must be completed before August 23, when 
the life of the commission expires in accordance 
with the law by which it was created. This un- 
wieldy body of nine members has spent nearly three 
years and a large amount of public money in con- 
ducting an investigation into the relations of labor 
and capital, but its work has been rendered abso- 
lutely fruitless because of the extraordinary con- 
duct of Chairman Frank P. Walsh, who has domi- 
nated the commission and conducted its hearings 
along lines which render its work utterly valueless. 

Early in the sessions of the commission, which is 
a quasi-judicial body and should, therefore, conduct 
its inquiries with absolute impartiality, Mr. Walsh 
manifested a strong bias against the business men 
of the country and in favor of organized labor and 
various forms of socialism. His browbeating of 
witnesses, whom he has stigmatized as belonging 
to the “capitalist” class, recently resulted in a 
written protest presented to him by his colleagues 
of the commission, but, apparently, he has not been 
influenced to modify his course. 

President Wilson, greatly incensed at the chair- 
man’s conduct, which has defeated the purpose for 
which the commission was organized, has pointedly 
refused to furnish the commission with documents 
called for by Mr. Walsh and it is believed that if 
the end of the commission were not already in sight 
the chairman would be relieved and a new one ap- 
pointed. It is greatly to be regretted that so much 
time and money should have been wasted and an 
important investigation brought to naught. 


WILLIAM AITKEN, of Craig & Aitken, 654 George 
street, Brickfield Hill, Sydney, Australia, was a visitor 
at the HARDWARE AGE offices last week. Mr. Aitken is 
looking for hardware accounts to represent in Australia. 























METAL BRANCH OF THE NATIONAL 
HARDWARE ASSOCIATION MEETS 
IN PITTSBURGH 


Interesting Papers Presented—Essay Contest Prizes Awarded 


of the National Hardware Association of the 

United States was held in the Fort Pitt Hotel, 
Pittsburgh, on Friday and Saturday, May 21 and 
22, 1915. The attendance was fairly large and 
very representative of leading manufacturers and 
jobbers in the sheet and tin-plate trades. A feature 
of the meeting was the number of interesting pa- 
pers presented, notably on the spelter situation in 
relation to the increased cost of galvanized sheets, 
and also as to the best methods for securing an in- 
creased use of terne plates for roofing purposes. 

The first session was called to order at 11 o’clock 
Friday morning by W. H. Donlevy, of Carter, Don- 
levy Company, Philadelphia. Chairman Donlevy con- 
gratulated those present on the attendance, and the 
prospects of valuable discussion on the subjects to 
be presented. He then introduced A. J. Bihler, of 
the James C. Lindsay Hardware Company, Pitts- 
burgh, and who is president of the National Hard- 
ware Association. In a few words Mr. Bihler set 
forth the benefits that had already come to mem- 
bers of the Metal Branch of the National Hardware 
Association and others that are prospective. Mr. 
Bihler said that the jobber of tin plate and sheets, 
and, in fact, all metal products, should work in close 
harmony with the manufacturer, as their interests 
are identical. He said that both should use their 
best efforts to secure the highest class of products, 
and also to instruct the consumer in every way pos- 
sible that it is to his interest to use the best mate- 
rials in laying a roof or putting a siding on a build- 
ing, as it costs no more to lay a roof made of the 
best terne plate than it does a cheap roof. 

The report of the entertainment committee was 
then presented by W. C. Carroll, of the American 
Sheet & Tin Plate Company. Mr. Carroll stated 
that there would be a dinner, smoker and vaude- 
ville entertainment in the Assembly room of the 
Fort Pitt Hotel at 7 o’clock on Friday evening. Also, 
that arrangements had been made to reserve a num- 
ber of boxes at the Federal League ball game be- 
tween Pittsburgh and Baltimore and that members 
would be taken from the hotel to the grounds in 
automobiles. 

The report of the metal committee, of which W. 
H. Donlevy is chairman, was then presented as fol- 
lows: 


Tr fourth annual meeting of the Metal Branch 


INCE we last met in this city, membership in our 

association has been opened to the manufacturers, 

a majority of whom, it is pleasing to state, have 
joined us. 

We believe a closer contact in one organization of 
both jobber and manufacturer will better enable us to 
exchange ideas and suggestions pertaining to our busi- 
ness and if the occasion should arise help to iron out 
the wrinkles. We seem to be slowly accomplishing 
some of the aims of our association. 

Information comes to us from various sources of an 
increased demand for high-grade products, and an in- 
creased consumption of heavier gauges in certain forms 
of finished materials. 

There seems to be an increased effort toward im- 
proving the quality of materials which we handle and 


our thanks are due those manufacturers who are work- 
ing along these lines. 

During the past year, business in all lines has been 
more or less depressed, but it has been an eventful pe- 
riod in the metal industry. 

The outbreak of the awful European conflict has pro- 
duced a condition in values in the metal markets, ab- 
solutely unprecedented, creating abnormal prices, alike 
in metals which we both import and export. 

This unusual experience has brought into prominence 
a number of subjects or questions, such as elastic con- 
tracts, following the market, etc., which are of timely 
interest to us and which no doubt will be discussed at 
this meeting. 

As you are aware, your metal committee projected a 
prize contest for the best articles on the subject of 
“The Advantages of Terne Plate and Sheet Metals 
Over Other Materials for Roofing.” The objects we 
sought to accomplish by this contest are fully set forth 
in the leaflets, which you all received. 

This contest aroused much interest on the part of our 
membership and the demand for the folders was very 
large, nearly 60,000 having been distributed to our 
members. 

The sheet metal workers throughout the country 
seemed to appreciate our object and we received arti- 
cles from every section, and the judges have been en- 
abled to select the prize essays, which, with your per- 
mission, will be read before we finally adjourn. 

Your Metal Committee invites correspondence from 
all the members on any subject of interest to any mem- 
ber in any section. Letters addressed to the chairman 
or secretary will have prompt acknowledgment and at- 
tention. 

Please bear in mind we cannot correct or change any 
condition that would involve in the remotest degree 
anything resembling a price agreement. Our work is 
entirely of an educational nature. 

Our association is growing in membership, but more 
members do not always constitute strength. 

Personal, active interest in the questions which con- 
front us will aid materially in accomplishing the ob- 
jects which, as an association, we have in view. 


The first paper taken up was that entitled “What 
can we do to increase the sale of Terne Plates?” and 
was presented by F. M. Fuller, assistant manager 
of sales of the American Sheet & Tin Plate Com- 
pany. 2 

The paper of Mr. Fuller was fully discussed, 
nearly every member having something to say. 
From the standpoint of the jobber the opinion 
seemed to be that one way in which the manufac- 
turers can increase their sales of terne plate for 
roofing and other purposes was to increase the qual- 
ity and do away as much as possible with complaints 
about tin roofs of their short life, owing to various 
defects. On the other hand, the manufacturers of 
terne plate stated that business was already un- 
profitable, and it would be impossible to sell terne 
plates at present prices and make them of a higher 
quality by adding more coating. The question was 
also fully discussed as to whether any trouble found 
with terne plates was due to the coating on the 
sheet or to its base. This provoked a very wide 
discussion, and it was the opinion that it is more 
often the base of the terne plate that caused the 
trouble rather than the cutting. One member sug- 
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gested that a campaign of education should be 
started, the object being to induce roofers to use 
heavier coated plates, the fact being pointed out 
that it costs no more to lay a tin roof of plates 
carrying 20 pounds of coating than it does one 
carrying only 8 pounds, and that the life of the 
roof was certain to be much longer. : 

W. C. Carroll, assistant sales manager of the 
American Sheet & Tin Plate Company, suggested 
that the matter be settled by the chairman appoint- 
ing a committee of five, two manufacturers of terne 
plate, two manufacturers and jobbers of terne plate, 
and one leading jobber, this committee to get to- 
gether and co-operate with the other manufacturers 
in suggesting ways for improving the quality of 
terne plate, and to also devise means to increase its 
sales. One idea is to enclose in each box of terne 
‘plate a card, setting forth three or four specific rea- 
sons why terne plate, when properly made, is the 
best roof that can go on a building, using this set 
of cards for a month or so and then getting up oth- 
ers. Chairman Donlevy stated that the committee 
would be appointed later. 

The next paper presented was by Frank K. Chew, 
editor of Metal Worker, Plumber and Steam Fitter, 
on the subject of “Ways and Means by Which the 
Manufacturers and Jobbers Can Increase the Sale 
of Their Products.” 

Mr. Chew’s paper was very favorably received 
and was quite fully discussed. It was the sense of 
the meeting that he had brought out some new ideas 
which, if carried out, would no doubt have the effect 
of bringing about increased sales, not only for 
sheets and terne plate, but other products of manu- 
facturers, and also by jobbers as well. 

The convention then adjourned to meet at 2 p. m. 

The convention re-convened at 2:30 p. m., the 
first subject brought up being a discussion of the 
business outlook. F. A. Heitmann, of the F. W. 
Heitmann Co., Houston, Texas, spoke for the South. 
He stated that business conditions in his section of 
the country were slowly but gradually improving, 
and he believed the outlook was favorable. The 
European war had not brought much demand for 
the products made in Texas, but the farmers were 
having a very good demand for their products and 
with good prices. 

Henry E. Nickerson, of the Congdon & Carpenter 
Company, Providence, R. I., spoke for the New Eng- 
land district, and stated that as a result of the war 
machine shops and builders of machine tools in 
New England, and especially in Providence, had 


had a very large influx of orders, some concerns - 


working night and day with all the business they 
could take care of for many months ahead. He re- 
ferred to large concerns, such as Brown & Sharpe, 
Jones & Lamson and many other well known makers 
of machine tools whose plants were being operated 
to utmost capacity, and stated that business condi- 
tions in New England were better than they had 
been in any time in more than two years. 

F. L. Hawes, of Treman, King & Co., Ithaca, 
N. Y., spoke for the eastern district, and was very 
optimistic in his remarks. Mr. Hawes stated that 
farmers in his territory were very prosperous and 
were heavy buyers of farming machinery and other 
products. Mr. Hawes owns a farm six miles out 
of Ithaca and stated that in that short distance no 
less than five large new barns, equipped with up-to- 
date silos were being erected, the first time in many 
vears that this condition has obtained. Mr. Hawes 
stated that if the railroads were buying their nor- 
mal needs, the country would not be able to supply 
the demand for steel and other products. He said 
that some railroads were not buying as much mate- 
rial as an ordinary sized blacksmith shop. 


Hardware Age 


Reports were also submitted from other districts, 
and the consensus of opinion was that general busi- 
ness conditions everywhere had greatly improved in 
the last few months, partly due to the heavy orders 
for war materials being placed in this country, and 
that the outlook for the future was brighter than at 
any time for many months. 


The next subject taken up was “The Service 
Which the Jobber Renders the Mill in the Distribu- 
tion of Its Output. How Can the Jobber Be More 
Efficient?” A paper on this subject was presented 
by Edgar Lyon, of Lyon, Conklin & Company, 
Inc., Baltimore, Md. 


W.S. Horner, Pittsburgh district manager of the 
American Rolling Mill Company, Middletown, Ohio, 
led the discussion, stating that there were three 
ways in which the jobber can be more efficient and 
render better service to the mills. The first was to 
obtain better prices, the second, to sell more goods, 
and the third, to work with the manufacturer in 
order to eliminate the flexible contracts, which 
are looked upon as being unbusinesslike and 
sure to disappear in the near future. Mr. 
Horner pointed out that usually contracts made 
between the jobber and the mills were sim- 
ply an option that the jobber exercised if it 
was to his advantage to do so. He stated that the 
mill was not altogether blameless, as very often in 
period of depression the mill would make con- 
tracts with jobbers which it felt at the time would 
not be taken out unless conditions would materially 
improve. Mr. Horner suggested that there were 
three ways in which flexible contracts could be 
eliminated. One, by closer co-operation between 
manufacturers and jobbers with the object of for- 
mulating a contract that would be binding on both 
parties; second, to take the matter up with the 
Federal Trade Commission, or, third, to secure an 
iron-clad contract by legislation. This subject was 
also discussed by the other delegates, and it was 
the sense of the meeting that jobbers and manufac- 
turers alike should use their best efforts to formu- 
late a contract, not only for the sale of sheet and 
tin mill products, but other goods as well, that 
would be binding on the jobber and on the mill. 


The next subject taken up for discussion was 
“Good Buying and Good Selling.” This was opened 
by Harry A. Doten, of Austin & Doten, Boston, 
Mass. Mr. Doten stated that good buying and good 
selling should go hand in hand, as a jobber who 
made a good purchase was usually able to make a 
good sale. He believed that many jobbers over- 
estimated their actual needs and often carried larger 
stocks of goods than were necessary. He gave a 
number of instances showing the results obtained 
when the jobber works closely with the manufac- 
turer, and the latter advises his jobber as to the 
amount of goods he should purchase, and the best 
seasons of the year in which to buy them. W. E. 
Manning, manager of sales for the Youngstown 
Sheet & Tube Company, Youngstown, Ohio, also 
spoke on this subject, and in his remarks stated 
that close co-operation between the jobber and the 
mill was certain to be beneficial to both. He believed 
the mill was nearly always in a position to advise 
its customer as to purchases of goods, and to give 
him assistance in disposing of them. This subject 
was also discussed by other delegates and many good 
ideas were brought out. 


Announcement was then made that the American 
Sheet & Tin Plate Company had a test station at 
Demler, Pa., a few miles from Pittsburgh, where 
copper bearing sheets and tin plate were being 


tested for atmospheric conditions, and that the 
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company would be glad to have the delegates go to 
Demler and inspect these sheets. The result was 
that nearly all the delegates left Pittsburgh on a 
train at 4 p. m. for Demler and spent more than an 
hour inspecting the test methods of the American 


‘Sheet & Tin Plate Company used in testing its cop- 


per bearing sheets and terne plate. Terne plates 
were being tested that carried from .10 and higher 
in copper content, and under severe test had been 
impervious to weather conditions. 

The next subject taken up was that of “Shipments 
of Less Than Carload Lots Direct from the Mills.” 
A paper on this subject was presented by F. L. 
Greely, of the Herrick Company, Boston, Mass. 

As many of the delegates had gone to Demler on 
the invitation of the American Sheet & Tin Plate 
Company, it was decided to adjourn the meeting un- 
til Saturday morning. 

In the evening a dinner, smoker and vaudeville 
entertainment was provided for the guests and 
was highly enjoyable in every way. The chief 
speaker of the evening was George P. Early, 
special agent of the American Sheet & Tin 
Plate Company, who spoke on the subject of 
“Fellowship.” Mr. Early made a very happy ad- 
dress that was thoroughly enjoyed. There were also 
a number of vaudeville numbers presented. F. O. 
Schoedinger, of F. O. Schoedinger & Co., Columbus, 
Ohio, who recently returned from an extensive trip 
to South America, then gave an interesting talk on 
his travels and what he saw. Mr. Schoedinger re- 
ferred to the beautiful buildings in the larger cities 
of South America, and to the fine, wide boulevards 
in Buenos Ayres and Montevideo, each of which is 
said to have cost $6,000,000 or more. His talk was 
very entertaining and he was given a vote of thanks. 

At the Saturday morning session, which con- 
vened about 11 o’clock, the chairman stated that 
H. L. McKensie, of the Canton Corrugating Com- 


- pany, Canton, Ohio, who was to present a paper on 


the subject of “The Conditions of the Conductor 
Pipe and Eaves Trough Business,” was not present. 
He therefore called upon J. C. Wicks, of the Garry 
Iron & Steel Company, Niles, Ohio, who made a 
brief statement of conditions in this branch of the 
trade. Mr. Wicks stated that the eaves trough and 
conductor business, like other lines of metal prod- 
ucts, was only in fairly satisfactory condition, prices 
ruling low and demand only fair. The rapid ad- 
vance in spelter naturally increased prices on gal- 
vanized eaves trough and conductor materials, and 
it was hard to obtain a corresponding advance from 
the customer. It was stated by H. A. Doten, of Aus- 
tin & Doten, Boston, Mass., that some time ago his 
firm stopped the practice of allowing freight on 250- 
foot lengths, and to allow the freight only on 500- 
foot lengths or more. 

A paper was presented by W. S. Horner, Pitts- 
burgh district manager of the American Rolling 
Mill Company, Middletown, Ohio, on the subject of 
“The Reasons For the Advance in the Price of 
Spelter.” This paper was only very briefly dis- 
cussed. 

This was followed by a paper by W. H. Abbott, 
of the Wheeling Corrugating Company, Wheeling, 
W. Va., on the subject of “The Effect of the Spel- 
ter Market on Galvanized Sheets.” 

The last business taken up was the awarding of 
prizes for the prize essay contest inaugurated 
some time ago. The secretary reported that 92 
essays were submitted, coming from 29 states and 
some from Canada. Judged on their merits, the 
prizes awarded were as follows: First prize, $50, 
to John Troland, Norwich, Conn.; second prize, 
$25, Charles D. Puckett, Dallas, Tex.; third prize, 
$15, H. A. Daniel, Newburgh, N. Y.; fourth prize, 
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$10, Moses Slusky, Augusta, Ga., and fifth prize, 
$5, Robert Anderson, Jersey City, N. J. It was 
also decided to get prices for printing the first 
three essays in one pamphlet, these to be supplied 
to manufacturers and jobbers of tin and terne 
plate, allowing them to put their imprint on the 
first page and the pamphlet to be distributed to the 
customers. This prize essay contest was devoted 
to the subject of “How the Sale of Tin and Terne 
Plate Can Be Increased; Why Tin Roofing is Cheap- 
er and Has a More Pleasing Appearance Than Any 
Other Kind, and the Best Methods of Applying 
Same.” The contest evoked much interest and was 
regarded as very successful in every way. Some 
matters of minor importance were then consid- 
ered, and the convention adjourned about 12:30 
p. m. 

Manufacturers present at the meeting were 
Harry A. Lord and W. S. Horner, American Roll- 
ing Mill Company, Middletown, Ohio; J. J. Wat- 
son and James W. Hitchcock, Phillips Sheet & Tin 
Plate Company, Steubenville, Ohio; G. L. Follans- 
bee, John Follansbee and W. B. Slifer, Follansbee 
Brothers Company, Pittsburgh, Pa.; W. B. Hig- 


‘ gins, L. S. Thomson, J. H. McCloy and G. C. Shidle, 


LaBelle Iron Works, Steubenville, Ohio; Frank H. 
Colladay, E. T. Sproull, William M. McFate, R. P. 
Farrington and H. S. Buck, Trumbull Steel Com- 
pany, Warren, Ohio; J. C. Wicks, Garry Iron & 
Steel Company, Niles, Ohio; A. J. Krantz, Reeves 
Mfg. Company, Canal Dover, Ohio; C. A. Irwin, 
Canton Sheet Steel Company, Canton, Ohio; Wal- 
ter G. Carroll and Fred M. Fuller, American Sheet 
& Tin Plate Company, Pittsburgh, Pa.; Robert 
Lock, Apollo Steel Company, Apollo, Pa.; W. E. 
Manning and J. B. Roberts, Youngstown Sheet & 
Tube Company, Youngstown, Ohio; D. H. Wag- 
ner, E. L. Westwood, W. H. Abbott and J. Kent 
Boyd, Wheeling Corrugating Company, Wheeling, 
W. Va. 

The jobbers present at the meeting were Fred 
L. Greely, of the Herrick Company, Boston, Mass.; 
Edgar Lyon, of Lyon-Conklin & Company, Inc., 
Baltimore, Md.; C. H. Nelson, C. H. Nelson Metal 
Company, Baltimore, Md.; Charles J. Riter, of 
Riter Brothers & Co., Philadelphia, Pa.; F. L. 
Hawes, Treman, King & Co., Ithaca, N. Y.; William 
E. Waters, Merchant & Evans Company, Phila- 
delphia, Pa.; James P. McFarland and Frederick 
A. Fable, Gummey, McFarland & Co., Philadel- 
phia, Pa.; W. H. Donlevy and Richard J. Smith, 
Carter, Donlevy & Co., Philadelphia, Pa.; Z. T. 
Hall, Jr., Hall & Carpenter, Philadelphia, Pa.; H. H. 
Rudd and O. J. Frey, George Worthington Com-- 
pany, Cleveland, Ohio; Frank J. McNeive, W. F. 
Potts, Son & Cop., Inc., Philadelphia, Pa.; Walden 
C. Nimmo, E. L. Parker & Nimmo Company, Bal- 
timore, Md.; J. B. Silliman, Elish, Mize & Silli- 
man Hardware Company, Atchison, Kansas; J. J. 
Fite,, Lockwood, Lustkemeyer, Henry Company, 
Cleveland, Ohio; F. A. Heitmann, F. W. Heit- 
mann Company, Houston, Texas; A. K. Raub, 
Sheet Metal & Supply Company, Lancaster, Pa.; 
Edward T. Adams, Marshall Brothers & Company, 
Philadelphia, Pa.; A. J. Bihler, J. C. Lindsay 
Hardware Company, Pittsburgh; W. S. Wright, 
Wright & Wilhemy Company, Omaha, Neb.; Harry 
A. Doten, Austin & Doten, Boston, Mass.; Edwin 
E. Farnham, Richards & Company, Inc., Boston, 
Mass.; Fred L. Avery, Avery & Saul, Cleveland, 
Ohio; J. W. Williams, Williams Hardware Com- 
pany, Clarksburg, W. Va.; Henry E. Nickerson, 
Congdon & Carpenter Company, Providence, R. I.; 
R. D. Love, Betz Pierce Company, Cleveland, Ohio, 
and T. James Fernley and George A. Fernley, Phil- 
adelphia, Pa. 
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PUBLICITY FOR THE RETAILER 


A 5-Column Ad that Brought Results—Other Interesting 


No. 1 (5 cols. x page depth).—The Newman 
Hardware and Supply Company of Sedalia, Mo., 
send us this ad and tell us that it produced good 
business for them. Sedalia folks are not a whole lot 
different from the folks you do business with, and 
there is no reason why an adaptation of this ad 
won’t get you some of the same sort of business 
that came over the Newman counter. To begin with, 


m, 6We have no old goods to 


work off. All goods of- 
fered in this sale are 
Bright and New. 


Aheumaws. 


Announcements 


one thing making for pulling power in this ad is its 
large size, although size alone would not have made 
the ad resultful. But size, cleverly handled, is a 
potent advertising factor. If you will look at this 
ad closely you will see at the top, in display, an 
immediacy thought—a time limit on the sale. The 
immediacy thought has been demonstrated time and 
again to be a wonderful “‘action-getter.”” It operates 
on the old angle of human nature that you desire a 


It Sold the Goods 





Special Sale & Showing of Seasonable Goods 


The Special Prices Quoted Are Good For 
Friday and Saturday Only, May 7th and 8th 


We sell far Cash, conse- 
quently for less. We 
give valuable cash 
checks—save them. 


Ahewmiaws.. 





AS USUAL, the specially priced goods offered in this sale are new 
and in perfect condition, recently bought at. very low prices especially for this sale, and 
are offered at the: lowest possible prices to get you acquainted with our store, our goods, our 


service and our methods. 


Remember this is not a scheme to work off old stock. 
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GE cannot wither nor customers 
A stale Rayl's infinite variety. 
é “Freshly fresh and newly new.” 
the old store blossoms forth on its 
40th springtime. (We hdd a Rosebush 
adv. for this space but our second 
floor informs ua that the flowers are 
about cleaned out. However, we have 
a lot of other things “just as good,” so 
well expect you). 
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market at prices to suit 
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SNe 2c per F008. the best values. We carry only the highest grade. ' : 
Our price: | SEE OUR LINE BEFORE YOU BUY. High wheel, high grade, Picture people are on 
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| Now OVENS. Golf Balls respect. Our price in} Quarters. Leave your and does not tear. 
oe Dur tine of Elgin Ovens ; Ot aan —— pe wd a boxes All this week we will sell them at ONEY 
: - HACK SAW . Soccceccecore - er bai fou are 
tion of 10 per cent. Why pay more? This } down town. 

F BICYCLES ‘ cleaner will do the same ! 5 Cents 


| 
. 





Most complete line in 


Sedalia. Our prices are 
always lower, but for 
this sale we are going to 
give an extra 10 per 
cent. 





We Sell for Cash, but 








Monarch Stoves and 
Elgin Ovens are the 
best. 


work as the ones that 
sell for $27.50 and up. 
Bigsell Carpet Sweepers 
—this sale reduced 25 
per cent. 











igh grade adjustable nicke)-plaied 
ack Sew Pran@ und Biade; worth 


39c 


PROMPT DELIVERY, 


Genuine Colgate’s § # 
Shaving Soap, en ae © 
3c -_ this sale, 


BOTH PHONES 361. 











Don’t Forget This Ts 
the Paint Store of Seda- 
lia. We Carry a Cofm- 
plete Line of DEVOE 
Paints and Varnishes, 





The Policy of This 





Regular 25 cent value. 


Ruhling Hardware Co. 


Phone 250 111 West Iron 
Ask For Your Cash Rebate Checks. 



































> Will Sell Stoves and Re- } 
? frigerators on Conveni- TEXT LI BANE © Seely o No. 3—The only thing needed 
ent Payments, SEDALIA’S COMPLETE HARDWARE STORE. Refund Your Money. to complete this ad is a care- 


be 





| — ——_—-— —-—- - — 
——S ee 


fully drawn illustration 





No. 1—It produced good business 
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thing most when it is slipping away from you. No 
person is so keen to buy when he knows he can buy 
at any time, but he becomes very much alive to a 
proposition when he sees that it is open to him for 
a limited time only. Two other very good thoughts 
are advanced in the top portion of the ad—the new 
goods thought and the economy appeal on cash trad- 
ing. These ideas together with the summary in the 
opening talk open the ad under most auspicious 
conditions. The Newman ad man has made this 
announcement very easy to read by using balanced 


columns and balanced illustrations. There is an 


attractiveness in the set-up which fairly compels at- 
tention. A further help to easy reading is found in 
the large size of type used for the text of the ad. 
Note that prices are complete on every individual 
article featured. On several lines, prices are 
omitted and values suggested. The refrigerator 
panel shows a price range and the stove panel no 
prices at all. This is explained by the fact that 
these two articles are sold on the installment plan. 


Our suggestion here is to quote a down payment on ' 


each of these two articles and make mention of 
small subsequent payments. To our mind, this 
would give the reader a definite basis to figure on 
and would give these two panels more of a sales- 
punch. This ad is a most creditable piece of pub- 
licity and we can (and you should by this time) 
appreciate why it was a real business getter. 


Copy with the Touch of Interest 


No. 2 (2 cols. x 12 in.).—T. B. Rayl of Detroit, 
Mich., sends us this ad and it is a piece of work 
well done. The appeal of the ad is right in its text. 
Only one special price is featured, and this alone 
would never carry the ad. The reader becomes in- 
terested in the ad with the first panel, and the text 
in each panel so ingeniously presents the article 
that desire is created without mention of price. It 
will pay you to read over this text carefully and 
note its simple, straightforward appeal. The selec- 
tion of subjects is good, and we believe the ad proved 
resultful to Rayl’s. 


Good Presentation of Small Article 


No. 3 (2 cols. x 5 in.).—Very often a small spe- 
cialty requires as thorough a presentation as you 
would give to some such an article as a stove or 
kitchen cabinet. Here is an example of a 5-inch 
two-column ad devoted to a can opener. As you 
read this ad you will be convinced that the Boye is 
not “just a can opener,” but a mighty useful little 
device for opening a can easily and without the 
danger of sharp tin edges. The special price com- 
bined with the capable presentation should have 
melted these openers right off the counter. The 
only thing needed to complete this ad is a carefully 
drawn illustration of the opener showing it in the 
operation of removing a top from a can. Sent us 
by the Ruhling Hardware Company, Salina, Kan. 


Convincing by Diagram 

No. 4 (2 cols. x 6 in.).—Another ad from the 
Ruhling firm. The deadly parallel is here presented 
by two diagrams of refrigerator interiors. The 
point that is driven home is that upon a refriger- 
ator’s air circulation depends its efficiency. The 
copy and illustrations will create keen interest in 
the Herrick refrigerator, but a larger ad is really 
required to explain in detail why the air circulates 
so differently in the two refrigerators shown. As 
it stands, however, the ad serves its purpose well, 
and we fancy a considerable number of Salina folks 
will be inquiring about refrigerator air circulation 
from the Ruhling Hardware Company. 
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When You Buy A 
Refrigerator 


Do you know what it means to enjoy 
the luxury and convenience of a per- 
fect working Refrigerator in your home? 
Now, right here, tet us tell you that. 
‘in buying a ‘Refrigerator “you should 
look for one that has a perfect system 
_ of-refrigeration. 














Every 





HERRICK 


Herrick’ Refrigerator 
Has a perfect circulation of cold air that is 
forced to every cubic inch of the interior. 
Now this is the. main feature of a perfect Re- 
frigerator actually required to secure éalis 
factory results. 


Come in and iet/ss show you an Honest 
Refrigerator of the Highest Merit. 


Ruhling Hardware Co. 


111 W: IRON 














The Other Way 

















No. 4—The ad serves its purpose well 


Tying Up to the Clean-Up Campaign 

No. 5 (3 cols. x 5 in.).—This is sort of a scare- 
head ad—a last call to duty. As such an announce- 
ment it does very well: The two illustrations are 
good eye-catchers and reflect the spirit of the clean- 
up campaign. The copy is a good general talk and 
it has an action-getting punch. In an ad of this 
type it would be a good idea to run a reminder list 





t. HE LAST CALL! 
~ PAINT - UP ere 


and PAINT 
BRUSH 
CLEAN-UP “sr 
This is the final week of the campaign. Getinnow. If you need Paint, 
Varnish Stains, Wall Paper Cleaner, Lawn Swings, Awning Cord, Hardware, 


Screens or any other article you'd expect to find in a first class hardware store 
we have it. If you can’t come, call. We make prompt delivery. 


Paint’ 
W. M. Strathern 7 SicGi:s 
BELL PHONE 37S 310 Braddock Ave. 














No. 5—It has an action getting punch 


of twenty or thirty articles, perhaps quoting price 
ranges. We feel that this list should follow the 
general talk, and in no way be incorporated with 
the talk. Sent us by W. M. Strathern, Braddock, 
Pa. 


THE SHAWNEE MFc. CoMPANY of Attica, Ind., has 
been incorporated to manufacture farming tools and 
machines. The incorporators are: J. M. Washburn, 
J. A. Spangler and C. A. Lyons. The capital stock is 
$20,000. 


THE HASTINGS SPORTING GOoops WorkKS, Hastings, 
Mich., has been incorporated with a capital of $10,000 
by Aben Johnson and others, to manufacture fishing 
tackle. 
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Trade Conditions and Iron, Steel and Hardware Prices 





The important event of the week in the 
steel trade was the placing of orders by the 
Pennsylvania Railroad, the largest single 
railroad order that has been given out by 
any system in more than two years. Events 
generally of the past week in the steel trade 
were of a very encouraging nature, and give 
promise of still further betterment in the 
future. : 





MARKET SUMMARY FOR THE BUSY READER 


The continued rise in the prices of spelter 
has resulted in another advance in prices of 
galvanized sheets. 

Good reports continue to come in from the 
hardware trade as to the slow but gradual 
increase in the volume of business. Travel- 
ing men report there is more optimism among 
the trade and that dealers are buying in 
nearly all cases in larger lots than they were 
a few months ago. 











Office of HARDWARE AGE, 
Pittsburgh, May 24, 1915. 


peas of the past week in the steel trade were of 
a very encouraging nature, and it is believed pre- 
sage still further betterment in operations of the steel 
mills and in orders received. The important event of 
the week was the placing by the Pennsylvania Railroad 
of orders for 14,043 cars and 50 locomotives, the largest 
single railroad order that has been given out by any 
system in more than two years. Of the order for cars 
6400 will be used by the Pennsylvania Lines West and 
7643 for the Lines East. These orders were divided 
among five or six of the leading steel car builders and 
will give them work for a time that they have needed 
for many months. The long delayed order of the Penn- 
sylvania Railroad for about 140,000 tons of steel rails 
is also expected to be placed within a few days. It is 
estimated that fully 175,000 tons of plates, shapes, steel 
bars and sheets will be used in building these cars, aside 
from the wheels, which will also take a very heavy ton- 
nage of iron and steel. Part of the wheels will no 
doubt be cast iron and the remainder forged steel. In 
the box cars sheets are used very largely for outside 
lining, and the American Sheet & Tin Plate Company 
has taken 2500 tons for one lot of these cars and 1200 
tons for another lot. Another important order that is 
in the market is one from the Chicago, Rock Island & 
Pacific Railroad for 5000 cars, and these are likely to be 
placed this week. 

Russia has probably been the heaviest buyer of steel 
materials in this country of any of the allies since the 
war started. Russia has placed nearly 50,000 tons of 
steel rails in this country in the past month, and is 
expected to place 50,000 tons or more. This country has 
also placed nearly 8000 cars of various types and has 
an order pending for 10,000 cars, which will likely go 
to a leading steel car company in a short time. As 
showing the increase in exports of iron and steel by this 
country, mostly to the allies, it can be stated that ex- 
ports in March were 175,000 tons and in May will exceed 
200,000 tons. Much of this large amount of material 
is barb and plain wire, wire nails, steel rails, plates, 
sheets and tin plate. 

The continued rise in prices of spelter has resulted 
in another advance in prices of galvanized sheets of $4 
a ton, the absolute minimum of the market being 3.60c. 
to the large trade and for spot shipment only. This is 
the price of the American Sheet & Tin Plate Company 
and some of the independent sheet mills are asking as 
high as 3.75c. However, the very high prices ruling 
for galvanized sheets have weakened the market on 
black sheets, and 1.80c. for No. 28 gauge is reported to 
have been shaded as much as $2 a ton in some recent 
sales. Some sheet mills have entirely stopped quoting 
on galvanized as they have little or no spelter, and claim 
that with spelter selling at 15c. they cannot make gal- 
vanized sheets at 3.60c. for No. 28 gauge and com: 
even. 

One branch of the steel trade that is lagging most in 
demand is structural shapes, and the outlook is not very 





good. The Structural Steel Society met in Detroit last 
week and reported that contracts entered in April rep- 
resented only 62.5 per cent. of capacity, against 64 per 
cent. in March. A good deal of public work is coming 
up, but this is going at low prices that leave little profit 
to the steel fabricators. Some fairly large inquiries 
for structural steel from the railroads are in the mar- 
ket, but it will probably be some time before these are 
placed. A bridge is to be built at Pittsburgh this year 
that will take about 11,000 tons, the Missouri, Kansas & 
Texas has placed 2500 tons of bridge work; the Penn- 
sylvania Railroad East, 500 to 600 tons, and the Louis- 
ville & Nashville has inquiries out for bridge and other 
work that will take about 10,000 tons. The 1.20c. price 
on plain steel shapes is reported by the mills to be pretty 
firmly held. 

Of the three leading hot rolled steel products, bars, 
plates and shapes, bars are the firmest in price and are 
having the heaviest demand. Mills that roll steel bars 
have taken heavy orders, mostly for 3%4-in. rounds, to 
be used in making shrapnel. It is said the Carnegie 
Steel Company took one order recently for 40,000 tons 
of 3%4-in. rounds, and the mills are now said to be back 
three to four weeks on orders. 

Prices on nearly all lines of finished iron and steel 
products are firm with a tendency to advance. It is 
estimated that the steel mills are operating on an av- 
erage of 75 per cent. of capacity, and this is a clear 
gain of 35 to 40 per cent. over operations in December 
and January. If the railroads were buying their nor- 
mal needs of steel products, the steel mills would be able 
to operate close to 100 per cent. and probably could not 
furnish their products as fast as they would be wanted. 

Good reports continue to come from the hardware 
trade as to the slow but gradual increase in volume of 
business. Retailers and consumers believe that prices, 
if they do change, will advance and they are placing 
more liberal orders. One leading hardware jobbing 
house estimates that its business in May will show an 
increase over April of about 15 per cent. Traveling 
men report there is more optimism among the trade and 
that dealers are buying in nearly all cases in larger lots 
than they were a few months ago. On a few lines of 
goods some manufacturers have withdrawn prices and 
are now preparing new price lists, while on others 
orders will be accepted only for prompt shipment and 
no contracts taken for long delivery ahead. 

Collections are reported quite fair from all sections. 


WIRE Naits.—The domestic demand for wire nails 
has quieted down, as is always the case at this season 
of the year, and orders coming to the mills and jobbers 
now are mostly for small lots for prompt shipment. 
The foreign demand keeps up and regular shipments of 
wire nails to the allies and other foreign countries .are 
being made right along by local mills. Specifications 


are still coming in at a fair rate, but 
2 of ti in wire nails for this season is 
over : until fall trade starts. 


The markei « t 
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$1.55 base per keg, but on a nice specification probably 
$1.50 could be done. 


We quote on new orders: Wire nails, $1.55 to $1.60, gal- 
vanized nails 1 in. and shorter, taking an advance of $1.70 
over this price, or $3.30, and galvanized nails 1 in. and 
longer, an advance of $1.20, or $2.80. 

Retailers f.o.b. Pittsburgh carloads $1.60. Retailers f.o.b. 
Pittsburgh less than carloads $1.70. 


Cut NAILS.—The demand is holding up at a fair rate 
and shipments of cut nails by the mills are as heavy now 
as usual at this season of the year. The South is taking 
more cut nails than other sections of the country and 
fairly large shipments are going to southern ports for 
distribution to the trade. The market on cut nails is 
fairly strong at $1.55, but on a desirable order $1.50 
could be done. 

We quote nails $1.55 per keg in carloads and larger lots 
to jobbers; carloads to retailers, $1.60 f.o.b. Pittsburgh, 
terms 60 days, or 2 per cent. off for cash in 10 days, freight 
added to point of delivery. 

BARB WIRE.—Mills report that the domestic demand 
for barb wire continues quite active and the foreign de- 
mand is heavy. Two local mills state that 25 per cent. 
or more of their entire output of barb and plain wire is 
being shipped abroad, mostly to the allies. Wire mills 
are operating to larger capacity than usual at this sea- 
son of the year, several of the leading makers stating 
they are running close to 100 per cent. and have busi- 
ness ahead to continue at this rate for several months. 
The high prices of spelter are keeping up galvanized 
wire products and usually the full differentials are 
obtained. 

We quote painted barb wire to jobbers $1.60: galvanized, 
$2.10 to $2.20 in carloads to jobbers, usual terms, freight 
added to point of delivery. Jobbers charge the usual ad- 
vances for small lots from stock. Carloads to retailers f.o.b. 


Pittsburgh $1.65. Less than carloads to retailers f.o.b. Pitts- 
burgh $1.75. Add for galvanizing 60c. per 100 Ibs. 


FENCE WIRE.—There is a fair amount of new busi- 
ness going, and while the spring selling season is over 
there is an insistent demand mostly for small lots aggre- 
gating considerable business. It is said that owing to 
the higher prices of spelter the full differential of 60 
cents for galvanized wire is being obtained. The de- 
mand for wire fencing is hght and will continue so 
until fall business opens up. 

Prices are as follows: Annealed fence wire in carload lots 
to jobbers, $1.40 base: galvanized, $2.00, with the usual ad- 
vances charged to jobbers for small lots from store. 

TIN PLATE.—The American Sheet & Tin Plate Com- 
pany states that its shipments of sheets and tin plate 
last week were the heaviest in any one week for more 
than two years. Specifications against contracts for 
tin plate are reported by some mills to be very active 
and by others as only fair. It is stated the Standard 
Oil Company is figuring on the purchase of upwards of 
300,000 boxes of tin plate and this order will likely go 
to American mills, as it is not believed the Welsh mills 
are in shape to take care of it on account of the war. 
The domestic demand for tin plate at present is light, 
as consumers are covered by contracts. On the small 
orders being placed from $3.15 to $3.25 is quoted, but 
on a very desirable order probably close to $3 would be 
done. 


We quote 1599-lb. coke plates at $3.25 to $3.35 per base box, 


4 


SHEETS.—The American Sheet & Tin Plate Company 
has again advanced its prices on galvanized sheets $4 
per ton, due to the continued high prices for spelter. 
This material has sold at 15 cents for June and July 
delivery, and it is claimed by those who are said to be 
familiar with the situation that the price is certain to 
oo higher. On galvanized sheets of No. 28 gauge 3.60c. 
is the absolute minimum, and some miils are quoting 
as high as 3.75c., while others are out of the market as 
sellers of galvanized, having little or no spelter on hand. 
The high prices ruling for galvanized sheets are dis 
turbing the market on black sheets to some extent, some 
mills that are not selling galvanized being very anxious 
for orders for black and are shading prices. It is 
claimed that recently No. 28 Bessemer black sheets on 
desirable orders for prompt shipment have sold as low 
as 1.70c., f.o.b. Pittsburgh. The sheet mills as a whole 
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are operating to 75 per cent. or higher of capacity. 

Makers’ prices for mill shipment on sheets of U. S. 
Standard gauge, in carload and larger lots, on which 
jobbers charge the usual advance for small lots from 
store, are as follows, f.o.b. Pittsburgh, terms 30 days 
net, or 2 per cent. cash discount in 10 days from date of 
invoice: 


Blue Annealed Sheets 
Cents per Ib. 


rr, 2 ee os wae we bhevone wr ewenent 1.25 to 1.30 
eee B.S os 6 owe a Wan oo sos wha 1.30 to 1.35 
\ Sb eee ee ene ee 1.35 to 1.40 
ees, ee en os. pce cree bo eed tp eeeees 1.45 to 1.50 
Dee Be ed Sa cs vera ddibe ec bss Hoebuues 1.55 to 1.60 


Box Annealed Sheets, Cold Rolled 
Cents per lb. 


De SE GE Ee an cs on bono 1866) CRA EO ONES 1.45 to 1.50 
BR) ee. issih ee oie Dusk a) peal ekemee amie dee ee 1.45 to 1.50 
“ee ae oc chee ober heeled elt wean 1.50 to 1.55 
pO Re ee 6, errr rere Tee 1.55 to 1.60 
| SS. eS . rr ere rn 1.60 to 1.65 
Dee rn ee. . p46 ée wun Wer euesentweel 1.65 to 1.70 
ee Os ed weanne eeu a eewe wee ene 1.70 to 1.75 
SSUES bag 2 oe eee ce a at ae a ee ace ae 1.75 to 1.80 
TO a a a a kl ae eae 1.80 to 1.85 
Di De Lénd 6aCeee iw eennastoeonéteusntee 1.85 to 1.90 
Ds Ps és % ba bd hc Oe ns wean ee anes 1.95 to 2.00 
Galvanized Sheets of Black Sheet Gauge 

Cents per Ib. 
ee, wee Oe ee iro gs as a a aaa ele a otae ee ee ae 2.60 
a OS See ee see ee tS enn 
OR er er ee Ne ee 2.80 
tS Oe a tok re asa la ies a ee ee ee 2.95 
a re oe arene bp eit eee 3.10 
By i ie a Ee a a i 
TN a a, ol ee a oe a a ae a 3.45 
SO Sr err re. ee a Se ree lm a 3.60 
Og on ae a eee Ge ee oe ae 
is: Me ci oo weak Ge al eee ele br oe oe eee a 3.85 
CORRUGATED ROOFING SHEETS BY WEIGHT 

Gauges, cents per Ib. 
Painting: 29 25to28 19to 24 12tol18 
Regular, or oiling ........ ory 0.15 0.10 0.05 
Graphite, regular ......... rete ys 0.25 0.15 0.10 


Forming: 
2, 2%, 3 and 5 in. corru- 


I a i'd hp oid eee ae 0.05 0.05 0.05 0.05 
2, V-crimped without sticks 0.05 0.05 0.05 eae 
5e to 1% in. corrugated... 0.10 0.10 0.10 
3, V-crimped without sticks 0.10 0.10 0.10 
Pressed, standard seam, 

PO Tee 0.15 0.15 
Plain roll roofing, with or 

Weeue MORO ciccoccces 0.15 0.15 0.15 
3/15 im. CRISMMOG ..cccccrs 0.20 0.20 ).20 
Weatherboard siding ......... 0.25 0.25 
BORGO CONTI .occccceces shal 4 0.25 0.25 
tock face brick and stone 

Ea a = ke ated as 0.25 ).25 
Roll and eap roofing with 

CAPS GG CeO .cccécncs 0.25 0.25 
Roofihg valley, 12 in., and 

ge ESE E Cy P57 ak al als 0.23 0.25 


tidge=—_—irroll and flashing 


(plain or corrugated)... 0.65 OLD 0.65 


Nuts, BoLTts AND Rivets.—Makers report the new 
demand heavier than for some time, and some foreign 
business is being placed. Prices are firm, due to the 
higher costs of raw materials, and it is said the new 
discounts adopted recently and which carried a fairly 
heavy advance are being firmly held. Discounts to the 
jobbing trade on large lots now in force are as follows: 





U. S. 8. Cold Punched Blank and Tapped, Cham- 
fered, Trimmed and Reamed 


ee BO ere ere 8.1e. per lb. off 
SS Ge ee OE. oc as 84 eo we OS we 7.3ec. per Ib. off 
es. - See > Gs & on 44> wh ce eo kc ee OO ».0c. per Ib. off 


Semi-Finished Tapped 
» in. and smaller hex......... ....85-10-10-10 off 
"> Gm. DIG PAPO BES 6c ccc wc cee eee ress 85-10-10 off 


Black Bulk Rive rs 
7/16 x 614, smaller and shorter..... SO0-10-5 off 


Package Rivets 1000 Pes 
Black, metallic tinned and tin plated. 


10 off 


IRON AND STEEL BARS.—The market on steel bars is 
referred to by the larger makers as being in a very 
satisfactory condition. New orders are plentiful, speci- 
fications against contracts are active and there is an 
insistent demand for 34-in. and larger rounds in stee! 
bars to be used in making shrapnel. Consumers know 
that the mills have heavy orders on their books for for- 
eign delivery and are specifying very freely, fearing 
that if they do not do so they may have trouble in get- 
tinge deliveries later on. Prices of steel bars are re- 
ferred to as being very firm at 1.20c. for May and June 
shipment and 1.25c. for third quarter. The new demand 
for stee] bars for reinforcing purposes is more active 
and prices are a little stronger. This is true also of 
common iron bars, for which the new demand is better 
than for some time. 


We quote steel bars at 1.20c. for second quarter delivery. 
We quote common iron bars at 1.20c. f.o.b. Pittsburgh. 
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WROUGHT Pipe.—It is said that actual orders for 
tubular goods entered by the National Tube Company 
in May were practically up to capacity of that concern, 
“which is about 100,000 tons per month. The National 
Tube Company has taken an order for 57 miles of 16-in. 
line pipe for shipment to natural gas interests in Texas. 
A mill in the Wheeling district has also taken 65 to 70 
miles of 8 to 12-in. pipe for delivery in Oklahoma. The 
new demand for merchant and locomotive tubes is cnly 
fair, but for the former is better than for some time. 
The Pennsylvania Railroad has placed an order for 25 
heavy freight service locomotives with the Lima Loco- 
motive Corporation, Lima, Ohio, and the same number 
with the Baldwin Locomotive Works, Philadelphia, and 
a very large tonnage of steel boiler tubes will be needed. 
The higher discounts on iron and steel pipe adopted on 
May 1 are reported as only fairly well maintained, be- 
ing slightly shaded by some mills. The following are 
the jobbers’ carload discounts on the Pittsburgh basing 
card in effect from May 1, 1915, all full weight: 


Butt ‘asus 

Inches s be = ore | y none "Black om, 

Be % and Ses osc 60 
ae 16 | ES eBapstteagebtah ga: 64 42 
fe errs 79 gs ee See 68 52 
te “& #2) Aor 71 57 

Lap Weld 
ala Ne in: area hay tae 76 i rs 41 
2 OT eee 78 671% Be. a's ae a ee 66 52 
2 eee 76 5% PS A ee 67 54 
8 2) eee 62% 6544 | 3% to 4......0-- 69 57 
De ae ho ore 60 651% Ban Ue Bi bctesos Oe 57 
| Re 67 57 
Reamed and Drifted 

1 to My ss aca 77 66%, | 1 to 1%, butt... 69 55 
ere 74 ay XE" sea: 69 55 
2% te 6, lap.. 76 651% 1%, asl bie ales 53 39 
MD wo. ae oa 64 50 
| SRE ae 65 52 
2, to 4 lap.... 67 55 





Office of HARDWARE AGE, 
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RADE covering wide territory appears to be mod- 

erately better, judged by advices collected through- 
out the various leading sections, but specific inquiries 
still confirm the prevalence of the familiar policy of 
skimming along with as little sail set as possible. Oc- 
casionally some say they are busy and ahead of a year 
ago, but as a rule in eastern territory the pace is slow, 
except for seasonable lines. 

Merchandise such as builders’ hardware, window 
glass and like material and trim for buildings feels 
the pinch because of the restricted demand. The erec- 
tion of buildings is retarded partly because of the diffi- 
culty of obtaining loans on real estate. 

There are makers.of mechanics’ tools for metal and 
wood, who mention a slight improvement, described as 
better but not large. Orders are neither large nor for 
wide assortments, but there are more of them. More 
stock orders are placed also which are a little better 
than they have been. There are likewise better in- 
quiries with more quotations being sent out constantly. 

Collections are a weak spot, but many old accounts 
which have long been dragging are being liquidated 
and customers in some lines are paying up a trifle bet- 
ter. 

Hardware of the nature of locks and catches for 
trunks, bags, suit cases and other traveling accessories 
are slower because of the reduction in ocean traveling, 
usually so active at this season of the year. Some of 
these trips will be made in this country, continent or 
hemisphere that otherwise would drift towards Europe, 
but it is explained that travelers making European 
tours are generally more lavish in their expenditures in 
various ways. 

In this line, however, some of the producers note an 
improvement in their exports. Germany is almost en- 
tirely shut off from contact with the outside world, 
which has increased the market for higher priced goods 
from the U. S. A. by eliminating the extremely low 
priced hardware made in Germany. The trade in cabi- 
net and trunk hardware is alluded to as better in por- 


‘of 1914. 
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Butt Weld, extra strong, plain ends 








1, % and %.... 67 B44 | HH nw ec ee eee eeee 61 
We ccccccecccces 72 63% , eo 66 6 

% to 1%.....2.. 76 67% 8) ae 70 

Sibittaenea 77 681% SOME B5e ec cccsvs 71 . 
Lap Weld, extra strong, plain ends 

coc ccccceceece 73 62% UM .ccccccecese OD 53 
SM OO $. cc cvees 75 CO | 8 ccc eccccees 67 54 
4% to 6.....0.. 74 6314 2% to 4........ 69 57 
SDS nc ccvcwsves 68 57 he 4% to 6........ 68 56 
9 0 ES owe cecses 63 52% TWO 8B... ccceees 61 51 
9 to 12......66. 56 46 

Butt Weld, dowble extra strong, plain ends 
, oo oo 62 5314 : a 56 45 
ja to i. ee 65 5614 % to 1%....... 59 48 
i & . Sear 67 5814 5 emeh B....:- 61 50 

Lap Weld, double extra strong, plain ends 
Do cocceseccccoes 63 64 | 2 once eseeeeeees 57 45 
2% to 4........ 65 561% 2% to 4........ 59 50 
4% to 6......0. 64 55% to 6........ 58 49 
GDS. wcvcsccces 58 47% | 7to8.......... 51 40 





To the large jobbing trade an additionai 5 per cent. is 
allowed over the above discounts. 

The above discounts are subject to the usual variation 
in weight of 5 per cent. Prices for less than carloads are 
two (2) points lower basing (higher price) than the above 
discounts on black, and three (3) points on galvanized. 


BoILER TUBES.—Discounts on less than carloads, 
f.o.b. Pittsburgh, freight to destination added, in effect 
from May 1, 1915, are as follows: 


Lap —— Steel eee Charcoal Iron 


1% and Pe skecnivnses ees ee ere 52 
in lai i tele 62 | —opchestesateaiiaieteiaials 49 
212 oe , | ers 68 | 2% cui i% ae 56 

3 £ |) ear 73 | 3 and eee 60 
ee rr OR. oc cae chase 74 3% and 4% Se 62 
5 and 6 im.......seevees 67 5 and Re Soe a av Wo aie 56 


Locomotive and steamship special charcoal grades bring 
higher prices. 

1% in., over 18 ft., 

2 ‘in. and larger, over 22 ft.. 


10 per cent. net extra. 
10 per cent. net extra. 





tions of the West Indies, and particularly in Cuba, 
France and South Africa; the latter business being 
better than ever, while trade with Great Britain is fine. 

In one instance, one of the oldest companies in this 
line transacted as much business in the first four months 
of 1915 as during the last eight months of 1914, and 
1914 in this case was not off more than approximately 
10 per cent. 

There has been some falling off in bank clearances 
in the leading cities which totaled last week $2,875,- 
291,127, an increase of 1.7 per cent. beyond $2,827,- 
187,947 of the corresponding week last year, and of 
3.4 per cent. compared with $2,781,023,906 during the 
similar week in 1913. This is due mainly to a slower 
pace in the stock and financial markets. 

Commercial failures last week in the United States 
were 430 against 412 the preceding week, 429 the week 
before that and 359 in the corresponding week of 1914. 
Failures in Canada were 44 last week against 62 the 
previous week and 36 the corresponding week last year. 

Exports from the port of New York since January 
1, this year, from the latest figures available, total 
$513,016,084 against $385,212,582 for the like period 
Imports at New York from January 1 last 
aggregated $355,580,233 compared with $387,806,656 
for the comparable time in 1914. 


WIRE NAILs.—Business in wire nails has not in- 
creased much. Store trade keeps fairly good, and the 
outgo is somewhat better than in April, but totals are 
light in proportion to what they should be at this 
period of the year. Local buyers are specifying only 
as supplies are needed and stocks are at a minimum. 

Wire nails out of store are based on $1.90 per keg. 


Cut Nariits.—There are indications that the demand 
for cut nails has quite generally bettered. In Decem- 
ber cut nail manufacturers saw cut nails go to the 
lowest figures, in bulk, in a long time, and altogether, 
it is estimated, they did not equal the output of one 
jobbing house years ago when actual deliveries approx- 
imated 35,000 kegs for one month. 


Cut nails are on the basis of $1.90 per keg. 
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May 27, 1915 


LINSEED O1L.—There is little change in the linseed 
oil market. The underlying conditions are about as 
they have been for a week or two. Good rains have 
been reported in sections of the Northwest which have 
been returned as drouthy, which will have the effect 
of easing off seen prices. It may likewise affect favor- 
ably the sowing of more flaxseed that would otherwise 


hhave been planted with other crops. Deliveries of oil 


have been good on oil previously contracted for, but 
there is a diminution in current demand on account of 
new business. 

Linseed oil, raw, city brands, is 67c. in 5 or more bbls., and 
68c. per gallon in less than 5 bbls. 

State and western oil is 65c. in carloads by some crushers 
and 65c. for less than carloads by others, according to the 
attitude of the seller. 

WINDOW GLASS.—Trade in window glass continues 
exceedingly quiet, and buyers in this territory are less 
disposed to purchase now than they were a month ago. 
A significant incident relating to the turnover of. glass 
bears on the situation here. A house handling both 
ordinary window giass and polished plate glass esti- 
mated on an order which totaled about $1,800 in all, 
approximately three-quarters of it being plate glass. 
The plate glass was put in at less than manufacturer’s 
cost, but their bid was beaten by $400 on the order. 

One house has six outside salesmen soliciting orders 
who do not get enough business to pay the carfare for 
one. , 

The window glass production during the fire of 1913- 
1914 reached a total of 7,033,823, 50-foot boxes, accord- 
ing to returns by manufacturers, a third of which was 
made by the American Window Glass Company. 





Office of HARDWARE AGE, 
Chicago, Ill, May 24, 1915. 


NSEASONABLE weather is generally credited as 

the influence playing the largest part in a slight 
slump in central western business. Planting is fairly 
well out of the way, but the cold weather that has been 
experienced recently is considered unfavorable to crop 
conditions, in addition to which there have been some 
complaints of drought. 

These conditions are largely temporary, however, and 
a few days of seasonable weather will doubtless bring 
retail sales to their former level again. On the whole 
the immediate trade is about as good as it was at this 
time last year. This does not apply in some particular 
localities where local conditions are affecting business 
unfavorably. In Chicago the building strike, which now 
begins to look like an all-summer calamity, has reduced 
builders’ hardware sales to a minimum. Buyers in this 
market are drawing their supplies from the local houses 
as a rule, shipments from eastern factories to Chicago 
retailers being the exception rather than the rule. The 
situation is illustrated by one manufacturer with the 
statement that the retailer sells a bill of hardware in 
the morning, promises delivery the following day and 
buys the goods himself that afternoon. 

Railroad buying is improving in nearly all lines, and 
this lends a more cheerful outlook. Money is plentiful 
and collections are quite satisfactory. Prices are not 
changing to any extent. Sales to hardware retailers 
are principally for seasonable goods, such as hose, gar- 
den implements, light shelf hardware and summer 
sporting goods. 


WIRE NAILsS.—Sales for the week show a decrease. 
Stocks are in fair condition. The weather conditions 
have affected outside work and the demands of consum- 
ers are light. We quote wire nails, f.o.b. Chicago, as 
follows: 


Carloads to jobbers ............ $1.739 to $1.789 base 
Carloads to retailers .......... 1.789 to 1.839 base 
Less than carloads to retailers.. 1.889to 1.939 base 


BARB WIRE.—The foreign demand is excellent. It is 
understood that the leading makers are several weeks 
behind on. export orders for this product. The galvan- 
izing situation is stronger. Domestic demand is fair. 
We quote barb wire, f.o.b. Chicago, as follows: 
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The hand factories made 3,064,304 boxes and the re- 
maining machine made glass companies manufactured 
1,393,369 boxes. The total production is divided as 
follows: Single thick 4,867,831 and double thick 2,165,- 
992 boxes. 

NAVAL STORES.—Naval stores are down because of 
sympathy with the primary market which is influenced 
by large receipts at Savannah. Local buyers are very 
conservative and the trade is heavy in tone, although 
there has been some reaction from lower quotations. 


Spot turpentine, in yard, is quoted at 42%c. per gallon with 
sales of round lots the exception. 

In rosins there has been a moderate inquiry both for 
domestic and foreign consumption. 

Common to good strained, on the basis of 280 lb. per bbl. 
is $3.30 to $3.35 and D grade $3.40 per bbl. 


Rope.—Trade in this line is characterized as quite 
good considering general conditions. Orders continue 
to come in although they arrive somewhat by fits and 
starts. Prices are firmly maintained. Hemp prices 
are still exceedingly high, and manufacturers do not 
see how, if this situation persists, advances for rope 
can be avoided. 

There is a growing scarcity in stocks of rope and 
twine fibers, not only in Manila hemp, but Italian hemp, 
Russia hemp and Mexican sisal, all of which are im- 
portant materials in the cordage market for the differ- 
ent purposes. 

In Mexican sisal: the principal difficulty is getting 
enough of it shipped into Progreso, the outport in 
Yucatan, from which the bulk of sisal of any kind 
comes. 





Carloads to jobbers, painted............ $1.789 base 
Carloads to jobbers, galv..............-. 2.389 base 
Carloads to retailers, painted........... 1.839 base 
Carloads to retailers, galv.............. 2.439 base 


An additional advance of 10c. for less than carloads. 

STAPLES.—We quote staples, bright, at same prices 
as painted barb wire. Galvanized staples are quoted at 
same prices as galvanized barb wire. 

FENCE WIRE.—F ence wire is in good demand. Sales 
of woven fencing are seasonably light. We quote fence 
wire, f.o.b. Chicago, as follows: 


Carloads to jobbers, annealed............... $1.589 
Carloads to jobbers, galvanized.............. 2.189 
Carloads to retailers, annealed.............. 1.639 
Carloads to retailers, galvanized............ 2.239 


An additional advance of ten cents for less than carloads 
to retailers. 


LINSEED OIL.—We quote, f.o.b. Chicago, strictly pure, 
old process linseed oil: 


I hi Se eae el ea ie ere 65c. 
dh oe i 6 oe es eh eo eee ee es 6 6c. 
> Or Se ee ns na 6.6 0's 050% wubb caaconwe? 67c. 
> GP Be We. Ws 0b we ce dc cedtocbecvidech 68c. 
Ear Cee: © De a bo Fk 6 bw Ko cedoeedi ens 69c. 
Lee CHM GS DOFTG, DONO cs cc ccc cccccccsviccesen 70c. 


Colonel Orlando P. Gaut Dead > 


RLANDO P. GAUT, of Birmingham, Ala., trav- 
eling representative of the Shapleigh Hard- 
ware Company, St. Louis, Mo., died at Sturat Circle 
Hospital on May 18 following a severe attack of 
peritonitis. Colonel Gaut was about 50 years old 
and well known throughout the South and Middle 
West. He was especially prominent in Alabama 
and was a member of Governor Jelk’s staff in 1904. 
Colonel Gaut was born in Cleveland, Tenn., where 
his mother still resides, and went to Birmingham 
more than 20 years ago. He was reputed to be one 
of the best informed hardware men in the business. 
During the time he lived in Birmingham Colonel 
Gaut represented the Simmons Hardware Com- 
pany, St. Louis, Mo., and later the Prowell Hard- 
ware Company. He gave up the hardware business 
for a time and became associated with the Protec- 
tive Life Insurance Company, but finally took up 
the work in which he was engaged at the time of 
his death. 
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New Britain Industries Busy 


W BRITAIN, Conn.—The industrial outlook 

locally was never more promising, especially 
as it concerns those factories where there are no 
war orders. The North & Judd Company, which 
makes buckles, harness and saddlery hardware and 
metal sundries, and which has very large direct 
war orders, finds that its domestic business has 
been picking up notably of late and the depart- 
ments which handle that are rushed with business. 
The New Britain Machine Company is running 
night and day and cannot begin to keep pace with 
its orders, a portion of which are for concerns 
which are to make war munitions. It is adver- 
tising all over the east for machinists and cannot 
begin to get enough. In addition to its war orders 
for brass tips for shrapnel shells, the Corbin Screw 
Corporation of the American Hardware plants is 
finding its regular lines of screw manufacture in 
increasing demand and is keeping a full force very 
busy. 

Landers, Frary & Clark are exceptionally busy 
in the departments which make electrical goods 
and have large orders for all their products. The 
Stanley Rule & Level Company has the largest 
amount of export business normally of any of the 
New Britain concerns and business has been dull 
with it since the beginning of the war. Now, 
however, its working schedule has been increased 
from four to five days a week because of the rapid 
gain in business in its lines. With P. & F. Corbin, 
the Corbin Cabinet Lock Company and the Russell 
& Erwin Manufacturing Company business has 
picked up remarkably of late. The Stanley Works, 
which has remained in full operation without re- 
gard to the war and has just occupied its 
large new factory building, reports a gradual, sub- 
stantial increase in its orders. The Union Man- 
ufacturing Company and the Skinner Chuck Com- 
pany have large orders for chucks, due directly to 
the big war orders which have come to this coun- 
try.—Boston Transcript. 


Back to Nature 


A HEN is not supposed to have much common sense 
or tact, 

But every time she lays an egg she cackles forth the 
fact. 


ROOSTER is largely feathers, with little intellect 
to show, 
But none the less most roosters have enough good sense 


to crow. 


HE mule, the most despised of beasts, has a persist- 
ent way 
Of letting people know he’s ’round, by his insistent 
bray. 


S eee busy little bees they buzz, bulls bellow and cows 
moo, 

And watch dogs bark and ganders quack and doves 
and pigeons coo. 


E peacock spreads his tail and squawks, pigs squeal 
and robins sing, 
And even serpents know enough to hiss before they 
sting. 


UT MAN, the greatest masterpiece that nature 
could devise, 
Will often stop and hesitate before he’ll ADVERTISE. 


—Exchange. 


THE HURON IMPLEMENT COMPANY, Bad Axe, Mich., 
has been incorporated with a capital of $20,000. 
Thomas McEwing is president. The company will 
make cultivators. 


Hardware Age 


Obituary 


MARSHALL CUSHING, former secretary of the Na- 
tional Association of Manufacturers, and more recently 
the editor and publisher of How, a magazine for manu- 
facturers, died May 12 at the Post-Graduate Hospital, 
New York City, after an operation for appendicitis. 
He was born in Hingham, N. Y., in 1860 and was a 
graduate of Exeter Academy and Harvard University. 
He had much newspaper experience and was for a time 
private secretary to Senator Lodge and secretary to 
John Wanamaker, at that time Postmaster General. 
Mr. Cushing was for some years a special representa- 
tive in Washington for the National Association of 
Manufacturers and the National Founders’ Association. 


JOHN C. PAYNE, a well-known citizen of Fort Wayne, 
Ind., died at his residence, 507 East Wayne street. Mr. 
Payne had been ill for two months, but not until a week 
ago was his condition considered serious. He had been 
connected with the Seavey Hardware Company for 35 
years, and remained in its employ until sickness forced 
him to retire. 


GODFREY SCOTT PELTON, head of the firm of Godfrey 
Pelton & Son, Montreal, Canada, died recently. He 
commenced in the hardware business with Crathern & 
Caverhill and remained with them for a quarter of a 
century. He then became a member of the firm of 
Watson & Pelton. He retired from business 18 months 
ago, and was in his sixty-sixth year. 


WILLIAM BAKER HALYARD, 86 years old, twice mayor 
of Joplin, Mo., and a pioneer hardware dealer, died at 
his home after an illness covering three years. Mr. 
Halyard came to Joplin in 1876, and engaged in the 
hardware business under the firm name of Halyard & 
Byers, which was later incorporated under the name of 
the Halyard Hardware Company. 


JOHN Woop, who on January 5 last celebrated his 
ninety-seventh birthday, died at his residence in New 
Rochelle, N. Y. Mr. Wood was a manufacturer of 
skates and shears until 1900, when he retired from 
active business. 


JOSEPH HOESLY of New Glarus, Wis., who had con- 
ducted a hardware and implement business, died re- 
cently from bronchial pneumonia, with which he had 
suffered for several weeks. He was in his sixty-fifth 
year. 


J. E. ROBINSON of Pittsburg, Texas, while arranging 
some stock in his store, dropped dead from heart fail- 
ure. Mr. Robinson was 63 years old, and had been in 
business in Pittsburg for 37 years. 


W. H. JOHNSON, who for the past 30 years has con- 
ducted a hardware store in Valley Falls, R. I., died at 
his home in East Greenwich from an attack of acute 
indigestion. 


FRANK B. CLARK, owner and manager of the Nerth- 
ern Hardware Company, Petoskey, Mich., died at. his 
home in that city in his forty-ninth year. 


WILLIAM R. HAGUE, a hardware merchant of Brook- 
lyn, N. Y., died suddenly recently. He was born in 
Brooklyn 38 years ago, and had resided there all his 
life. 


AUGUST KREAMER, for many years owner of a tin and 
agate factory in Brooklyn, N. Y., died at his home, 175 
Vernon avenue. He had been a resident of Brooklyn 
for 40 years. 


J. B. HoLTERMAN of Martinsburg, Mo., died in St. 
Louis recently. He was 47 years old and is survived by 
a widow and three children. 


GOTTFRIED RADDATZ, 75 years old, a resident of Mil- 
waukee, Wis., since 1868, died recently. Mr. Raddatz 
was proprietor of a hardware store for 27 years. 





















































THE WAY TO MAKE A BLACKSMITH’S 
FORGE BLAST GATE 


By A. F. MUELLER 
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Patterns for making a blacksmith’s forge blast gate 


HIS is a gate or shut-off placed in the pipe 
fi between the blower and the forge, to regu- 
late the amount of air delivered to the forge. 
They should be made with care so that they are 
tight and leak only the minimum amount of air. 
This style has the slide passing entirely through 
the guides, keeping them free from obstructions 
and they are made in two ways, with a solid and 
with an open slide. 

Figs. 2 and 3 are the patterns for the guides 
and they are alike, excepting that Fig. 3 has a 
larger allowance on the side and the width is a 
little more, to make the detail as at J, in Fig. 10, 
where it shows that it is a clinch, holding the two 
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parts of the guide together. H and H’ are edges 
that are hemmed, as shown in Fig. 11 at H”, and I 
is an allowance for riveting the guides to the 
collars. If the collars are not more than 3 inches 
in diameter, this allowance needs only to be about 
a quarter of an inch and that, with the flanges T 
and T’, will be sufficient soldering laps to make a 
good joint, if well soldered. 

Fig. 4 is the pattern for the slide, which should 
be made of heavy material that is free from warps 
or buckles and should be perfectly flat. The part 
S is turned at right angles, as shown in Fig. 5, to 
form a hand hold for the purpose of moving the 
slide in or out, decreasing or increasing the flow 
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of air in the pipe. A way of preventing the entire 
withdrawal of the slide is shown at M-N. This 
slot is cut out and a hole is drilled in the guides, 
through which is passed a 3/16ths stove bolt and 
this bolt acts as a stop when the shoulders M and N 
strike it. 

._ After cutting out the guides, hem the ends and 
flange the parts I, to which attach the collars. Turn 
the side allowance at right angles and see that 
those in Fig. 2 are not any wider than slightly 
more than the thickness of the slide. Cut out the 
slide of such a size that it will just fit into the 
guide and also a piece of number 28 gauge gal- 
vanized iron. Place the slide and the iron in the 
guide, and slip the guide, having the wide edges, 
over the three pieces and then using a mallet, 
neatly, turn the wide edges over the other side of 
the guide, forming the joint, as at J in Fig. 10. 
After soldering the.seams, as a J, withdraw the 
slide and the galvanized iron and cut off a narrow 
strip from the slide and round the edges by filing 
off the corners. Form the hand hold and the gate 
will be completed with a solid slide as in Fig. 1, 
and the slide moves in the direction of Q. 

Fig. 10 is a section on A-B-C-D, showing the 
collars riveted to the. guides and Fig. 11 is a sec- 
tion on E-F, showing the detail at the ends of the 
guide. Sometimes these guides are braced and 
then the upper part of the brace is fastened to the 
guide by soldering, as shown in Fig. 12, and is 
riveted to the collar, which in that case must be 
made longer. 

Figs. 6 and 7 are the patterns for the guides 
when there is an open slide and they are longer 
than for a closed slide, but are otherwise the same. 
Fig. 8 is the pattern for the slide, showing the part 
that is cut out. In this gate the slide enters the 
guides in the direction of R in Fig. 1, and it is a 
gate that is more difficult to make than the gate 
with the solid slide without having any special 
advantage. 

The patterns for the collars are not shown, as 
they are simply short cylinders with the edge T 
flanged on them. 


To Test Vacuum Sweeper Patent 


‘ex National Sweeper Company of Torrington, 
Conn., is about to test the validity of the 
Baender patent on vacuum carpet sweepers, claimed 
to be the basic patent on this invention, and has 
filed suits in the Federal district court against 
the Domestic Vacuum Cleaner Company and the 
Sweeper-Vac Company with this end in view. 
The Baender patent has been pending since June, 
1909, and was finally issued by the Patent Office 
on the fourth of this month. Meantime, applica- 
tions for patents covering the vacuum sweeper de- 
vice were filed by the Domestic Company on April 
24, 1911, and by the Sweeper-Vac Company, Oct. 
28, 1909. In the years intervening between the 
application and the granting of the National 
Sweeper Company’s patent the business in vacuum 
sweepers has grown to large proportions and the 
decision in this matter is of no small moment. 


THE GREEN BAY DRIVE CALK COMPANY, Green Bay, 
Wis., has been incorporated with a paid-up capital stock 
of $75,000 by L. W. Hoffman, Arthur S. Holmes, Frank 
J. Van Laanen and Thomas Joannes. It will acquire 
the equipment of the Key Calk Horse Shoe Mfg. Com- 
pany, which has been in business for several years. The 
new concern announces that it will manufacture on 
double the scale of the old company. It is the intention 
of the Key Calk Horse Shoe Mfg. Company to continue 
in business until it has disposed of its stock of shoes and 
calks and real estate holdings. 
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Coming Hardware Conventions 


AMERICAN IRON, STEEL AND HEAVY HARDWARE 
ASSOCIATION CONVENTION, San Francisco, Cal., 
May 25, 26, 27, 1915. Headquarters, St. Francis 
Hotel. John G. Purdie, secretary-treasurer, Mar- 
bridge Building, New York. 

GEORGIA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Macon, June 15, 16, 17, 1915. Headquarters, 
Hotel Dempsey. J. L. Moore, secretary, Madison. 

NATIONAL RETAIL HARDWARE ASSOCIATION CON- 
VENTION, St. Paul, Minn., June 22, 23, 24, 1915. 
M. L. Corey, secretary, Argos, Ind. 

CAROLINAS RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Isle of Palms, July 13, 14, 15, 16, 1915. 
T. W. Dixon, secretary, Charlotte, N. C. 

NEW YORK STATE RETAIL HARDWARE ASSOCIATION 
CONVENTION, Buffalo, February 15, 16, 17, 18, 1916. 
John B. Foley, secretary, Kirk Building, Syracuse, 
N. Y. 

OHIO RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Cleveland February 22, 23, 24, 25, 1916. 
Headquarters, Hollenden Hotel. James B. Carson, 
secretary, Dayton. 


New Manager for Pittsburgh Office 
of Oliver Brothers 


; Oliver Brothers Purchasing Company, New 
York City, announce the resignation of Joseph 
V. Smith, manager of their Pittsburgh office, who 
has accepted a position with Hubbard & Co., Pitts- 
burgh, as manager of their shovel department. His 
successor is E. R. Wendemuth, formerly assistant 
manager of the New York office of the Pacific Hard- 
ware & Steel Company. 

A special bulletin was issued to their customers 
by the Oliver Brothers Purchasing Company an- 
nouncing Mr. Smith’s resignation, in which they in- 
corporated the following personal appreciation of 
his services: 

“In recalling the fact that you came into our em- 
ploy seventeen years ago as an office boy, that you 
have had no other business employment, and gradu- 
ally advanced up to the most important position we 
have to offer, and that your ability and character 
has commanded recognition from several high-class 
concerns to the extent of flattering offers of respon- 
sible positions, the latest one from Hubbard & Co. 
being too promising to reject, we are proud of our 
tutorship, which you so generously give us credit 
for, especially when reviewing your long record of 
faithful service in every respect. We cannot recall 
an incident in your business association with us 
where you have not acted with conscientious and 
honorable motives, and our respect for your excep- 
tional business ability and sound judgment has 
been testified to in ways too numerous to mention, 
as you well know. We ask that you accept the gold 
watch we are sending you as an expression of sen- 
timent, and at the same time in recognition of 
faithful service.” 


THE AMERICAN HARDWARE COMPANY, Charlotte, N. C., 
has been organized, with a capital stock of $100,000, 
for the purpose of conducting a wholesale hardware, 
railroad and builders’ supply business. The incorpora- 
tors are: Luke Seawall, Charles Nuchols and W. L. 
McDonald. M. M. Schiltz will also be associated with 
the enterprise. Quarters have been secured, and the 
new company is now in a position to commence busi- 
ness. 


THE ZIEGLER STOVE COMPANY, Wichita Falls, Texas, 
has been organized, with a capital stock of $25,000 by 
the following: J. A. Kemp, president; J. C. Ziegler, 
vice-president and secretary and H. B. Hines, treasurer. 
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Folding Brackets 
No. 794 


OPEN Carry the Stanley Reputation 
for Highest Quality 


HEY are made with the same careful attention 
to details which characterizes all of the Stan- 
ley lines. 

Notice the manner in which the arms are shaped 
and the brace riveted in place. The design has been 
accurately developed to combine the elements of 
strength, symmetry and ease of operation. The 
brackets can be opened or folded quickly and easily 
and when open the brace locks automatically, holding 
the shelf rigidly in place. 

There are three sizes, 8x8, 12x12, 16x16, finished 
in Japan (No. 794), Bronze “Plate (No. 494 A) or 
Nickel (494 N). 

Put these brackets in your stock. They will not 
stay there long, as they sell quickly and at good 
prices. For use in either home, store or office. 
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Visit our booth when at the Panama-Pacific Exposition in 
Palace of Manufactures, corner of 5th St. and Ave. D 


See page 35. Also Front Cover. 
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NEW GOODS AND NOVELTIES 


Products Being Placed on the Market by Hardware Manufacturers 

















The left-hand view shows how the Moore truck is loaded; in the center a man is shown up-ending a barrel with the truck; the right- 
hand view shows how a barrel is tipped with the Moore truck 


Metal Tubular “Kwik-Lites” 


The Usona Mfg. Company, 1 Hudson 
street, New York City, and 313 South 
St. Clair street, Toledo, Ohio, is manu- 
facturing a new line of metal tubular 
flashlights under the name of “Kwik- 
Lite.” The company states that these 
flashlights represent the latest and 
highest type of construction and that 
they are correct in design, being made 
from the best materials. It is further 
claimed that they will not become 
short-circuited. 

The cases of these flashlights are 























“Kwik-Lite’” metal tubular 
flashlights 
strong, being drawn from solid sheet 
brass. The lower piece telescopes the 
upper near the center, insuring maxi- 
mum strength and permitting engag- 
ing the screw threads without effort. 
The lens is secured by separate screw- 
end ring. This allows a broken lens 
to be replaced without the necessity 
of procuring an entire new head. 
Five different sizes are made and 
each is offered in heavy polished 
nickel, gun metal and statuary bronze. 
The company states that these metal 
tubular “Kwik-Lites” will last for a 
very long time. Other styles of flash- 
lights and battery lanterns are manu- 
factured by the company also. 


Three of the 


Moore Self-Loading, Adjust- 
able Barrel Truck 


The Craemer Nail & Supply Com- 
pany, 43-45 West Thirty-fourth street, 
New York City, has placed upon the 
market the Moore self-loading, adjust- 
able barrel truck, for which excep- 
tional ease of operation and quickness 
is claimed. When the handles of this 
truck are pulled downward the jaws 
raise up and act as a lever, tipping 
the barrel forward or backward as 
desired. This leverage is stated to 
reduce the labor incident to tipping 
a barrel by 60 per cent. 

The adjusting mechanism works 
automatically with the pressure of 
the foot. A steady pressure draws 
the jaws in and locks them in posi- 
tion. A sudden pressure releases the 
clutch and the jaws spring wide open. 
It is pointed out that this action is 
simple and that the mechanism will 
not get out of order. No time is lost 
in operating the adjustment. 

With this truck no hooks, spurs or 
chain or bar attachments are required. 
The Moore truck will tip a barrel out- 
ward or it will up-end a barrel in a 
moment. It fits barrels from 15 to 23 
inches overall head measure. The 
truck may also be loaded with a bar- 
rel and left standing. 

The company is also marketing a 
stationary model barrel truck which 
is for use in handling barrels of the 
same size only. It is especially adapt- 
ed for sugar, flour, paint and other 
barrels which are of uniform size. 


“Pflueger” Fishing Tackle 
Pennant 


The Enterprise Mfg. Company, 
Akron, Ohio, is distributing a new 
three-color advertising pennant fea- 
turing “Pflueger” Bull Dog brand 
fishing tackle. This pennant is made 
from blue felt, and it is attractively 
lettered in white, bearing the com- 
pany’s bull dog trademark. The com- 
pany states that it has procured 5,000 
of these pennants, a portion of which 
have already been distributed to deal- 
ers. Any merchant selling fishing 
tackle may secure one or more of these 
pennants without cost by addressing 
the company. 
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Herrick Ball-Bearing Tool 
Rack 


The F. A. Herrick Company, To- 
ledo, Ohio, is placing upon the market 
a new ball-bearing tool rack. This 
tool rack is made entirely of steel and 
malleable iron. The company states 
that there is nothing about it that can 
break and that therefore there will be 
no repairs needed. 


All brackets are interchangeable 
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Herrick’s ball-bearing tool rack 


and can be used on the tool rack, the 
wall support or on a section of barn- 
door track. The rack is ball-bearing 
and when fully loaded it can be re- 
volved with ease. It displays all the 
styles of tools that are handled by the 
largest stores, and each tool can be 
removed without’ disturbing the 
others. 

Each bracket except the No. 12 
holds an even dozen, making it easy 
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HARDWARE AGE 





T is surprising how much wear 
and tear and abuse a parlor door 
hanger really encounters. 








The unexpected strain is always the treacher- 
ous one. Therefore, a good hanger holds a 
reserve power for any emergency call. 


In the face of heavy taxation from every imaginable 
source Richards-Wilcox Parlor Door Hangers slide noise- 
lessly on. 


The particular model illustrated has been designed for 
the best class of residences. It is not a cheap hanger by any 
manner of means. And it is not priced outrageously either. 


The Advance Parlor Door Hanger, as it is known, is one 
that you can offer to the most valued of valued trade. 


We want you to recommend it because we do. 


MANUFACTURING Co. ie 


AURORA, ILL.U.S.A. 


Richards-Wilcox Canadian Co., Ltd., London, Ont. 





“A Hanger for Any 
Door that Slides” 
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to keep track of stock, and giving 
contractors a quick check on their 
equipment. If it is desired to display 
only a half-dozen of each style of fork, 
rake, shovel, etc., these tools may be 
alternated, which will allow the dealer 
to show several styles on one bracket. 
The rack is mounted on castors, so 
that it is easily moved about the 
store. 


New Standard Cherry 
Stoners 


The New Standard Hardware Works, 
Mount Joy, Pa., has added three new 
cherry stoners to its line, Nos. 75-Jr., 
20 and 75. The No. 75-Jr. stoner is 
stated to be a rapid and convenient 
machine for stoning cherries. It has 
patented, self-tightening jaws which 
retain their set position and cannot be- 
come detached, thus avoiding their 
loss. The particular angle of the ma- 
chine from the table gives it crank 
clearance and a very natural position 
for operating. 

In the No. 20 cherry stoner the com- 
pany points out that the combination 
of a tubular, one-piece frame, housing 
the spring which actuates the one- 
piece, malleable iron plunger, makes it 
rigid, eliminating the possibility of 
parts jarring loose. An extra long, 
forty-coil spring makes the machine 
easy to operate. This spring is spe- 
cially made and guaranteed to be rust 
proof. The company states that cher- 
ries pitted with the No. 20 machine 
retain the juice and are delivered in 
perfect condition to a dish, separate 
from the pits. 

It is stated by the company that the 
No. 75 cherry stoner is intended for 
rapid work. It is well designed and 
constructed. The patented regulating 
device can be easily adjusted for large 
or small cherries and the jaws will 
retain their position when set. It is 
impossible for the jaws to become de- 
tached. 


New Parker Expansion 
Bolts 


The Parker Supply Company, 518 
West Fifty-fourth street, New York 
City, has just brought out a line of 
new and improved expansion bolts. 
The line comprises three distinct types 
of shields, all of which are illustrated 
herewith. The first of these is known 
as the lag screw type and is made in 

















From left to right: the No. 20 cherry stoner, the No. 75-Jr. cherry stoner and the No. 75 
cherry stoner 


all sizes, of malleable iron. The halves 
of all lag screw type shields have a 
row of projections which are reversi- 
bly directed, giving them a sort of 
ratchet effect, and these projections 
prevent the shields from turning in 
their holes. The spring band, which 
holds together the halves of the lag 
screw type shields is also an improve- 
ment, the company claiming that, be- 
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From top to bottom: the lag screw type, 
the machine bolt type and the screw 
anchor 


cause of its flexibility, it allows of the 
free and full expansion of the shield. 

The second of the three types is 
called the machine bolt type. This is 
made in both single and double pat- 
terns, in all sizes, of high-grade mal- 
leable iron. All machine bolt type 
shields are ribbed over their entire 
lengths and they have reversibly di- 
rected projections. In addition to pre- 
venting the shields from turning in 
the holes, this construction, the com- 
pany states, enables the shields to se- 
cure a firm and substantial grip. An- 
other feature of the machine bolt 
shields is the pins on the nuts, which 
lock into small openings in the shields, 
preventing the shields from coming 
apart. 























The new Colt automatic target pistol 





The screw anchor is the third of the 
three types. It is made, in all sizes, 
of composition metal. This type also 
has the reversibly directed projections 
and an extra heavy end, which it is 
stated makes for increased holding 
power. The breakable connections at 
the base prevent the anchor from 
taking a corkscrew twist when sub- 
jected to the torsion produced by the 
entering screw. 


New Colt Target Pistol 


Colt’s Patent Fire Arms Mfg. Com- 
pany, Hartford, Conn., has placed 
upon the market a new .22-caliber 
automatic target pistol. This arm 
shoots the standard .22-caliber long 
rifle cartridges, and the company 
points out that it should prove to be 
popular with shooters, sportsmen, 
trappers and others desiring a high- 
grade pistol adapted for this econom- 
ical ammunition. 

The new pistol has a bead front 
sight which is adjustable for eleva- 
tion. The rear sight, with the adjust- 
ing screw, is adjustable for windage. 
The magazine has a capacity of 10 
shots. The barrel measures 6% inches 
in length and the over-all length of 
the pistol is 10% inches. It weighs 
28 ounces and is finished full blued 
with a checked English walnut stock. 

The distance between the sights is 
9 inches. The pistol is equipped with 
a safety lock which, when the arm is 
cocked, may be pushed upward, thus 
locking the hammer and the slide. 
This safety lock is located within easy 
reach of the thumb of the hand hold- 
ing the pistol and may be instantly 
pressed down when raising the pistol 
to the firing position. It also acts as 
an indicator, showing whether or not 
the pistol is cocked. 

The slide may be readily removed 
from the frame, permitting the arm 
to be quickly and easily cleaned from 
the breech. An extension of the frame 
at the rear serves as a guard to pre- 
vent the hand of the shooter from 
slipping upward and being injured by 
the recoiling slide. This also assists 
in keeping the hand in the same posi- 
tion for each shot. The grip or stock 
slants at a correct angle in relation 
to the barrel and the line of sight, 
giving the shooter the proper “hold” 
of the piece without wrist strain. The 
magazine is provided with a thumb 
grip or pin which projects on the 
right side and enables the operator to 
compress or relieve the tension on 
the magazine spring to facilitate load- 
ing the magazine. 
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SUGGESTION 
The Keynote of True Salesmanship 


Warren Fixtures by their splendid ability to 
properly display the stock constantly sag- 
gest the wisdom of many purchases which 
otherwise would not be made. 


It has truly been said that the. store that 
‘‘Earns” is the store that “Turns’— 


Give Warren Fixtures a chance and 
they will help you turn your stock 
many times a year. 


J. D. WARREN MFG. COMPANY 


503 Masonic Temple, Chicago 


se toenhand tow ‘Vash Catalogs 65 and 212 


The Largest Manufacturers of Hardware Fixtures in the World 
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The “Best” Fuel Chute 


The Sterling Foundry Company, 
Sterling, Ill., has placed upon the 
market the “Best” fuel chute, which 

















The “Best” fuel chute 


is equipped with a glass door. This 
chute is intended for use in building 
foundations, for placing coal and other 
fuels into the basement. It can be 
used in any building where fuel, sand, 
crushed rock or other like materials 
are stored. 

The “Best” chute consists of a cast- 
iron frame anda door and a steel 
tube 18 inches long, made of .No. 16 
steel. The frame sets flush with the 
wall and is provided with a flange 
which overlaps the door, thus prevent- 
ing rain from running into the chute. 
The door is of cast iron, with a heavy 
reinforced (wire) glass in it, the glass 
being held in position by a collar on 
the back of the door. 

A heavy screen is placed between 
the collar and a light cast-iron frame 
bolted to it, to protect the glass from 
falling coal. The front is neatly de- 
signed, giving it an attractive appear- 
ance. If desired, the glass can be 
removed during the summer and an 
insect screen inserted, making the 
chute serve as a ventilator. 

The door opens vertically against 
the side of the house, in which posi- 
tion it is held by a hook in the frame 
engaging with a hook in the door 
frame. As the door is shut it is 
automatically locked by a _ gravity 
catch. A small chain is attached to 
the catch for unlocking the door. This 
can be extended with a chain or rope 
so that the door can be unlocked from 
any part of the coal room. 


New “Pexto” Pruning Shear 


The Peck, Stow & Wilcox Company, 
Southington, Conn., is manufacturing 
a new pruning shear designed par- 
ticularly for women’s use. This shear 
is stated to be light and handsome, 
and it measures 6 inches in length. 

This small pruning shear is nickel- 
plated and it is stated to be service- 
able as well as attractive in appear- 
ance. It is forged from good steel 
and highly polished. It is pointed out 
by the company that heretofore 
shears of this kind have been made 
almost exclusively abroad, but that 
under present conditions the supply 
is limited. The “Pexto” shear is 
made to take the place of the im- 

















The new “Pexto” pruning shear 


ported article. It is made only in the 
6-inch size and it is carefully wrapped 
in anti-tarnish paper and packed in 
an individual box. 


‘ 











“Empire” Lasts and Stands 


The Star Heel Plate Company, 
Hamburg place near Avenue L, New- 
ark, N. J., is marketing the “Empire” 
guaranteed lasts and stands, which 
are made from a special metal of the 
highest quality. The company states 
that weight is a most essential fea- 
ture of shoe lasts and stands, for 
while a set may be long, if it lacks 
weight, the lasts will not remain 
steady when striking. 

It is pointed ‘out that in the 
“Empire” lasts and stands the con- 
struction is such that both the re- 
quired weight and strength are pro- 
vided. These stands are guaranteed 
by the manufacturer against break- 

















The “Empire” lasts and stand 


age. They are made reversible, giv- 
ing two positions, horizontal and up- 
right. The “Empire” lasts _and 
stands are made in two sizes, 24-inch 
and 15-inch. 


The Delta Spot Light 
Reflector 


The Delta Electric Company, Mar- 
ion, Ind., has brought out the Delta 
spot light reflector, which is now be- 

















The Delta electric hand lamp, equipped 
wit the new reflector 


ing ‘used in the Delta electric hand 
lamp. 

The company states that this reflec- 
tor is the result of long study by its 
model department to secure a reflec- 
tor, which in combination with the 
Delta bulb and other features of the 
Delta lamp construction would give 
the greatest volume of light with the 
smallest consumption of current from 
the battery. It is stated that this re- 
flector is so powerful that with the 
Delta lamp a newspaper may be read 
at a distance of 200 feet. 

This lamp operates on a single dry 


cell, giving a powerful shaft of light. 





Hardware Age 


New Luther Sickle Grinder 


The Luther Grinder Mfg. Company, 
81 Point street, Milwaukee, Wis., has 
recently placed upon the market a new 

















New sickle grinder, made by the Luther 
Grinder Mfg. Company 


sickle grinder. This machine is 
equipped with a double bevel sickle 
cone which allows two half-sections to 
be ground at once, or one half-section 
if desired, giving the same bevel to 
the sickle that it had when new. 

The grinder is very simple in con- 
struction, yet rigid. It can be at- 
tached to either the bench or mower 
wheel. The automatic sickle holder 
will hold any make or size of sickle, 
while the holder automatically gives 
the proper bevel. 


New “Kwik-Lite” Folder 


The Usona Mfg. Company, 1 Hud- 
son street, New York City, and 313 
South St. Clair street, Toledo, Ohio, is 
sending out a new mailing folder fea- 
turing the company’s line of “Kwik- 
Lite” flashlights. This folder is printed 
in two colors, and it is attractively 
illustrated. 


Hunt’s Incline Hangers and 
Push Pins 


The Roeti-Hunt Corporation, Put- 
nam, Conn., is bringing out Hunt’s 
incline hangers and push pins, which 
are illustrated herewith. The hangers 
may be instantly pressed or driven 
into a wall without tearing loose the 
plaster or marring the finish. With 
these hangers, pictures or other 
articles may be hung wherever desired 
and the hanger itself does not show. 
The No. 1 hanger holds a weight of 
30 pounds. These hangers sell for 10 
cents per box of six. The company’s 
No. 2 hanger will hold 70 pounds. 
These hangers are priced at 10 cents 
per box of four. 

The Hunt push pin may be used for 
fastening calendars, posters and un- 
mounted pictures to a wall, and for 
decorative purposes in offices, homes, 
schools, etc. The No. 10 push pin is 
small and neat in appearance. 

















One of Hunt’s inclined push pins is shown 
at the left; the right-hand view shows 
one of the inclined hangers 
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Thi ili d for hauling cast iron 
This s-ton White Truck, owned by Frank Phillips, Cleveland, is use 
pipe pil gel heavy material. This truck, when the above picture was taken, had a record of 


WIRELESS 
TRUCK TIRES 


Competitive tires were discarded for Goodrich Wireless. This change-over is one of more o- 
24,000 that have been made during the past three and one-half years—from other tires to Goodrich. 
For full information about lower prices on Goodrich Wireless Tires, write Department H, 
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Factories : Branches in all 
AKRON, OHIO Principal Cities 
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Pumps and Oil 
66 ° 99 e 
Search-Light’’ Bicycle Lanterns 
The name “‘ Bridgeport ’’ on a tire pump or oil gun is 
a guarantee of the highest quality and finest workmansb‘p. 
‘* Bridgeport ’’ Pumps and Oil Guns have seamless brass 
barrels which cannot rust. They are strongly made and 
will give the longest service life. The 
66 - 99 : 
Search-Light”’ Bicycle Lantern 
is an easy seller—it’s a trade builder. Throws a clear, 
penetrating white light. Boys like it because it is com- 
pact and strong and gives the desired result. 
Send for new 1915 pump booklet 
We . 
1: The Bridgeport Brass Company 
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April Motor Shipments 
Break All Records 


OTOR car shipments for April of 
this year were 7,084 freight 
carloads, the greatest number in the 
history of the industry. This fact 
was brought out at the meeting of 
the National Automobile Chamber of 
Commerce, held in Detroit, Mich., re- 
cently, preceding the opening of the 
motor truck convention. In giving 
these record shipment figures to the 
meeting, the traffic committee re- 
ported that this number was an in- 
crease of nearly 25 per cent. over 
April of last year. 

In ‘consequence of the shipping 
activity of the past few months, 
which has no parallel in the industry’s 
history, William E. Metzger, chair- 
man of the traffic committee, stated 
that the unprecedented demand for 
freight cars was being felt by the 
railroads, which have asked the man- 
ufacturers to use every effort to have 
the special cars returned promptly. 

Among other matters, the 
N. A. C. C. took up the subject of 
jitney buses and now is investigating 
them. Their future seems assured 
and they have opened up a new field 
for commercial cars. Ways and 
means of encouraging this field and 
showing up just what the buses will 
really do were discussed, and such 
matters as insurance, speed, carrying 
capacity and other considerations of 
importance to the future of the traffic 
were referred to a special committee. 


A Hundred Communities 
Have Jitneys 


One hundred and six communities 
out of one hundred and thirty-eight 
reporting to the Fidelity Trust Com- 
pany, Baltimore, Md., have replied 
that jitney bus reutes have been 
established. The remarkable growth 
of this newest means of transporta- 
tion is evident from the fact that 
these cities and towns are scattered 
among forty-five states, including, 
also, eight important Canadian cities. 

In ten cities it is reported that the 
number of jitney buses is decreasing, 
while in seven out of thirty-two 
centers which have no jitneys, it is 
stated that the system was started 
and later discontinued either from 
poor revenues or unfavorable public 
sentiment. 


TOR ACCESSORIES| 


Lane’s Steel Automobile 
Jack 


The Lane’ Brothers Company, 
Poughkeepsie, N. Y., is manufactur- 
ing Lane’s steel automobile jack.. The 

















Lane’s steel automobile jack 


lift bar of this jack is of solid wrought 
steel, with the notches accurately 
machined out. The frame is of 
pressed steel, and it is pointed out 
that it is of ample thickness. The 
pawls are close to the lifting bar, and 
hence the power is exerted upward 
when using this jack. The springs 
are of the best piano steel wire, and 
the lifting lever is of steel with a 
broad, flat handle. The lever has a 
slight bend so that the hight of its 
swing may be varied to suit circum- 
stances by reversing the handle. 
There is a spring for each function; 
therefore there is no opposing of 
forces. The pawls have a positive 
action, and they are always fully en- 
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gaged with the rack in lowering as 
well as in lifting. The reverse lever 
is held in position by a jack-knife 
spring. As soon as it is thrown 
toward either raising or lowering 
position its tendency is to snap into 
place and stay there. When no weight 
is on the lift bar it may be dropped 
by pinching the trip levers (on the 
right) without working it down notch 
by notch, kut it is impossible to drop 
the bar of any load, whatever is 
upon it. 

Lane’s steel automobile jacks are 
made in four models, the prices of 
which range from $1.50 to $2.75. 


A New Accessory Catalog 


The Motor Car Supply Company, of 
Chicago, 1451-53-55 Michigan avenue, 
has published its new catalog for 1915, 
which illustrates and describes the 
company’s line of automobile acces- 
sories, bicycles, motorcycle and bi- 
cycle sundries and machinists’ sup- 
plies. This new catalog is well printed 
and illustrated. It is bound with an 
attractive cover and contains 346 
pages. With the catalog the company 
is mailing a dealers’ discount sheet, 
which is dated March 15, 1915. 


New Grossman Folder 


The Emil Grossman Mfg. Com- 
pany, Inc., 20 Bush Terminal, Brook- 
lyn, N. Y., is sending out to every 
automobile supply house, and to hard- 
ware dealers and jobbers a folder 
dealing with the company’s adver- 
tising campaign. Besides containing 
illustrations of the company’s two 
display cases, this folder includes a 
two-color illustration showing a sug- 
gested window display of Grossman 
products. 


THE ILLUMINATING ELECTRIC MFG. 
COMPANY, 236 South Third street, 
Philadelphia, Pa., manufacturer of 
electric flashlights, etc., has reduced 
the price of each of its electric lan- 
terns 50 cents. The company’s “Day- 
lite” lanterns are now being sold for 
$1.50 and $2 instead of $2 and $2.50. 


THE FALLS RUBBER Cec1PANy, Cuy- 
ahoga Falls, Ohio, has increased its 
capital stock from $200,000 to $300,- 
000. 
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“Impossible,” said 


some dealers months ago when 


| told them that we had solved 


the problem of making blades, 
every one of which would be 











perfect, every time. But those same 








dealers today are just as enthusias- 
tic as | am over the wonderful 


Shaving Service delivered by the 
perfect Penn-Shefheld Blades. You 


are betting on a proven business 


builder when you hand out to your 


customers the winning combination of the 
Penn Safety Razor and Penn-Sheffield 
Blades. Ask your jobber or write to us. 


A. C. Penn, Incorporated 


100 Lafayette Street, New York 





“The Razor With Perfect Blades” 
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The “Mosco” Gasoline Gauge 


The Motor Specialties Company, 
Waltham, Mass., is marketing the 
““Mosco” gasoline gauge for Ford cars. 

















The “‘Mosco’” gasoline gauge 


The working principle of this gauge is 
a cork float running on two guide rods 
and turning a spiralled square rod at 
the center, the rotation of the central 
rod causing the indicator hand to 
sweep the dial. 

There is no attaching work neces- 


sary to install this gauge on a car.- 


The device is simply screwed into the 
tank in place of the present filler cap. 
The indicator automatically engages 
in correct position as the cap is 
screwed into place. It is pointed out 
by the manufacturer that the “Mosco” 
gauge occupies less vertical space 
than the original filler cap, and that 
it has a very large opening for fill- 
ing. The gauge is not injured by the 
filling funnels used at fuel filling sta- 
tions. Another advantage possessed 
by this device is that the gasoline 
level can be found in the dark by feel- 
ing the location of the pointer on the 
dial. 

For filling the “Mosco” gauge only 
the dial cover is removed. This per- 
mits of filling the tank without re- 
moving the gauge. This gauge is 
packed in a carton, the size of which 
is 10% by 2% by 2% inches. It 
‘weighs 14 ounces and sells for $1.50. 


“Silver King” Wrench Sets 


The C-M-B Wrench Company, Gar- 
wood, N. J., is manufacturing the 
“Silver King” wrench sets, which are 
composed of sockets, extension bars, a 

















The “Silver King” wrench set 


universal joint, a screw driver and 
the wrench, all packed in a polished, 
hard wood box. These parts are 


stated to meet all the requirements of 
manipulating located in _ positions 
which are often inaccessible for the 
ordinary flat wrench. 

The “Silver King” wrench is 
claimed to be unique in its design, be- 
cause the flat handle is attached to 
the head by a ball and socket joint, 
permitting the handle to be placed at 
any angle to the plane of rotation of 
the nut, so that if there should be any 
obstacle in the way of the handle it 
is raised or lowered to operate in a 
position which will enable it to clear 
the obstacle. 


The Goodrich Tire Caliper 


The B. F. Goodrich Company, 
Akron, Ohio, has brought out an in- 
strument for determining whether or 
not a tire is properly inflated. This 
is called the Goodrich tire caliper, and 
with it the degree of distortion of the 
side walls of a tire under load may be 
measured. The tire caliper is a small, 























The Goodrich tire caliper in use 


compact caliper, easily carried in the 
pocket, and it is ready for use at a 
moment’s notice. It has two scales, a 
size scale and a load scale. 

To use the caliper the size of the 
tire is simply measured at the top of 
the wheel on the size scale and then 
the slide is moved along to the same 
size on the load scale. After this the 
caliper is placed over the tire at the 
bottom of the wheel and the tire is 
inflated or deflated until the caliper 
fits easily over the tire. 

With the Goodrich tire caliper it is 
possible to determine accurately 
whether the tires of a motor car are 
properly “charged” with air for the 
conditions under which they are oper- 
ating. This instrument is priced at $1. 
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Connecticut Trouble Lamps 


The Connecticut Telephone & Elec- 
tric Company, Meriden, Conn., is man- 
ufacturing two different types of auto- 

















The type RW lamp is shown at the top of 
the cut; the lower view shows the type 
RG lamp 


mobile trouble lamps, both of which 
are shown in the accompanying illus- 
tration. Type RG is made with a 
solid brass reflector, which is heavily 
nickeled and highly polished. This 
lamp has a high grade lens, a rub- 
beroid handle, and it is equipped with 
10 feet of black, rubber covered duplex 
cord, with an outer braid and filler. 
It is fitted with a plug and a lamp. 
Each lamp is packed in a tubular case 
with a screw cover, complete with a 
6-volt, 4-candlepower bulb. The type 
RG lamp has a plug suitable for use 
with a two-wire socket and the type 
SG has a plug for a one-wire socket. 
Both of these lamps retail at $2.25. 
The type RW lamp is made in the 
Same manner as the model RG lamp 
except that it has a protecting wire 
guard, so arranged that it can be col- 
lapsed for the removal or insertion of 
a bulb. The type. RW lamps are 
equipped with either one or two-wire 
sockets, and they sell for $1.25 each. 


Merritt Piston Rings 


The S. Whyle Merritt Company, 
311 West Fifty-ninth street, New 
York City, is manufacturing the Mer- 
ritt individual cast piston rings, 
which are made to the specifications 
of the manufacturers’ lists. The com- 
pany claims that these piston rings 
will give a large amount of horse- 
power and that they will prevent 
smoking. It is also pointed out by the 
manufacturer that with these rings 

















The Merritt piston rings 


the amount of oil and fuel required 
to operate a motor is materially less- 
ened and that they give even com- 
pression. 
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SAFETY SIGNALS 


Always Dependable 


HAND OPERATED, 
$+. 00 


MOTOR DRIVEN, 
$8.00 to $15.00 


Ready for 
immediate 
delivery at 
all dealers 
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Your Signal 
Must Be as 
Dependable as 
Your Brakes 


yo U depend upon your 
brakes to stop—you depend 
on your signal to go ahead. 





Sometimes to stop quickly enough 
is impossible—there is nothing to 
do but go ahead—the Sparton 
clears the way. 
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Write for our attractive dealer’s 
otter, including mounted samples 
wired tor demonstration. 


The Sparks-Withington Co. 


Jackson, Michigan 
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The Merritt individual cast piston 
rings are made from the finest gray 
iron and they are covered by the com- 
pany under a binding guarantee. 
These piston rings are made for all 
types of pleasure cars, motor trucks 
and motorcycles. 


The “Utility” Socket Wrench 
Set 


The Hill Pump Valve Company, 18- 
20 East Kinzie street, Chicago, Ill., is 
manufacturing the “Utility” socket 
wrench set, which the company states 
has all the advantages of a socket 
wrench set consisting of 14 wrenches. 
This wrench set will take nuts from 
3/16 to %-inch inclusive and it will 
take all nuts used in motor car work. 
It will take hexagon nuts, square nuts, 
wing nuts, cock nuts and nuts rounded 
or distorted. 

The company states that this tool 
can not slip and bruise the fingers of 
the workman, as the jaws have rigid 
bearing on four sides, thus the harder 
the pull the harder the jaws grip the 
nut. It is also claimed that this 
wrench set will not mutilate or round 
the corners of nuts or bolts, even 
those made of brass. 

It is stated that this wrench set 
will start any nut or bolt, making it 

















The “Utility” socket wrench set 


unnecessary to use a chisel or hammer 
at any time, and that it will stand 
exceptionally hard _ strains. The 
wrench will grasp any nut instantly 
and it requires no further effort to 
hold the wrench in place. In remov- 
ing the jaws, hold the nut firmly at 
all times, so that it cannot fall or 
become lost. The nut can be placed 
in the jaws and applied to the bolt 
or screw when it is inaccessible to 
the hands. The “Utility” socket 
wrench set is packed in a neat canvas 
bag. It sells for $2.50. 


“3-X” Spark Plugs 


The Eclipse Mfg. Company, Indian- 
apolis, Ind., is marketing the “3-X” 
spark plugs. The company states 
that these spark plugs have a mini- 
mum number of working parts and 
that their design follows the simplest 
possible lines. All of the parts are 
stated to be over weight and they are 
made of especially selected materials 
of the highest grade and assembled 
and finished with great care. 


One of the novel features of these 
spark plugs is the shell, which is prac- 
tically enclosed at the base, retaining 





One of the “3-X” spark plugs 


within the recess about the lower por- 
celain and electrode a constant air 
cushion against which, it is pointed 
out, oil and carbon are unable to force 
an entrance. It is further claimed 
that the trouble caused by carboniz- 
ing and the resultant short-circuiting 
of spark plugs, which is due to carbon 
accumulations about the lower end of 
the porcelain within the shell recess, 
is obviated in the “3-X” construction. 

The actual spark gap occurs outside 
of the shell entirely, the spark being 
communicated direct to the shell body 
from the curved electrode points with- 
out the intervention of extra receiv- 
ing wires. The company claims the 
“3-X” to be oil and soot-proof and also 
extremely durable. The “3-X” plugs 
are made in all sizes, lengths and 
threads. The special types include 
the Ford, Overland, Buick, as well as 
motorcycle sizes. 


The “Daco” Anti-Rattling 
Ball Sockets 


The Motor Specialties Company, 
Waltham, Mass., is manufacturing the 
“Daco” anti-rattling ball sockets for 
the radius rods and steering rods of 

















The *‘Mosco” anti-rattling ball socket for 
ord cars 


Ford cars. These anti-rattling ball 
sockets are equipped with compres- 
sion grease cups. The size (in a car- 
ton) is 2% by 2% by 1% inches and 
the weight is 6 ounces. The radius 
rod anti-rattler is priced at $1 and 
the steering rod anti-rattler sells for 
75 cents. 
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The Butler Way 


The May issue of The Butler Way, 
which is the house organ of Butler 
Brothers, New York City, contains a 
number of articles calculated to help 
the retail merchant to display his 
goods to better advantage. Some of 
the features of this number are: 
“Ideas for the Window Trimmer,” 
“Showing and Selling Notions in 
May,” “Playthings: Real Profit Boost- 
ers” and “The Strategy of Price Ad- 
vertising.” 


The “Apco” Ford Starter 


The Auto Parts Company, Provi- 
dence, R. I., is manufacturing the 
“Apco” Ford starter. This device is 
ball bearing throughout, and the com- 
pany states that it requires only one- 
half the power to turn the motor 
over and that it is very light in 
weight. The “Apco” starter is made 
of pressed steel throughout. The ap- 
plication is stated to be extremely 
simple and it is also claimed that the 
starter may be attached without 
machine work, the drilling of holes 
or mutilating the dash or other parts 
of the car. 

When this starter is in place, the 
only visible part is the handle on the 
dash. The company states that it 























The ““Apco” Ford starter 


has eliminated the possibility of a 
“back kick.” The “Apco” Ford starter 
is priced at $15. 


Atlantic Varnish Wall 
Hanger 


The Atlantic Varnish Company, 
Richmond, Va., is sending out to the 
trade an attractive wall hanger, which 
is particularly seasonable now, as it 
shows a young girl watching a ball 
game. The hanger is made from 
cloth-finished paper. It is printed in 
colors, and bound with brass at top 
and bottom. 


THE STANDARD TIRE & RUBBER 
COMPANY, Hippodrome _ Building, 
Cleveland, Ohio, has been incorporated 
for $100,000, by Charles B. Shaw, C. 
F. Groth, E. A. Williams, J. W. 
Smith and J. A. Smith. The officers 
of the company are: Mark J. Gillen, 
president; George C. Russell, vice- 
president; C. F. Groth, treasurer, and 
Charles B. Shaw, secretary. 
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Hardware Age 


NOTES OF THE RETAIL HARDWARE TRADE 


BRANDON, MANITOBA.—Hunter E. Burgess and H. H. Wil- 
liams have purchased the Giddings’s hardware store which 
they will continue under the name of Burgess & Williams. 
The entire inside will be repainted, cabinets installed, new 
store front will be put in; also tin shop and stove display 
room. A wholesale and retail stock of the following lines is 
carried, on which catalogs are requested: Automobile acces- 
sories, baseball goods, bathroom fixtures, belting and pack- 
ing, buggy whips, builders’ hardware, building paper, churns, 
crockery and glassware, cutlery, dairy supplies, dog collars, 
electrical household specialties, fishing tackle, furnaces, gal- 
vanized and tin sheets, heating stoves, heavy hardware, home 
barbers’ supplies, lime and cement, lubricating oils, mechanics’ 
tools, paints, oils, varnishes and glass, plumbing department, 
prepared roofing, pumps, ranges and cook stoves, refriger- 
ators, shelf hardware, silverware, sporting goods, tin shop 
and washing machines. 

-CARBERRY, MANITOBA.—James White has disposed of his 
hardware business to B. McCormick, Ltd. 

GLADSTONE, MANITOBA.—MacNair & Anderson have bought 
the stock of W. H. Squier & Son. 

KILDONAN WEST, MANITOBA.—J. DeWilde has been suc- 
ceeded by Tully & Davies. 


STONEWALL, MANITOBA.—The hardware business of W. 
Montgomery has been purchased by E. Williams & Son. 


LANSDOWNE, ONTARIO.—W. P. Moore & Sons have sold 
their hardware stock to Edmund Latimer & Co. The new 
firm requests catalogs on hardware. 


_ STRATFORD, ONTARIO.—J. R. Myers & Sons, Ltd., dealing 
in builders’ hardware, lubricating oils, mechanics’ tools, 
fishing tackle, building paper, refrigerators, shelf hardware, 
plumbing and heating, etc., has been incorporated with a 
capital of $50,000. 


CRAWFORDSVILLE, IND.—The Moon-Flannigan-Wischart 
Company has been incorporated to conduct a retail business 
in the following: Bicycles, buggy whips, builders’ hardware, 
churns, cream separators, cutlery, dog collars, gasoline 
engines, fishing tackle, heating stoves, lubricating oils, 
mechanics’ tools, prepared roofing, washing machines, re- 
frigerators, Shelf hardware and sewing machines. The 
incorporators are James W. Flannigan, Walter Wisehart, W. 
A. Moon and John Warbritton. 


WILLIAMSBURG, IND.—The Williamsburg Hardware Com- 
pany, which is putting in a stock of hardware, implements 
and housefurnishing goods, requests catalogs on hardware, 
shelf goods, implements, stoves, refrigerators, kitchen uten- 
~ Lame and ammunition, fishing tackle and general sport- 


CEDAR RaPIDs, Ia.—A change has taken place in the store 
of F. J. Schmid. Shultz Brothers have taken possession, and 
request catalogs on baseball goods, buggy whips, builders’ 
hardware, building paper, churns, cream separators, crockery 
and glassware, cutlery, dog collars, dynamite, electrical house- 
hold specialties, fishing tackle, furnaces, galvanized and tin 
sheets, hammocks and tents, heating stoves, lubricating oils, 
mechanics tools, oil cloth, paints, oils, varnishes and glass, 
plumbing department, ranges and cook stoves, refrigerators, 
sewing machines, shelf hardware, silverware. sporting goods, 
tin shop, toys and games, and washing machines. 


_ GRAND JUNCTION, Ia.—Earl C. Allen is proprietor of the 
implement business formerly owned by Krenz & Krenz, and 
has added a stock of steel fence post wire to his stock. 
Catalogs requested on implements. 


_ LA Porte City, Ia.—John W. Lehman has sold his interest 
in the Lehman Hardware Company to George Klock. he 
concern will hereafter be known as Lehman & Klock. 


St. ANSGAR, IA.—Wirt Roe has bought the St. Ansgar Im- 
plement Company from H. A. Borchardt. No change in the 
company’s name is contemplated. 


TABOR, IA.—H. M. Orton’s interest in the hardware business 
of Stevenson & Orton has been purchased by T. Harris, 
and the business will hereafter be conducted under the title 
of Stevenson & Harris. 


WAKEFIELD, Kas.—The Wakefield Hardware & Implement 
Company, whose stock comprises mechanics’ tools, fishing 
tackle, builders’ hardware, washing machines, cream sepa- 
rators, heavy hardware, etc., has increased its stock by a 
line of motorcycles, automobiles and general hardware. 


PITTSFIELD, MAINE.—The Lancey Hardware Company, a 
corporation recently formed with T. G. Lancey as president 
and treasurer, has bought the stock and good-will of the T. G. 
Lancey Company. The store has been opened by the new 
concern. Several alterations and changes have been made 
and additional items of hardware added. 

CHELSEA, MicH.—J. N. Dancer and A. B. Clark have ac- 
quired ownership of the Belser Hardware Company. The 
stock has been invoiced, and the new owners are in posses- 
sion. The store was established in 1873 by Woods & Knapp, 
and later sold to W. J. Knapp, who conducted it for many 
years. 

ORTONVILLE, Micu.—Scott Kendrick is now in charge of 
the Sherman & Best hardware business. 

Hupson, Micu.—M. E. Power, carrying a stock of hardware 
and sporting goods, has purchased a building, and has moved 
his stock into it. Many alterations have been made, store 
fronts installed and new shelving added. A tin and plumbing 
shop will also be established in connection with the hard- 
ware business. 

KENYON, MINN.—W. H. Petersdorf has acquired the interest 
of Joseph O’Reilly in the hardware firm of Petersdorf 
O’Reilly. The new proprietor will continue business under his 
own name, and requests catalogs. 

MONTICELLO, MINN.—The stock of hardware, comprising 
builders’ hardware, churns, cutlery, lubricating oils, sporting 
goods, silverware, pumps, etc., of H. Kingsbury has been 
sold to the Falk Brothers Hardware Company. A line of 
sewing machines has been adde to the regular stock. 

WINDOM, MINN.—Paulson & Jeffrey have recently engaged 
in the implement business here. 





BOONVILLE, Mo.—Charles Durr and F. J. Warnhoff have 
taken over the hardware and sporting goods stock of D. L. 
Davis. The business will be continued under the name of the 
Durr-Warnhoff Hardware Company. Catalogs requested. 


BROOKFIELD, Mo.—Mills Brothers have opened a cash hard- 
ware store, carrying among their stock such articles as buggy 
whips, builders’ hardware, building paper, churns, cutlery, 
dog collars, fishing tackle, hammocks and tents, heating 
stoves, poultry supplies, prepared roofing, ranges and cook 
stoves, refrigerators, sewing machines, shelf hardware, 
wagons and buggies, and washing machines. 


WEsT PLAINS, Mo.—Work has been commenced on the new 
building of the Aid Hardware Company to replace the struc- 
ture destroyed by fire some time ago. It will be three stories 
in height, with full basement, and modern in every particular. 
It will have a frontage of 60 feet, with a depth of 140 feet, 
which will include an ell 30 by 60 feet. About 35,000 square 
feet of floor space will be available in the new building, im 
addition to balconies, etc. The rest room for the special 
accommodation of out of town customers will be a feature. 
The cost will be in the neighborhood of $25,000, and the com- 
pany expects to be in its new home by July 1. 


AURORA, NEB.—J. A. Pence, owner of a hardware store in 
Madison for the past 20 years, has purchased the O. A. Hed- 
lund hardware store. and will operate it under the name of 
the Pence Cash Hardware. He requests catalogs on baseball 
goods, bathroom fixtures, belting and packing. bicycles, buggy 
whips, builders’ hardware, building paper, children’s vehicles, 
churns, cutlery, dairy supplies, dog collars, dynamite, elec- 
trical household specialties, fishing tackle, galvanized and 
tin sheets, hammocks and tents, heating stoves, heavy hard- 
ware, lubricating oils, mechanics’ tools, oil cloth. paints, oils, 
varnishes and glass, prepared roofing. ranges and cook stoves, 
refrigerators, sewing machines, shelf hardware, silverware, 
sporting goods, tin shop, and washing machines. 


MEDINA, N. Y.—The hardware business of Hanlon Brothers, 
one of the oldest firms here, has been sold to Clark & Ban- 
croft, of Rochester, who are now in possession. The name 
of the concern has been changed to the Hanlon Hardware 
Company. 

NortTH TONAWANDA. N. Y—An order has been issued per- 
mitting the Havden-Holler Hardware Company to change its 
firm name to the Central Hardware & Plumbing Company ; 
the change becoming effective May 12. Joseph Holler is 
president and A. B. Smith, secretary and treasurer of the 
company. 

BENEDIcT, N. D.—The Galle Mercantile Company is suc- 
cessor to the Benedict Hardware Company, P. H. Knoll re- 
tiring. 

HALLIDAY, N. D.—P. H. Betzer has erected a building 24 by 
40 feet, to accommodate a complete stock of hardware and 
furniture. Catalogs requested on crockery and glassware, 
rugs, cream separators, furnaces, etc. 

HETTINGER, N. D.—The firm name of Huss Brothers & Mor- 
gan has been changed to Huss & Morgan, John J. Huss, one 
of the members retiring. 

MAYVILLE. N. D.—An implement business has been estab- 
lished here known as the 8S. & L. Implement Company. Cata- 
logs requested. 

Utica, On10.—The Jewell Hardware Company has been in- 
corporated with a capital of $12.000 to deal in bathroom fix- 
tures, bicycles, buggy whips, builders’ hardware, cream sepa- 
rators, furnaces, furniture department. galvanized and tin 
sheets, harness, heating stoves, heavy hardware, lubricating 
oils, mechanics’ tools, paints, oils, varnishes and glass, plumb- 
ing department, prepared roofing, pumps, ranges and cook 
stoves, refrigerators. shelf hardware, tin shop and washing 
machines. Charles W. Jewell, Ralph M. Jewell and Alice J. 
Jewell are the incorporators. 

ALTOONA, PAa.—Leopold & Bigley, conducting both a whole- 
sale and retail business at 1123 Eleventh avenue, have added 
a complete line of athletic goods to their regular stock. 

CLARK, Pa.—John A. McGrath has taken over the business 
formerly owned by William Douglass. 

Homer City, Pa.—L. F. Sutter and son, who owned the 
Sutter Hardware Company, both formerly connected with the 
Indiana Hardware Company, Indiana, Pa., have established 
themselves in business here, carrying both a wholesale and 
a retail stock of general hardware. stoves and ranges. miners’ 
supplies, housefurnishing goods and builders’ hardware. Cata- 
logs requested. 

AMHERST, S. D.—J. L. Michael has opened a store here, 
dealing in such items as automobile accessories, baseball 
goods, bathroom fixtures, belting and packing, buggy whips, 
builders’ hardware, building paper, children’s vehicles, churns, 
cream separators. cutlery, dairy supplies, dog collars, dyna- 
mite, fishing tackle. galvanized and tin sheets, gasoline en- 
gines, harness, heating stoves, heavy farm implements, heavy 
hardware, home barbers’ supplies. lubricating oils, mechanics” 
tools, paints, oils, varnishes and glass, poultry supplies, ranges 
and cook stoves, sewing machines, shelf hardware, silverware, 
sporting goods. tin shop, wagons and buggies, and washing 
machines. Catalogs relating to hardware and implements 
requested. , 

EFFINGTON, S. D.—J. Green & Son, a well Known firm of 
hardware and sporting goods dealers at Hankinson, N. D., 
have established a branch business here. 

RUTLAND, VT.—The Nichols Chapman Hardware Company, 
which was recently burned out. will build a large cement fire- 
proof addition, together with two additional balconies in the 
criginal store. New shelving and display fixtures will also be 
installed. 

RENTON, Wis.—J. W. Metcalf, dealing in fishing tackle, 
bathroom fixtures, mechanics’ tools, builders’ hardware, wash- 
ing machines. etc., has retired from business, and disposed of 
his store to George E. Duval, who is now in charge. 

PESHTIGO, Wi1s.—F. E. McGraw, who has been in business 
for 27 vears, has sold a half interest in his business to 
Frederick Peterson. The firm name has been changed to F. 
Peterson & Co. 
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You re Always on the 
Lookout for Something New 


Price, $3.85—Delivery Now 


And you're no different from hardware men the world 
over in this respect. Combine the new with the practical 
and you have something which will ring up sales in any 
hardware store anywhere. 

The tilt of that plunger up there is something new— 
and it is so practical that every autoist to whom you 
demonstrate it is going to plunk his $3.85 over the counter 
even before you have a chance to explain the other good 
points—many of them exclusively “Garford,” and all 
practical. 

We built the plunger at a 45 
complained that the _ straight-up-and-down plunger 
couldn't be controlled well enough to suit them. 

But this new angle plunger suits all right! It operates 
with a natural forward movement of the harfd. It even 
modulates the sound for loudness, capable of being 
pushed down without emitting a too-weak or over-load 


~O 


angle because motorists 


noise. 
We will answer any question you ask us, and our 
printed matter will save you the trouble of asking. 


The Garford Manufacturing Co. 


100 Olive Street Elyria, Ohio 
Distributors : 


The Garford Mfg¢. Co». The Dean Electric Co. The Sumter Te" epho ne Supp’y C». The Dean Electric Co. 
Kansas City, Mo. Los Ange’es, Cal. Sumter, 3. C. Seattle, Wash. 


Canadian Distributors: The Tire Import Co., To-onto, Can. 























——— 


Sa MINNA 








Sam 
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STON MASSACHUSETTS, U.S.A. 


’ 


“PHILADELPHIA” 
LAWN MOWERS 


have attained a degree of perfection not equalled by any 
other Mower. Knives of Vanadium crucible steel, cast- 
ings the finest that can be procured, workmanship by 
expert and experienced mechanics. It is for these rea- 
sons they ths Be longest and most satisfactory service. 

If you want the Highest Grade, buy the ‘“‘Philadelphia.”’ 
21 styles Hand Mowers. 6 styles Horse Mowers. 


1915 Catalog ready. 


The Philadelphia Lawn Mower Co. 


Over 45 Years Makers of High Grade Mowers 
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TUBULAR RIVET AND STUD Co., Bo 











‘*GRAHAM ” 
ALL STEEL —- » PHILADELPHIA, PA., U.S.A. 

















































‘ie The “Slikup” 
\ 


-+-. Salesman 


can be placed conveniently on the counter, exposing 
the following Slikup Specialties to the view of your 
patrons: 

| set 


Slikup for Rubber Slikup Enamel Top Dressing 
Slikup Aluminum Paint Slikup Mohair Top Cleaner 
Slikup Engine Enamel Slikup Top Lining Die 
Slikup Hard Auto Soap Slikup Leather-Kote 





















Mie Slikup Hand Cleaner  Slikup Rim Paint 
Ht es Slikup Cream Polish Slikup Body Polish 
mi HN Slikup Metal Finish Slikup Auto Varnish 
eli Slikup Silver Finish Slikup Clear Lacquer 


y : 3 


i 


We'll pay the hire for your ‘‘Slikup’’ Salesman. 


N. B. ARNOLD 


1 SIGOURNEY STREET 
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BROOKLYN | a £ 
Mill: f H Nails [scnvorren|:| 
LL1OoOnsS O orse ALIS =| money orren 
i 
are used daily in shoeing the horses of the Urfited States. As the majority of these nails are ' 
made by The Capewell process, it pays a Merchant to keep on ‘hand a good supply of 
Capewell nails. Ss 3 


~ ‘ ref 

The large demand, the regular repeat orders, the comiplete satisfaction which these nails 

give, makes them profitable to sell. Volume of sales is a most important factor, you know, in 
the year’s profit. 


Order “Capewell” nails—not the cheapest regardless of qual- 
att ity but the best in the world at a fair price. 


The Capewell Horse Nail Company, Hartford, Conn. 


| Largest Makers of Horse Nails in the World 
| ps 
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WHY IS 
RAJAH 


Standard Equipment on 


CURTISS AEROPLANES? 


Here’s the Answer: 
te “Ignition Absolutely Sure’’ 


Aeroplanes can’t afford to take chances— 
can you? 
Rajah Giant Plug...... $1.50 postpaid 
Rajah Standard Plug ..$1.25 postpaid 


Rajah Auto-Supply Co. 
Bloomfield, N. J. 








Feather-Edge 
makes cutting of 
Tube : 


% 











Punctures 

and Small 
 _— Blowouts 
: Repaired 
Forever in 
‘14s Minutes 


This perfect plug 
solves the puncture 
problem. No cement, 
no cleaning, no 
patches. Will hold 
for life of tube. Can- 
not injure tube or 
shoe. Does not hump into the shoe but lies flat 
on level with tube. Absolutely guaranteed. 


SAMPSON 
Feather-Edge 
Innertube Plug 


Several hundred jobbers have already stocked them. 
Your jobber either has or can get them. Don’t wait, for 
Sampson Plugs are being heavily advertised and demand is 
sure to be enormous. See full page advertisement in 


Saturday Evening Post, May 22d issue. Samson-Tiger is an 
easy horn to sell, be- = 

THREE SIZES cause it is the only 

. shaft-driven hand horn 


No. 1 Tcol and 6 plugs in carton. Sells for $1.5). on.the market. and be- 


oe: 
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Imperial 
Auto Folding Steel Chair 
No. 130 


The frame is made of the best crucible 
spring stee! and finished in rich black 
enamel. The seat and back rest is up- 
holstered in black water- 
proof leather upon five ply 
veneer. 

Folds compactly when not 
in use. The best and most 
nnn seat on the mar- 

t 


et. 
Adult size seat 18 in. high 
—Child size seat 13 in. high. 


4 
a 


Manufactured by 
Imperial 
Bit & Snap Company 


Racine, Wis. 




















No. 2 Tool and 12 plugs in black enamel box. cause our advertising 
Sells for $2.5). | appropriation is spent 
No. 3 Motorcycle Kit Tool and 6 small plugs in with the dealer in the 
stout wallet. Sells for $1.50. form of profit-making 
discounts and “dealer 

Good Profits and Quick Sales helps.” 
] If your jobber cannot 
supply you, write us to- 





Stevens&Co. | i siete 
, Established 1899 . Shaf t-driven, Auto- 


Manufacturers and Distributors to 


American Electric Co. . 
Wholesalers of Automobile, Motor- State and 64th Streets, mobile, Hand Horn 
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cycle and Bicycle Supplies CHICAGO 
375 Broadway, New York City Manufacturer of List Price $ 500 








SAMSON HO 2NS 











"cl Tell your trade what Barney Oldfield, ‘Master 
Driver of the World,” says about 


DIXON’S 


Graphite Grease No. 677 


For Transmissions and 





3 Differentials 
1. Tool makes a clean round 
hole of puncture. | and write for a set of photo-testimonial window dis- 
ESE ee re < , play cards. Ask for assortment No. 40-G. 
plug slips in easily. : ) Made in Jersey City, N. J., by the 
3. Screw down plug; snap te JOSEPH DIXON CRUCIBLE COMPANY 


off screw. Repaired for- Established 1827 
ever. Data's G-48 DOo¥ 
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You can take the 
load from any posi- 


101 





Here is the jack 
that does perfect work 
in any position, wherever the 
car stops, on hill,in mud, or rut. 


Up goes the load faster and easier than 
with any other jack made. 


MPLEX JACK 


lift any load from the Ford to the heaviest truck. No bark- 
ing of knuckles—hand away from the car. 
This is the jack that won the gold medal given by the 
American Museum of Safety for the safety of jacks. 
Never drops the load. Greatest range of lifts. For 
the moOtorist—the perfect jack. For the hardware 
dealer—a fast selling accessory. 
TEMPLETON, KENLY © CO., Ltd. 


Manufacturers of 


SIMPLEX JACKS FOR AUTOMOBILES, RAILROADS, 
AGRICULTURAL AND ALL CLASSES OF 
INDUSTRIES 


1009 SOUTH CENTRAL AVE. 
CHICAGO, ILL. 


A Jack for Every Job 
No. 36—% Ton 


tion on the cap, the 2 ‘ Capacity. 


bottom shoe, the 


No. 41— One Ton 


detachable’ shoe. ee ; Capacity. 


Up she goes on hill- 


No. 42—Two Ton 
Capacity. 


sides, in mud, any- le 43—Three Ton 
where. : | Capacity. 
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BLACK DIAMOND FILE WORKS 


ESTABLISHED 1863 INCORPORATED 1895 


Twelve Medals of Special Grand Prize 


Award at 
LD MEDAL 
INTERNATIONAL _ 
x Atlanta, 1895 
Expositions 





Copy of Catalogue will be sent free to any interested File User upon application. 


G. & H. BARNETT COMPANY Philadelphia, Pa. 


Owned and Operated by Nicholson File Co. 
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) PORTSMOUTH [RON 
Like 3 Stone Wall to Rast&Grrosion 


The Story of a 
Good Roof 


It is one that begins with a large, efh- 
cient plant that specializes in the manu- 
facture of metal roofing. The sheets are 
rolled from a high quality of pure rust- 
resisting iron, such as 


PORTSMOUTH IRON 


‘‘Like a Stone Wall to 
Rust and Corrosion’’ 












ONE DAY’S TRIAL OF A 
Grant Noiseless 
Riveting 





Machine 


resulted in an order 
being placed for 12 
more machines. 





A few reasons why: 


(1) Noiseless Opera- 
tion. 


(2) Spin Well Polished 
Rivet Heads. 


(3) Avoid Broken Cast- 
ings. 


(4) a9 Not Mar Sur- 
face in Riveting. 


(5) Rivet Tight or 
Loose as Desired. 


and critically inspected a score of times 
before they get into the dealer's stock. 
Then sold to the user by a dealer who 
knows he has handled the very best that's 
made. Both being pleased in the transac- 
tion, it is quite likely the roof is one of the 
popular styles of Whitaker Brand Roofings, 
Galvanized or Painted, manufactured by 


(6) Entire Riveting 
Operation Takes 
Only One Second. 


For the sake of quality, 
output and cost reduc- 
tion send for catalog. . 


WHITAKER - GLESSNER CO. 


Portsmouth Works 










The Grant Mfg. 












“and Machine Co. PORTSMOUTH, OHIO 
Bridgeport cae 
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( YOU CAN. MAKE \ 


a “YANKEE” TOOL, CUSTOMER 
of every man: who enters your place 


every profession and calling; in fact, anyoye who ever has occasion to use tools of 
any kind. : 












533 | NORTH “Rds MFC co = 












A liittle demonstration will at once Interest any man in your store and make a 
possible customer, the kind that goes away pleased.to return for more. 


ONE HUNDRED STYLES AND SIZES 
Your jobber can supply you 


L NORTH BROS. MFG. CO. Philadelphia, Pa. e 
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(Patented) 
















THE CHAMPION 


acing Floor Hinge 


Acting 
This handsome hinge of few parts has 
the “call,” and deserves it. 


The entire weight of the door rests on 
a ball bearing and allows the door to 
swing freely and easily without jar or 
noise. 


And all a carpenter has to do to attach 
this hinge, is simply saw out a rectan- 
gular piece at the bottom corner of the 
door and make a slight mortise for the 
strap ends of the hinge. No wonder 
it sells. 


Send for our Catalog of Profitable 
Hardware Specialties. 


The Champion Hardware Co. 


GENEVA, OHIO 








WATROUS-ACME 





18 SAFETY SCREEN OR 
STORM SASH HANGER 


Has No Equal 


Serves a double purpose—gives 
better satisfaction—easier to put up 
—is safe, strong and a self seller. 





Complete in- 
A child 


Has no substitute. 
structions with each set. 
can set them. 


Sold by Jobbers Everywhere. 


Watrous - Acme Mfg. Co. 


DES MOINES, IOWA 











McKinney 
Anti-Friction Butts 


No. 2742 


McKinney Anti-Friction Butts are made of high 
grade wrought steel and equipped with special metal’ 
anti-friction washers and non-rising pins..° All fric- | 
tion is practically eliminated and. wear and tear re-' 
duced to a minimum. . 

These butts please the owner, satisfy the. aahitees 
and builder and build trade for the hardware dealer.’ 
Why not order a stock and get after those new 
buildings now? Also bear in mind Nos! 3714, 2740 
and 2745 when ordering—a line of door hardware 
second to none. rs 


McKinney M’f’g Co. 


1401 Metropolitan St., Pittsburgh, 











A PROFITABLE SAFETY DEVICE 


The wind is treacherous. A swinging garage door is 
dangerous. 


A bent mud guard, a broken lamp or radiator hurts , 


your customer's pocketbook just as much as personal 
injury. SAFETY FIRST—He must take certain pre- 


caution to protect himself, and so he must do with 


his machine. 


The Griffin Garage Door Holder 


No. 1914 
Patented 


is a simple, etrene, sceviesahe article designed expressly to 
HOLD THE DOOR OPEN. he only practical article ever 
placed on the nan Just anseee the door open.in the ordinary 
way ~< it stays there firm. 

Get ready to " Gemanntvate: there’s money in it for you. 


Made by 
THE GRIFFIN MAN’FG. CO., 
“uEw"Yome? = ERIE,PA. "Suto" 


IT is 
HOLDS NEVER 
THE IN 
DOOR THE 
OPEN WAY 
———— 
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MILLNER’S WIRE CLOTH RACK A Long Felt Need Satisfied 


No More Trouble in 
Handling Screen Wire 


Millner’s Wire Cloth Rack 


Saves space, time, stock and 
sells the wire. 

Rolls are easily placed in posi- 
tion for use. 

Rack holds 18 rolls for ready 
use and 18 stock rolls. ; 

Holds any length in any place. 

Takes a floor space 31x36 in. 

On ball bearing casters. 

Makes a first-class rack for 
handles, etc., when wire season 
is over. 

Neatly finished and well built. 

Price $10.00 f. o. b. Miami, 


Okla. 

Shipped K D Weight 100 
pounds. 

We can make shipments from 
either Miami, Okla., or 
Smith, Ark. 


SOLD BY ALL JOBBERS 


Millner Wire Cloth Rack Company 
Miami, Oklahoma 








“IDEAL” Riveting Machine 


§ 


Simplest, Strong- 
est and Best 
Riveter made. 







SEND FOR CATALOGUE AND PRICES 
Also of Cobbler Outfits, Lasts and Stands, Heel Plates, Corn 
Shellers, Grist Mills. etc. 


THE ROOT-HEATH MFG. CO., Plymouth, Ohio 
N. Y. Agents: Winner & Calhoun, 90-92 West Broadway. 
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LADDERS 


will pay for themselves in 
a short time by enabling you 
to wait on more trade, save 
the wear and tear on your 
fixtures and goods, as well 
as bring the appearance of 
your store up to date. 


Write for catalogue show- 
ing a large number of styles 
suitable for all kinds of 
shelving. 


Milbradt Mfg. Co. 
2410 N. 10th St. 
St. Louis, Mo. 











The Symbol of Efficiency 


(oose J- Paar 


Books and Forms 
At First Class Stationers 


Irving-Pitt Manufacturing Co. 
410 EIGHTH STREET, KANSAS CITY, MO. 
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SHELF BOXES 


For the 
Retail 
Trade 


Send for 
Price List 


THE A.H. GREEN Co., ™ Neva 








Keystone Boiler Handles 
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The clips of these handles are made from heavy sheet steel, 
te ag 3 tinned, best quality and finest finish. Four different 
styles for boilers and four different styles for covers. 

Write for prices and samples. 


Made by 


Berger Bros. Co., 229-231 Arch St., Philadelphia 


ap | 























BICYCLE 
Step Ladders 


are made in 
many styles 
and to fit 
all kinds of 
shelving 


Send for catalog giv- 
ing full description 
and prices. 


The Bicycle Step 


Ladder Company 


62 West Randolph St. 
CHICAGO, ILL. 








When Wash Day Comes 


Hill’’s ODOryers 
go up every- 
where. People 


are beginning 
to see the folly 
of marring the 
beauty of their 
lawns with un- 
Sightly poles, 
when Hill’s 
Dryer performs’ 
the work of 
drying in a jiffy 
and can be eas- 
ily removed in 
less than no 
time. Write. 


HILL DRYER CO. 
316 Park Avenue WORCESTER, MASS. 
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American Steel & Wire Co. 


MANUFACTURERS OF 





American Wire Rope 
and Aerial Tramways 





CLEVELAND 
PITTSBURGH 


WORCESTER 
DENVER 


CHICAGO 
NEW YORK 











“SIX-VOLT” 


AUTOMATIC 
ELECTRIC VULCANIZER 
Retails 


$3.50 


Price includes the most com- 
plete repair outfit furnished with 
any make of portable vuicanizer. 
FEATURES: 

Can’t Burn Tubes or Casings 
Automatic Heat Control 

Easy to Operate CONTRELS NEAT 

Also Made for 110 Voit Circuit 


Every Motorist Needs One. 
DEALERS Order from Your Jobber or Direct 


PREMIER ELECTRIC COMPANY, 4030 Ravenswood Ave., Chicago 

















Eureka Copper Hammers 


are sure sellers 
to machinists 
and engineers, 
because su- 
perior to steel 
hammers for 
many uses. 
Will drive work 
to place with- 
out marring. 
Furnished with or without handles. Sizes: 1 to 16 Ib. 
Let us supply you direct. Circular and Trade prices 
sent on request. 


THE EUREKA COMPANY 
NORTH EAST, PA. 














Newly reduced list prices and 
trade discounts mean greater 
profits and larger sales on 





Anglo-American 
Flashlights, Batteries and Bulbs 


Ask for Discount Sheet No. 11 


Anglo-American Co. 


PITTSBURGH, U. S. A. 




















guaranteed for 5 years. They won't 
rust or corrode. All obstructions are 
easily removed. Can be heated with- 
out fear of melting the bottom out. 

Styles and sizes for every possibie 
requirement—all the same high qual- 
ity in design, material and workman- 
ship, each backed by our guarantee. 

Get prices and catalog before plac- 
ing any oiler order. 


P. WALL MFG. SUPPLY CO. 


N. S., PITTSBURGH 








® ® 
© ® 
“WALL OILERS” 
HARDWARE 
positively insure you against kicks 
and comebacks. [Each is carefully STORE 
made of the best materials and fully FOR SALE! 











ERY simple matter—the 
Opportunity Exchange 
is read every week by 
men looking for the opportun- 
ity to get into business for 
themselves. It’s an easy and 
economical method of reach- 
Opportunity Exchange ing them. 
HARDWARE AGE, 50 words $1.00 
239 W. 39th St., N.Y. and the replies will follow. 

















The Idea of MET AL CEILINGS 
is to add to the 
artistic effect or 
reduce the cost 


of building. 


Our Large 
Catalog Tells 
How. 


Write for it. 


Pattern suitable 
for 
all buildings. 





**ENAMETILD’’ uals tile and costs much less. It is sanitary, 
durable. This catalog, free, too, tells all about it. 
he 529, etc., W. 24th St. 
New York Metal Ceiling Company ““New ‘York City 

















Counter-Sunk Caster 


The ‘“‘Acme’”’ combines utility with quality, adaptability 
with oe It’s a great roller. 

‘“‘Acme”’ is made in many styles and sizes, in 
many finishes, for many uses—and all have the easy- 
rolling hollow steel ball. 

Send for catalogue and let us quote prices. 


THE SCHATZ MFG. CO., Poughkeepsie, N. Y. 


Agent J.C. McCARTY & CO., 29 Murray St., New York City 
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“BEST BY TEST” 


Perfect Satisfaction Guaranteed 
ida for Prices 
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No. 60 
Tool Kit 
Little 

Wonder 


Write for 
Circular 





The largest line 
of Tool Chests, 
Tool Kits, Tool 
Outfits and Tool 
Cabinets 


“Made in America’ 


C. E. JENNINGS & COMPANY 
71-73 Murray Street NEW YORK, U.S.A 


























Within the circle of Hard- 
ware Age subscribers are 
many who desire to buy or 
sell hardware stores, who 
need “Help” or are look- 
ing for situations. 


If you are interested in 
reaching these people, an 
advertisement in the Op- 
portunity Exchange Col- 
umns is the surest way. 
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Look for the full name 


Russell Jennings 


Seilovce Mey ME cele collie Me) amet te 


Auger Bits 


The orginal double twist auger bit, patented by 
Mr. Russell Jennings in 1855 


Russell Jennings Mfg. Co. 
Chester, Conn. 







POULT AL LTR LCE LLUL Lhe EL 


‘ Prompt Shipments - Receipt 
of Your Order 


Ferrules, Copper; Bars, pees Bottoms, Copper; Burrs, Cop- 
per; Conductor Pipe, mip: vod Crimped Sheet, Copper ; "Daves 
pper; Gaskets, Corrugated Copper ; 
Hammers, Copper; Mitres, Copper ; Nails, ‘Copper ; Rivets, Oop- 
rs Roll Copper : Shoes, Copper; Sheets, Copper; Soldering 
oppers; Spikes, Copper; Washers, Copper. 
If your selling needs are listed ‘above, write us at once. 
ttsburgh Copper and Brass Rolling Mills 


dan ee Pa, 
U. S. A. 





C. G. HUSSEY & a 


= Trough, Copper; Hilbows, 











American Steel & Wire Co. 


MANUFACTURERS OF 





Woven Wire Fence, 
Gates Steel Fence Posts 
and Poultry Netting 





CLEVELAND 
PITTSBURGH 


WORCESTER 
DENVER 


CHICAGO 
NEW YORK 




















Caldwell Sash Balance 


@ Does away with weights 
and cords, and is VASTLY 
more durable. 

@ Makes sashes work per- 
fectly. 

@ Permits greater window 
space in new work, as box 
frames are not necessary. 
@ May be applied to old 
windows without altering 
sashes or frames. 

@ Write for circular to the 


CALDWELL MFG. CO. 


3 Jones St., Rochester, N. Y. 








Iwan’s “Champion’ 


Tile Drain 
~ Cleaning 
~~ Tool 


The only ditching tool 
made and sold that will 
clean out the loose earth 
thoroughly to prepare a 
smooth bed for the til- 
ing. Made in both Ad- 
justable and Stationary 
styles with six-foot han- 
dles that ‘“‘hang’’ right 
in the hand. Packed for 
quick handling in bun- 
dies of half dozens. ee ae 


T AS E DRAI N : C L E AN ER 
Order them! ieee 


IWAN BROTHERS, South Bend, Ind. 


1511 Prairie Ave. 
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THE ROBERTSON 
66 
Horseshoe Magnet” 


Trade Mark Reg. U. S. Pat. Off. 


Hammer 


= 





The best magnet hammer 
It holds the tack 


Write for illustrated price list. 
ARTHUR R. ROBERTSON, Sole Mfr. 


144 Oliver Street Boston, Mass. 
Owner of the “Horseshoe Magnet’? Trade Marks. 
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A Name Favorably Known Wherever 
rements Are Taken 


Get our new catalogue. 


Measuring Tapes, Boxwood Rules, Steel Rules, Board 
and Log Rules, Spring Joint Rules 


THE [UFKA FAIN JOULE £2. SAGINAW Maw Task 


Windsor, Oana. 





Armstrong 
Ceiling Nipple 
Threaders 


This tool is made to 
thread pipe projecting 
from the ceiling or wall. 
The holder takes dies %, 
¥%, % in. R. or L. and 
bushings to match. 


Dealers will find this a Profitable Tool to Stock. 
MANUFACTURED BY 
THE ARMSTRONG MFG. CO. 
290 KNOWLTON ST. BRIDGEPORT, CONN. 














HARDWARE DEALERS: 


EVERY PAIR OF 


KLEIN PLIERS 


You sell will make. 
a satisfied cus- 
tomer for you.’ 


Write for cata- 4 
log describing our 
complete line of 
tools. 























Every Hardware 
Manufacturer 


installs new equipment in his 
plant from time to time—the 
old must go! 

There is a way to dispose of it 
—economically and effectively. 


Let’s tell you! 


meow THE IRON AGE “xt. i" 








INCREASE SALES 


Just the thing for those who 
want a small, handy vise— 
Good talking points—easy to 
sell. 

Sizes from 114” to 2%4”—prices from $4.50 to 
$9.00 per doz. 

Write for particulars of our 
offer to send you a display 
stand free. It will help show 
Star Vises to advantage. 


Star Specialty Mfg. Co. 


227 W. Erie Street Chicago 
New York Office, 37 Warren Street 






































Goodell Mitre Box 


Made of STEEL—Cannot Break 


For years this Box has been recognized as being first 
in quality and itmprovements, and the new STEEL 
BOTTOM PLATES with ANGULAR SERRATURES 
to prevent work from slipping add still more to its 
convenience and attractiveness. 

Write for new 
Catalog B, de- 
scribing this 
and many 
other features. 


GOODEL". 
MFG. CO. 
Greenfield, Mass. 














certainly fills a long felt want. It 
weighs about seven pounds less 
than other fire pots of a similar 
type and is Smokeless, Odorless 
and Noiseless and every user knows 
what that means. The No. 71 has 
sub-flame so that the burner can be 
turned down low when not in use, 
thereby saving fuel and time. Two 
flames burn from each side to the 
center. The No. 71 will heat 12-Ib. 
coppers as fast as two mechanics 
can use them. All leading jobbers 
will supply at factory price. Send 
The No. 71 Fire Pot for catalog—it’s free. 


CLAYTON & LAMBERT MFG. CO. 
Detroit, Mich., U. S. A. 























108 HARDWARE AGE 


Well Established—Long Established 


1 &y RB 


is the pioneer brand of American 


galvanized nettings and wire cloths. 

Made by a house in_ continuous 

existence for nearly a century. 
THE GILBERT & BENNETT 
MANUFACTURING COMPANY 





May 27, 1915 


¥\ 


\ 


AANA 


\ 


\ 


NS 7S DS 3 
RSS 


~ 
. 


The Ra SRR SE GASE 
QQ AQAA AAA \ 
. XX XX GQAAAA OAS SSAASSSSASSSA Ae - 


orm SAS WSISX\CCCSSSN SASS 











Townsend Gave to the World 
The Ball Bearing Lawn Mower 


Golf 
Mowers 


Horse 
Mowers 


Trimmers 





All other manufacturers now make Ball-Bear- 
ing Mowers for their best grade, but Town- 
send still leads in design, quality and finish. 


S. P. TOWNSEND & CO., Orange, N. J. 








NOW Is THE TIME 
to show your customers the famous 


BALL BEARING 

F.& N. SELF-ADJUSTING vawn mowers 
THEY ARE ADVERTISED 

and the Public Will Go to the Store That Selis Them. 


Order Now From Your Jobber. 
Accept No Substitute. 





Insist Upon Trade Mark 
Mowers on 
Handle. 





With This 


THEY COST NO MORE 
THE F. & N. LAWN MOWER CO., Richmond, Ind. 


Largest Manufacturers in the World 
HAND, HORSE and MOTOR MOWERS 























Safety Fuse 


Ensign-Bickford is the ORIGINAL safety 
fuse—tested and tried by time and experience. 


The 
Ensign- 
Bickford 
Co. 


Simsbury, 
Conn., U.S.A. 




















HE circulation of 
Hardware Age is 
guaranteed. 
Asworn statement 
in detail will be sent 
to any one upon re- 
quest. 























T may seem impossible that wire 

could be shaped like the human 

hand, but if you could see our 
“Pennsylvania Fruit Picker” it would 
prove to you that this Picker is so 
much like the Human Hand that it 
shows at once the utility of the arti- 
cle. As a Fruit Picker it has no 
| equal. It is made of heavy Wire and 
Galvanized after made, and can be 
easily adjusted to any pole. 
THE LOW PRICE AT WHICH IT 
IS SOLD brings it within reach of 
those who have little fruit to gather, 
as well as those who have large quan- 
tities. 

PRICE PER DOZEN, $3.00 
It will gather Apples, Peaches, Pears, etc. 
MANUFACTURED ONLY BY 











Edward Darby & Sons Company, Inc. 


245 Arch Street PHILADELPHIA, PA. 














AMERICAN BRAND 





LASTS LONGER—LOOKS BETTER 


ALSO 
COPPER, BRONZE, GALVANOID ENAMELED, 
PAINTED, BRIGHT GALVANIZED 
All Meshes and Widths 


AMERICAN WIRE FABRICS CO. 
CHICAGO, ILL. 














= 
— 
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NO SUBSTITUTE 


CAN BE HAD FOR THE GENUINE 


SHERMAN COUPLING 


Patented 





Wrought Brass, No Sand Holes or Flaws: Hence Saves 
Half the Claims for Leaky Hose. 
Full Waterway. Deep Corrugations. Double Knurled 
Nut. Finished Inside and Out. 

Look for the Name ‘‘Sherman”’ on the Nut. 


MADE ONLY BY 
H. B. SHERMAN MFG. CO., Battle Creek, Mich. 








L. R. NELSON, Successor To 


CENTRAL BRASS & STAMPING CO. 





P27OEY auatity pRopucT Wee? 


‘*CRESCENT’’ FOUNTAIN SPRINKLER 
The Coming Sprinkler 


It Throws “ ‘ont 
No need o 
all the shutting off 
Water to the water to 
the Front change its 
° position, 
and Sides 





An Easy Seller, Because— Patented 1909 
It will not soak the Lady or her walk. 
The broad base (9 inches) prevents tipping over. 
It has no equal for even sprinkling over a large a 
Heavy brass, the best workmanship, a price that “will sell it. 
A sample, postpaid for 35c., will convince you. 
Send for catalogue. 

























>>>- 
That Big 
Drum 


(9” in diameter) 


Is a profit ae trade builder. It over- 
comes any — ity of kinking—it insures 
the life of the hose. 


McKINNON 
ALL-STEEL REELS 


are electrically welded—nothing to work loose or get out 
of on bolts, screws, rivets or castings—absolutely fool- 
proo 
Their — finish is attractive, durable, rust resisting—it 
helps sell t 
LIGHT WEIGHT, SIMPLE, STRONG. 


McKINNON DASH COMPANY, Buffalo, N. Y. 








STRAIGHT AWAY LAWN SPRINKLER 


No. 1 


Perforations® 





Throws all the water away from the end of 
the hose. Can be held in the hand for sprink- 
ling flowers. Write for our general catalogue. 
New York Office: J. M. Sherwood Co., 168 Church St. 
Stuber & Kuck Co., Peoria, III. 
Wm. P. Horn Co., Pacific Coast Representative, San Francisco, Calif. 

















“HOLD 
FAST” 


Ask your Jobber 


ONE YEAR 
GUARANTEE 


Double and stitched 


y ) of the heaviest 


NOTE THE NEW Chrome 
 earne s sl 


Retail Price - $1.50 


FE. T. RUGG & CO., Newark, O. 




















When you want 


efficient help or results remember that one 
dollar will pay for a fifty word advertise- 
ment in “The Opportunity Exchange Col- 
umns” of HARDWARE AGE. They are 


result producers. 


HARDWARE AGE 
239 West 39th Street New York City 





























Premax & Dodson Steel Hame Chane 


PATENTED 









Never STRONG Electro- 
Slip HANDSOME galvanized 
GUARANTEED same price 
Alway “ Write for folder as bright 
Reliable 58-H steel. S-6 


Niagara Falls Metal Stamping Works, Niagara Falls, W.¥:, U.S. A. 


Halter Chains Tie-out' Chains Bit Chains 
w Ties Jockey Chains Stallion Chains 
Breast Chains Spreader Chains Ete., etc. 


ce Chains 








Ask Your Jobber 


For Harness Snaps, Rope 
Snaps, Breast Chains, 
Horse and Cattle Ties, 
Halters, Wagon Jacks, 
Gate Hooks, etc. 


MADE BY 


COVERT’S SADDLERY WORKS 
Interlaken, N. Y., U. S. A. 
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Show the Housewife the handy Tongs, Picks and 
Shavers you sell for the ice chest— 
She will appreciate the quality. 


: Sneed 3 itn 
ee Toes =, bes ts He 


GIFFORD -WOOD. CO. nunson, x. y. 


NEW YORK BOSTON CHICAGO 














Gifford-Wood Co.’ 


Write for Jobbers’ Prices and let us tell 
you the different tools sold in your 
territory. Ask for catalog. 














WP The Speedy Stitcher 


Is est 
amd is made only by 


O. LINDEMANN & CO. 


Manufacturers of 











Stewart-Skinner Co, BIRD DS <n 
420 Herman 5t. CAGES yRA 
Woreester Established 1863 
Mass. 
THAT’S AWL 35-37 Wooster Street, New York 

















SHOE SLOYD 

KITCHEN OYSTER 

ake RUBBER 

+25 PATTERN The famous “Gem” is 
mounted twelve on a hand- 


MAKERS’ 
ves some counter card. Sells at 
25 cents each. Big > 
profit. We also make 

a ten-cent nail clip- 

per. Write. 


H.C.COOK CO. 
A Ansonia, Conn. 
yer, Mass. 


x COULD PUMPS 


SPRAY AND WATER SUPPLY 


WRITE FOR CATALOG AND PRICES 


THE GOULDS MFG.CO. SENECA FALLS.NY. 


Eee or. 





Paper Hangers’ Knife 
—Square Point 


ROBERT MURPHY’S SONS CO. 























WATER SUPPLY PUMPS 

















66 ALUM g NOX 99 —An absolute guarantee with every bar of soider— 

MR. DEALER—To prove the merit and 
salability of this product, we shall be pleased 
to send you, all charges prepaid, a single dozen 
of the 10c. size at 90c., including a liberal 
amount of advertising matter and valuable sug- 
gestions that will increase your ALUMINUM 
WARE sales. 


ALUMUMITE 


ALUMINUM— SOLDER 


Aluminum Solder & Refining Co., Syracuse, N. Y. 





Yours respectfully, 
THE ALU MINOX co. 


25th and Indiana Ave., Kansas City, Mo. 





$2 per box of 4 bars. 


BROOKS 


Bright Iron and Brass Wire 


Discounts to Dealers 




















Parker Wire Goods Company 


Manufacturers of 























General and Special Wire Hardware, Goods. a Special Wire Geods 
Wire Goods and Stampings MS. BROOKS & SONS 
WORCESTER MASSACHUSETTS CHESTER, CONN. 
MITTEE 


Quality Fish are Only Caught 





=U UPUURURGEEREREREEEETTIL 


with Qualitvw Tale 

OU are sure of your rod and reel, 

hook and line, when they are stamped with 
the ‘‘Leaping Dolphin,’’ the quality mark of 
Abbey & Imbrie—makers since 1820 of ‘‘fish- 
ing tackle that’s fit for fishing.’’ It’s the 
best tackle for hardest fighters. New illus- 
trated catalog H (236 pages) sent on receipt 
of parcel postage (10 cents) to any angler 
who will give us his tackle dealer’s name. 


t..vey & Imbrie, 1s a an - powers suck 





SURREEQRRURUQQERRURURRRIIIF: 


’ 1OHN SOMMERS PEERLESS FAUCETS 


oh 





ij 
\JOHN SOMMER FAUCET CO. 555 Centra Ave. Newarn NL, 





SS BEST BLOCK TIN KEY Se 
[Sy #$MAPLE WOOD BODY HIGHLY POLISHED 


ee ONLY THE GENUINE ARE STAMPED IN THE WOOD WITH 
= TRADE MARK MALTESE cross (as Per cur) 











—= SEWARE OF IMMITATIONS 
SUCH AS FAUCETS SIMILAR IN SHAPE WITH KEY 
MADE OF LEAD,IRON,OROTHER INFERIOR METALS, TINNED OR NICKELED. 





The Townsend Wire Stretcher 














An invaluable aid to the farmer for stretching 
woven, plain, twisted and barbed wire fences taut 
and quickly. The apparatus is light. Parts are of 
malleable iron with two corrugated steel grips riv- 
eted in where the stretcher grasps the wire. 
Write—today—for circular. Read it—then stock— 
from your jobber. 


Manufacturer 


F. J. TOWNSEND, Painted Post, New York 


New Eng. Rep. 
F. M TRAFTON, 176 FEDERAL ST., BOSTON, MASS. 
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SAMSON CORDAGE WORKS 


MANUFACTURERS OF | 
Sapp LINES, SMALL LINES 


BRAIDED CORDAGE Fi 
AND COTTON TWINES 1 UY ETC. scm Aa CATALOG 
i al: 2 


BOSTON 








BSacaca-is 
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an “Iron Fence 
Gates 


— el 


He Mi 
REASSAEASERS 














ZE-LITT PAT FILE AND TOOL HANDLE 


Stronges .-- crchang able Handle Made 


THE (VHAPIN-STEPHENS ([0.. 


PINE MEADOW, CONN., U.S. A, 


Union Factory 











The 
This Extension is of the same pattern as our 
No. 10, differing in that it is of heavier con- 
struction throughout—and somewhat larger— 


Improved — allows it to hold the shanks of all Auger 


° It is made to follow an eleven-sixteenth hole. 
Bit J in six lengths—12”, 15”, 18”, 21”, 24”, 
and 3 


Extension The Ford Auger Bit Co., Holyoke, Mass. 

















Porter’s “‘New Easy” Bolt Clippers 
ae OT Big Hellers. Good prodt. Write Yor tris, 


H. K. PORTER Everett, Mass, 











Estae.isreo 1850 


_— —_ -_— — — +> ap 
JOHN HASSALL. inc. 
RIVETS. 
ESCUTCHEON PINS. 
SPEGIAL WIRE NAILS 


Cray ANO Oak and STREETS 


OKLYN, 
$3 SS SS =) 


in Acu MeTacs 

















(=> BS 4) 
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pipe jaws and anvil. 





241—AUTOVISE 


Rock Island Autovises 


Number 241 vise is swivel, weighing 80 lb., and is adapted for 
automobile and heavy repair work. No. 231 vise is same in design, 
but is stationary, weighing 32 Ib., and is suitable for the individual 
automobile owner. These vises are a combination of vise jaws, 


ROCK ISLAND MFG. CO. 


SEND FOR NEW CATALOG OF LARGEST AND MOST 
COMPLETE LINE OF VISES MANUFACTURED 





Rock Island, Ill. 


231—AUTOVISE 











ELEVATORS AND DUMBWAITERS 


Made to be sold by the Hardware Trade. 
Can be placed in position, by any carpenter. 


CATALOGUE FREE 


ENERGY ELEVATOR CO. 


214-216-218 New St. Philadelphia, Pa. 














atti —_- ee 


Saw Sets, Hand Pande | 
Nail Pullers, Box Openers, | 
Seal Presses, Bench Stops, 

Liquid Soap Dispensers. 


° 
Chas. Morrill, Manufacturer ! 
102 Lafayette Street New York | 


—~~e ee = area _~ 


cl 








—_ 





REe. U. @ PAT. OFF 











STEEL 
es MORTAR 
wees OR Wand BRICK Hods 
VE. DRIP" Send for Catalogue 
and Price List 
+ Mftd. <A 
METAL DEPT. 
THE CLEVELAND 


WIRE SPRING CO. 
Cieveland, Ohlo 














THE VERY LATEST 


bargains in the way of hardware stores are 
offered for sale in the “Opportunity Ex- 
change” of this issue. They hold valuable 
investments for you. Why not look them 


up—now? 











PLIERS 
NIPPERS 


AND 


PUNCHES 


Send for Catalog 








ESTABLISHED 1826 


Round and Oval Punches 


OF SUPERIOR QUALITY 
C.S. Osborne & Co. 


Newark, N. J. 














ROOFING TIN. 














Maite from high grade OUPT Es BEARING OPEN HEARTH STEEL—the material you should ¢& 
always specifv—careftully mee factured, fireproof, durable. Also KEYsTONE COPPER BEARING 
* Apoilo Best Bloom Galvanised B heets, Black Sheets. Formed Roofing Products. Tin Plates, Etc. 


.., Manufactured by AMERICAN SHEET AND TIN PLATE COMPANY, Pittsburgh, Pa. oth 
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Help Wanted and 
Business Opportunity 


Advertisements 2c per 
word — $1.00 minimum 


OPPORTUNITIES FOR HARDWAREMEN 


Perhaps there is one for you in one of these advertisements. 
If you want to trade or sell your stock, dispose of your business 





or buy another, if you want a new location—in short, if you are _. rate. 
elite: for any opportunity in the hardware field, you can “get Situations ee. 
next to it” through these columns. ws Bi lla — oe 











If it isn’t here tell our readers through this page what you want. 








Display rates on request. 

















Help Wanted 


Original letters of reference should 
not be enclosed with replies to ad- 
vertisements appe.ring in these col- 
umns, as they are frequently mis- 
laid and lost. A copy of the refer- 
ence will serve the purpose. 








MANUFACTURER of full line 
household specialties wants local 
representatives in all important cities 
to handle line on commission. De- 
partment stores, hardware dealers, 
instalment houses, premium _ con- 
cerns, are all big users. State ex- 
perience, lines handled and territory 
covered, fe want none but those 
who can ‘“‘make good.” For such 
our proposition is an excellent one. 
Address “S. H.,” care Harpware|! 
Ack, New York. 





WANTED—A few good hustling 
salesmen who are calling on the 
hardware trade to handle a very 
profitable and well known line. Ad- 
dress ““N. W.,” care HARDWARE AGE, 
New York. 





TRAVELING REPRESENTA.- 
TIVES wanted by a well known 
stove manufacturer in North and 
South Dakota, Iowa, Indiana, Ar- 
kansas, Louisiana and Western terri- 
tory. Attractive proposition offers 
great possibilities for men to use 
line as a leader in connection with 
the sale of other goods, on commis- 
sion basis. State territory covered. 
reference, etc. Address “N, Y.,’ 
care HARDWARE AcE, New York. 


ee 





MANUFACTURERS of the 
JUNKUNC COMBINATION LOCK 
want competent salesmen with es- 
tablished trade and territory to 
handle line on commission in several 
important States. State fully your 
experience, what lines you are now 
handling, what territory you cover, 


how frequently you call and give 
references. Junkunc Brothers, Chi- 
cago, IIl. 





WANTED—A _ first class salesman 
who has sold stoves, or similar lines 
to jobbing or retail trade for eight 
years or more. Must have record of 
large sales. First class yecommends- 
tions, Entire time required. Al o 
portunity for high grade man. Sub- 
mit complete information with ap- 
plication. Address “QO. F.,” care 
HarpwarE Acre, New York. — 





SALESMEN — Old established, 
large concern manufacturing trade. 
marked, nationally advertised line 
selling to hardware, furniture and 
department stores; including com- 
lete line of Aluminum Cooking 
tensils has opening for a few more 
A-1 salesmen. Give full particulars, 
experience, references, territory cov- 
ered in first letter. Address Sales- 
manager, 1336 W. Bancroft Street, 
Toledo, Ohio. 





WANTED—Salesmen to sell on 
commission, sheet metal s ecialties 
to the retail hardware trade. 
want salesmen who are continually 
traveling from town to town, espe- 
cially in Illinois, Iowa, Indiana and 
Missouri. Foster Sheet Metal Co.. 
Springfield, Illinois. 


o 





SALESMEN WANTED 


Prominent manufacturer offers the 
active hardware salesman liberal 
commissions for carrying six pound 
side line floor covering and rug 
border. Write for particulars. J. 
C. Dunn & Co., Camden, N. J. 





Situations Wanted 


Business Opportunities 





SALESMAN 


What concern wants a good man 
to represent them on Long Island, 
particularly in the towns along the 
South Shore? Seasonable goods pre- 
ferred. State particulars and com- 
mission or salary. The managers of 
Hardware Age will endorse my char- 
acter and ability. Address “‘R. E.,” 
care HArDWARE AcE, New York. 





SALESMAN calling on hardware 
trade for past nine years will ac- 
cept position traveling in New Eng- 
land. Good references furnished. 
Address “O. K.,” care HARDWARE 
AGE, New York. 





WANTED—Position in good re- 
‘ail hardware or implement house; 
have had three years’ experience; 26 
years old; best references. Address 
O. Z.,”’ care HARDWARE AcE, New 
Y ork. 


we 
. 





HARDWAREMAN, now REF- 
RESENTING a large’ hardware 
store and storehouse, desires to get 
connected with a wholesale house as 
outside salesman. New York State 
preferred. Thoroughl familiar with 
he wholesale end. Address **R. D.,”’ 
care HARDWARE AGE, New York. 





BELGIAN, 38 years old, having 
successfully traveled on the whole 
continent for 17 years on account 
of very important German firm, 
applies for similar situation with 
first American firm. Address 
F.,”” care Harpware AcE, New 
York. 





WANTED—Position with good 
firm by young man, with eight 
years’ experience as manager, buyer, 
etc. Qualified for any position in 
the hardware line. Grew up in 
present place and desire a e. No 
boozer. Address “*R. H.,” care 
HARDWARE AcE, New York. 





YOUNG MAN, twenty-three years 
of age, with seven years’ experience 
in retail hardware, builders’, plumb- 
ing and mill supplies, desires. position 
with reliable firm. Address “R. L., 
care Harpware Ace, New York. 





ADVERTISING MAN, catalog 
compiler and accountant, with thor- 
ough knowledge of hardware busi- 
ness, buying and selling, also prini- 
ing, desires permanent connection 
with Western hardware or manu- 
facturing concern. Age 29; mar- 
ried; good education and _ good 
health. Address E. A. Norton, 428 
Boyd St., Los Angeles, California. 





SITU ATION WANTED—Several 
years’ experience in hardware stores 
as clerk; good exnerience in general | - 
hardware, factory supplies, house- 
furnishings; single; good reference; 
city or country: moderate salary i 
good place. “R. J.,” 
wARE Ace, New York. 


care Harp- 





ae 


HARDWARE MAN, 26 years’ 
experience as clerk and manager, 
wishes position wholesale or retail. 
Reis, 141 28th St., Woodcliff, N. J. 





A SUCCESSFUL SALESMAN 
and for last ten years a director of 
sales would like to get in touch with 
manufacturer of hardware or kindred 
line who is desirous of increasing 
his sales. Have been very success- 
ful in selling to departments of 

Government as well as to the 
jobbing trade. Exceptional refer- 
ences. Address “P. W.,”’ care Harp- 
warE Ace, New York. 


‘| knows the business. 





IF YOU ARE DESIROUS of 
buying, sell.ag or exchanging a stock 
of hardware we can be of great 
service to you on account of our 
intimate knowledge of these matters 
in every section of the United States. 
Address “H. B. G.,” care HARDWARE 
AcgE, New York. 





FOR SALE—Hardware, harness 
and implement business in Arizona. 
Doing about $50,000 business per 
year. For particulars address “H. 
E.,” care HARDWARE AcE, New York. 


FOR SALE—General hardware anJ 
Pshed ths business for sale, esta’ 

shed thirty years; clean stock; will 
invoice about $6,500; located in pros- 





perous New York village of 6,000. 
An opportunity for someone; good 
reasons for selling. Address “P. 


K.,” care HArpWArRE AGE, New York. 





FOR S AL E—Clean, up-to-date 
stock of hardware, stoves and tin- 
ware. The H., F. Hobbick Co., Win- 
chester, Ind. 





FOR SAL E—Near Providence, 
R. I., hardware, tool and mill sun- 
ply business. Well located, well 
equipped and doing a good bus‘ness. 
Owner wishes to retire. No brokers 
Cash proposition. Address “J. I.,” 
care HarpWarRE AczE, New York. 





Plumbing and heating business for 
sale on account of sickness; stock 
about $3,500, including stoves and 
ranges; established two years; busi- 
ness amounted to $15,000 per year; 
fine prospect for more business this 
year; look this up if you want a 
good location; don’t write unless you 
mean business. J. H. iniry, P. & 
H. Co., Beloit, Kan. 





THE seme ' we AN COM. 
26 sot Road, 
Highbury, London, England, 
wish to buy from manufacturers of 
cycle accessories—motor accessories 
—small workshop tools. Best prices 
to be quoted. 





HARDWARE AND IMPLEMENT 
STOCK FOR SALE. 

In town of 20,000 in Central [lli- 
nois. Will sell any part to man who 
We are not in 
need of cash, but want a man to 
take charge whose money is at stake 
as well as ours. Address ‘‘R. G.,”’ 
care HArpwareE Ace, New York. 





DO YOU WANT TO BUY, SELL 
OR EXCHANGE a business of any 
kind? If so, write us for quick and 
satisfactory results. No charge to 
buyers. Less than 1 per cent. to 
sellers. Our System of Service 
means quick results. Send for par- 
ticulars. System Service Co., Sut. 
Louis, Mo. 





Arithmetic simplified, 
figure fast. 
quire it. 











Business Opportunities 





HE value of any 

! publication to an 

advertiser is the 

value of its circulation— 
Quality not quantity. 


The manufacturer must 
satisfy himself whether 
the publication is read by 
the people who buy or 
should buy his product. 


HARDWARE AGE is 
so chock full of business 
helps, that practically 
every progressive hard- 
ware merchant has ac- 
quired the ‘Hardware 
Age Habit,’” and they all 
have thereby been able to 
turn many a _ perplexing 
problem into a live-wire 
profit-producer. ‘‘Hard- 
ware Age Day” is the 
most important day in the 
week in these successful 
stores. The is 
_|simple, and a sample copy 
will help you figure it out 
for yourself. 


HARDWARE AGE has 
the quality and quantity 
in the hard- 


answer 


circulation 
ware field. — 


‘Worth $100 To You 


made easy. Learn to 


The demands of the day re- 
Sixty shortest methods comprise 


Prewett’s System, anyone can learn without 


teacher. 
leatherette cover, 


Houston, Texas. 


Send $1 today for book 50 pages, 
postpaid. 
E. C. ROBERTSON, 


Circular free. 
1406 Prairie avenue, 








May 27, 1915 
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W hat 
Can You 
Offer to 
Our 
18,000 
Weekly 
Readers ? 


They are all alert 
hardware men trying 
to better themselves. 
They want more im- 
portant positions; bet- 
ter business chances 
and bigger opportuni- 
ties to make money. 


An advertisement in 


“The 
Opportunity 
Exchange” 


of HARDWARE AGE 
will bring your offer to 
their attention imme- 
diately in a forceful way. 

The cost of your adver- 
tisement may be as low 
as 50 cents. Why not 
take advantage of this re- 
markably low rate by 
sending in your adver- 
tisement now for the next 
issue — HARDWARE 
AGE, 239 West 39th St., 
New York City. 





Do You Want 
Real Results? 


Volume Account 


Wanted 


NE of the strongly 
established New 
York hardware 


and cutlery houses, equip- 
ped with a high class sales 
organization covering the 
entire hardware jobbing 
trade of the United States 
and also possessing a well 
developed export depart- 
ment, is open to negotiate 
with manufacturer in 
hardware lines for the sole 
sales agency of his prod- 
uct. Product must be of 
standard quality and of 
large volume for direct 
factory shipments. Will 
finance accounts. 





Address No. 4415 


HARDWARE AGE 


NEW YORK 


























The “Delta” 


Will Give You An 
Exceptionally Long 


File Service 





It Doesn’t | 
Matter 


What kind of 
=f work you are 
doing — there 
is a fast cut- 
ting, long last- 
ing “Delta” 
fle to meet 
any  require- 
ment. 


It is impor- 
tant that you 
should look for 

the “Delta” 
Trade Mark— 
it safeguards 
the interest of 
thousands of 
file users 
everywhere. 


Sold by Job- 
bers through- 
out Canada. 


Guaranteed 
by us. Your 
Jobber is au- 
thorized to 
give back your 
money if our 
files are not 
exactly as we 
Say. 








Delta File 


Works 
Philadelphia, Pa. 


Chicago Office : 
62 E. Lake Street 


New York Office: 
260 West Street 
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) An exact duplicate of the ad below appears in the May 20th 
Hardware Dealers and 27th issues of “American Machinist.’ Tear off here 
°* and paste on your window with a display of Starrett Tools. 








Current Issue of ‘‘American Machinist’’ 






GY INVITATION 
MEMBER OF 





WHEW YORK U Sa, 








oo ee ae 





Starrett Calipers 


Kinds . steel perfectly tempered to give 
longest service. 





Starrett Calipers are made in as. 








number of styles and sizes to suit Hermaphrodite Caliper 

| every practical need of machinists ~ i ae ictal Reale clic 
and toolmakers. There are round Enea Nae ned nae re sa tec 
leg toolmaker’s spring calipers, iment and are made in the follow- 
Fay paténmt calipers, with split nut ing sizes: 
for quick action, Yankee spring 4”—$0.90, 6”—$1.00, 8”—$1.25 
calipers similar to the Fay but not 10”—$1.50 | ; 


quite as heavy. There are firm 


joint calipers, screw-adjusting No mechanic should purchase calipers 


or any other tools without consulting the 


firm joint calipers, lock joint Starrett 320-page catalog No. 20A (sent 
transfer calipers for transferring free on request) for styles, sizes and 


measurements over ribs, flanges, 
bosses and in chambered cavities The L. S. Starrett Co.. Athol. Mass 
e os °9 9 e 


and several other special styles. Setisahitin: iniiiiieasiee Wiaidiiiaaitieaaie tial 
These are all made of the best New Youk London Chicago | 


Starrett Tools 


prices. 














The Standard Instruments of Precision 
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Garden Hose 


The Thermoid line is complete. 
We can give you what your cus- 
tomers want from the cheapest to the 
best; the hose suited to your water pressure; 
the right hose for any kind of work. 

We have made hose for all purposes for 
almost thirty years and our experience has 
taught us the proper compounds, the correct 
weights and grades of fabrics and the best 
methods of manufacture to insure service 
under all conditions of use. : 

Every piece of fabric and every compound 
is tested before and after manufacture and 
every length of hose is rigidly inspected before 
shipment. 

All grades are made with our elastic, non- 
drying tubes and covers which will not peel. 

Thermoid Garden Hose is acknowledged to 
be the Standard the world over. 

Booklet, ““A Simple Solution of Your Gar- 


den Hose Problem,”’ on request. 


* 


Thermoid Rubber Company 


TRENTON, N. J. 


Branches: 
Chicago Indianapolis St. Louis San Francisco 
Pittsburgh Philadelphia Detroit Boston 


Makers of Thermoid Brake Lining and Nassau Tires 
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ESTABLISHED 1843 


ST. LOUIS, U.S.A 


















GOOD SERVICE 


INTERLOCKING RED TREAD 
BICYCLE TIRES 


“ORIGINATED BY US” 


Very highest quality material 
employed in construction of 
these tires. 


+S 


ive Will 





The side walls and interlock- 
ing red tread are unusually 
tough and wear-resisting and 
fully guaranteed against oil. 


Pure Para rubber; quarter 
inch thick tread and the 
Ey —s shape of the rounded bars 
, “R ED \ i used in forming the diamond 
Ef INTERI OCKIN 6 \ | = 1s a extreme 
a FF Du amon | slow wearing qualities. 
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WTERLOCKING DIAMOND TREAD 
EXTRA HEAVY FABRIC my 
EXTRA HEAVY FABRIC RUBGER COVERED 
EXTRA HEAVY FABRIC 
EXTRA HEAVY FABRIC RUBBER COVERED ee 
EXTRAHEMVY FABRIC RUSBER COVERED . 
PURE RUBBER INNER LINING 


iH 











For Quality, Service, Reliability 
and Appearance they have no equal. 


Write us for our 1915 Bicycle Catalog. 
We are leaders in the Bicycle line. 





“DpaMonD EDGE ISA QUALITY PLEDGE: 


SHAPLEIGH HARDWARE CO. 








be 






